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Draw this Pair for a “House Full” 
of Spring Sporting Goods Business 


Why limit your profits to just one 
line, when you can easily handle 
both? The demand for both golf 
and baseball playing equipment is 
today at highest peak. Capitalize 
it with Grand Slam Golf Clubs, 
and Louisville Slugger Bats. 


We are carrying regular adver- 
tising on each line through the 
spring and summer in The Sat- 
urday Evening Post and other 
magazines shown in the illustra- 





tion. This advertising will spur 
the demand for these superior 
products; bring new customers to 
every dealer who handles them. 


In Grand Slam Golf Clubs an 
exceptionally attractive sales 
proposition is afforded dealers 
who, wisely, are seeking a means 
of building this department of 
their business. Ask your jobber 
for full particulars; or write us 


direct. 


HILLERICH & BRADSBY CO., Incorporated, LOUISVILLE, KY. 





Advertising Index, Page 139 


Editorial Index, Page 53 
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ADVERTISING - THAT - OPENS 


THREE - DOORS - FOR - YOU 


Let us help you make the most of the 
1847 Rogers Bros. Campaign during 1926 


New York, 


The spring advertising campaign of 
1847 Rogers Bros. Silverplate is di- 
rected primarily to the man instead of 
the woman. It is taking the “head of 
the house” in hand and pointing out to 
him the fact that his wife deserves the 
silverplate for which she has longed 
and which may be obtained much more 
reasonably than he has supposed. 

Is this ignoring the woman, who makes 
80 or 90 per cent. of the household pur- 
chases? 

Not at all! What woman will fail to 
read an advertisement addressed to her 
husband when she can see at a glance 
it is about her and her needs? 


What this advertising is doing is three- 
fold: 
(1) It is actually reaching a far greater 
number of men than ever before in the 
history of silverplate advertising. They 
constitute a new market for you. 


(2) In a still greater number of cases it 
is preparing the way for the wife to “‘sell”’ 
her husband on the necessity of new sil- 
verplate. In other words your old mar- 
ket is being more intensively cultivated. 


(3) More women than ever before are 
reading of 1847 Rogers Bros. Silverplate 
because they want to know what we are 
telling their husbands. That means your 
silverplate market is being vastly broad- 
ened. 
Why not turn this interest your way? Write for 
display matter. Send a letter to your logical prospect 
—Mr. John K. Husband. If you want us to help you 
prepare it, write Sales Promotion Dept., International 
Silver Co., Meriden, Conn. 





‘1847 ROGERS BROS: 


SILVER PLATE 


INTERNATIONAL SILVER CO 


SALESROOMS: 
Cuicaco, SAN FRANCISCO 





CANADA: INTERNATIONAL SILVER CoMPANY 
or CANADA, LIMITED, HAMILTON, ONTARIO 


—<$<$<$______ 
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Should Be in Every | 
Hardware Store | 


And when you recommend them to a cus- 
tomer you can rest assured that they will 
come up to his expectations. After a man 
uses a tool bearing the name “Greenlee” he 
will know why it was recommended, and 
will continue to have confidence in your 
judgment and in the goods you sell. 


PE A AE a es lt 
<= ee ti a ty 


Greenlee Tools merit the confidence 
placed in them simply because they are 
good tools—the natural result of good ma- 
terials being handled by workmen with 
years of experience. And as a guarantee 
of performance, the entire Greenlee organ- 
ization is behind them to see that they 
maintain the Greenlee standard of excel- 


lence. 


a 


Write for Catalog No. 27 on Augers, Auger Bits, 
Chisels, Gouges, Draw Knives, etc. 


Greenlee Bros. & Co. 
Rockford, Illinois 


Eastern Sales Office 
126 Chambers St., New York City 
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Osborn Presents— 
The Only Mop in the World 
With This Patented Reversible 
Feature—Double Service—Dou- 
ble Life—Greater Convenience 
—Greater Sales 












Osborn Du-All 
Polish Mop 


+ inch size each - $1.00 
2 inch size each - $1.50 


Saturated with Du-All 
Polish 
















Osborn Du- 
All Split Duster 

1.25 each 
Sapeci lly convenient for 
chair and table legs. Se- 
lected yarnchemically 
treated _ pic and 
¢) bold dus , 














Osborn 
Du-All Hand 


Duster 
$1.00 each. Two other 
nd .50. All 


sizes, .7 
sheuteaiiy treated. 





“CUsteete rrrses wack 


> Osborn 
Du-All Wall 9 
ane qoce--61 78 Osborn Du-All 
= x each. Dry - ot Polish 
. <= 4 oz. bottle---30c each 
12 oz. bottle---60c each 








° 











Osborn Du-All 
Dust Mop 
Chem haat Treated Abecia Seo 
; tca ea tel free 
Round di oe Be | From acid, dv alkali tarpen- 
each. $1.75 and alcoh or other 
pao. - nts. ideal 


; 26? eco ‘. 
$7. 25 and $1.75 each. | el for furniture and au 
biles. 
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Du-All Mops, Dusters and Polish 
Now Owned and Sold by Osborn 


Makers of the Famous Blue Handle 
Household and Personal Use Brushes 


In purchasing Du-All, The Osborn 
Manufacturing Company opens a 
larger profit opportunity for Osborn 
dealers — because it gives you a 
complete line that is known for its 
distinctive features and wearing 
qualities. 


Du-All, in conjunction with Osborn 
Blue Handle Brushes, now enables 
Osborn dealers to sell a mop, duster, 
brush and polish for every household 
need—each item in the line ascien- 
tifically designed unit that is built 
for efficiency and durability. 


The Osborn Du-All patented Rever- 
sible Feature is exclusive —it 
doubles the mop’s capacity and cuts 
the labor in two. 


The other Osborn Du-All items are 
all equally well designed. Each is 
a quality product—and each is 
now produced and guaranteed by 
Osborn. 


National advertising in leading 
publications starts at once. 


Complete information from any 
Osborn distributor or write us direct. 


THE OSBORN MANUFALTURING LOMPANY 


CLEVELAND, OHIO 


Direct Overseas Factory Representatives 


John H. Graham & Co., Inc. 


113 Chambers St. 
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New York City 
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MOPS-DUSTERS- POLISH 


NEVER SOLD 


FROM. 


DOOR ce DOOR 
















HIS author-carpenter 

remade his century-old 
home, and designed and 
built many of its furnish- 
ings—from its fine colonial 
mantel to a_ beautifully 
carved massive six-legged 
table of oak. 





Mr. Eaton reads Popular 
Science Monthly and from 
its “Home Workshop”’ 
pages gains inspiration to 
make things with tools. 
He says that by working 
with his hands he soothes 
his nerves and refreshes 


his mind and body. 


Right in your own town 
or city, men in all walks 
of life read Popular Science 
Monthly. They get ideas 
for making things with 


Popular \z 
Sttenee | 


MONTHLY 
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Walter Prichard Eaton 
the Great Novelist 

reads“ Popular Science” 

—and buys tools 






tools — and thus 
are led to buy at 
your store. 


In every issue of 
Popular Science 
Monthly there are 
eighteen pages on 
The Home Work- 
shop. Every one of these 
pages is making more busi- 
ness for YOU; and for all 
hardware retailers, jobbers 
and manufacturers. 


Here is Walter Prichard Eaton in his home workshop. 
Mr. Eaton says—‘‘Blessed is the man who has a 
hobby, any hobby that involves the use of tools.’’ 





Manufacturers Help You Sell 


These manufacturers are helping you 

in the sale of their products, through 

their own advertising in the pages of 
Popular Science Monthly: 


Henry Disston & Sons, Inc., Philadelphia, Pa. 

f Fayette R. Plumb, Inc., Philadelphia, Pa. 

North Bros. Mfg. Co., Philadelphia, Pa. 

Yale & Towne Mfg. Co., Stamford, Conn. 

Brown & Sharpe, Providence, R. I. 

Goodell Pratt Co., Greenfield, Mass. 

E. C. Atkins & Co., Inc., Indianapolis, Ind. 

S. C. Johnson & Son, Racine, Wis. 

L. S. Starrett Co., Athol, Mass. 

Nicholson File Co., Providence, R. I. 

Sargent & — _ New Haven, Conn. 

The Peck, Stow & ilcox Co., Southington, Conn. 

Millers Falls Co., Millers Falls, Mass. 

Simonds Saw & Steel Co., Fitchburg, Mass. 

Prentiss Vise Co., New York, N.Y. 

Sherwin-Williams Co., Cleveland, Ohio 

Trimont Mfg. Co., Roxbury, Mass. 

Snap-On Wrench Co., Chicago, Ill. 

Mathias Klein & Sons, Chicago, Ill. 

Vaughan & Bushnell Mfg. Co., Chicago, Ill. 

H. K. Porter, Inc., Everett, Mass. 

The David Maydole HammerCo.,Norwich,New York 

Clemson Bros., Inc., Middletown, N. Y. 

C. A. Shaler Company, Waupun, Wis. 

Every tool product advertised in Popular Science 

Monthly is guaranteed aftertest and approval by 
the Popular Science Institute of Standards. 


No other magazine is 
serving its readers — and 
the hardware industry— 
in this way. Get Popular 
Science Monthly! See for 
yourself what this maga- 
zine is doing to make sales 
of good tools, builders’ 
hardware and paint. 





Eee 












FREE... 
To Hardware Dealers 


Let us send you a free copy of 
the April issue. Just drop a line 
on your business letterhead, to 
Poputar Science M ONTHLY, 
242 FourthAvenue,New York. 
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It’s Buying Time for the Poultry Raiser 
It’s Selling Time for You 


Now come the big turn-over months for poultry fence and other 
poultry supplies. 


Made and 
Stretches Every new born chick suggests the need for netting. And netting, 
Like Farm in turn, suggests the need for other profitable items in your stock. 
Fence ' , , 

Today in your trade territory scores of potential buyers are figur- 


ing their requirements. Tomorrow they will buy. 


And, while it is buying time for the poultryman, it also is selling 
time for the dealer. Now is the time to go after this profitable trade. 
Make U. S. Poultry Fence your leader. It will bring new cus- 


tomers to your store and put money in your cash register. 


U. S. Poultry Fence appeals instantly, even to the inexperienced, 
because it is made and stretches like farm fence, requires neither 
top rail nor baseboard, costs less “put up” and, makes a neater, 


more lasting fence. 


Representative jobbers all over the country maintain complete stocks. If you 
do not know the U. S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, : : Indiana 
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“The Netting Shat Stands@A1 lone 
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Horton All Makes 
1920-1925 


During the five-year peri- 
od, Horton sales increased 
50% faster than the average 
of all makes. 

mm 
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Horton All Makes 


1925 


In 1925, Horton’s sales in- 
crease was 500% that of the 
average for the industry. 


HORTON MANUFACTURING COMPANY, (Established 1871) 1024 Fry Street, FORT WAYNE, IND. 


HORTO 


Ss OL D 
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irect or Natural? 


FEW years ago, we heard a great 
deal about “direct” buying. 


Many self-styled economists declared 
it to be the road to lowered costs. 


But costly experience has shown it to 
be very much a fallacy. 


It is to the dealer’s advantage to buy 
from one jobber handling many items 
rather than many manufacturers each 
making one article. 


It is to the public’s advantage to buy 
from local, responsible dealers, rather than 
from far away makers or from irresponsi- 


ble peddlers. 


This is particularly true of Domestic 
Laundry Equipment. 

Horton—the pioneer and leading ex- 
ponent of jobber distribution and store 
selling of washers and ironers—has shown 
a much greater rate of increase than the 
average for the industry. 


That this preference for Horton is be- 
coming more marked each year, attests 
the growing appreciation of zatura/ meth- 
ods of distribution. 


With vastly greater cooperation in 
1926, this is going to be a record profit 
year tor Horton dealers. 
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of 1925--- 
and better! 


HE phenomenal sg 
made even bieg r 
Improved appeai : ce --- genuine 
beauty <-- that inspires/@@nfidence. Im- 
proved engineering fea fres that deserve 
it! The new GLOBB GLOW-BOY com- 
bines all the featur@§ of better heating 
performance of ALJ L other parlor fur- 
naces---and goes a fig step farther! 


SEE: 

















ers near the bottom the 


Through the louy 
warmed by direct RADI- 


floor is thoroughly 
ANT heat. a 
Heating surfa@@ is doubled by the casing 
liner. Circulg@@@s entire air volume through- 















‘ 01 struction prevents over-heat- 
ire@t radiation. All room tempeta- 


oll GLOBE combustion principle 
WWerts smoke into heat means a 
m fuel saving. 

piece of design—perfect grained 
amel—truly the most beautiful 





And the g¢w GLOW-BOY selling plan 
‘your volume over night! Here 
word in home heating equip- 
ment---Backed by a plan that will sweep 
it into#the homes in YOUR territory. 
---and let us tell you more about 
erlative product and this power- 
s idea. | 








this sit 
ful s 
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- THE — 
ZOBE STOVE & RANGE CO. 
107 BROADWAY KOKOMO, INDIANA 
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GLOW-BOY 
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“SUPERR 


Here’s what everyone wants—a 
lighter, thinner, unbreakable 
wrench. THE “SUPERRENCH” 
will strip the thread of any stand- 
ard nut or bolt before spreading the 
jaws. It’s absolutely the toughest 
wrench you ever saw. 


Made of Chrome - Molybdenum 
steel, the best material for the pur- 
pose ever produced. MHeat-treated 
and _ nickel-finished. There’s a 
‘Superrench” for every need. Ask 
for literature. | 


J. H. WILLIAMS & CoO. 


“The Wrench People” 
New York BUFFALO 













Engineers’ Pattern 


Chicago 


M 


pERIOR DROP-FORGEDp lly: 


“SUPERRENCH” 


(Chrome-Molybdenum) 
WRENCHES 





” 









Structural 
Pattern 
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Each 
“Superrench” 
Is Guaranteed 
Against 
Breakage 














Construction 
Pattern 








Each 
Superrench 
S$ 
Guaranteed 
against 
Breakage 
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Are You Interested in a 


Real 
Merchandising 
Plan? 


OP you want to do a bigger and far 
3 more profitable paint business with 


less investment? And with less effort? 
The Chi-Namel merchandising plan 
is built around the most complete display 


and advertising help offered by any 
manufacturer in the paint field. 




















But it goes further 
than that 


Shown here are some of the merchan- 
dising material on Chi-Namel One Coat 
Colored Enamel. 


This is only one of the big sellers in 
the Chi-Namel line. 


As a paint merchant interested in big- 
ger profits, the merchandising plan on 
Chi-Namel products will appeal to you. 
Why not get the full details? 


W rite, now, to 


The Ohio Varnish Co. 


9001 Kinsman Road 
Cleveland, Ohio 


Chi-Namel 


ONE COAT COLORED ENAMEL 
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It has— 


1. 


Zz. 


3. 


4. 


The Black and Orange Finish— 
that attracts so much attention. 


The guaranteed Hickory Handles— 
Spaced wide for steadiness. 


A Tray big enough for real work— 
Mounted to reduce spilling. 


The frame and legs that stay solid— 
Braced against swaying and weaving. 


The low price for so much Quality. 


Let us put you in touch with 
the nearest Akron Jobber. 


The Akron Barrow Company 
3140 East 65th Street Cleveland, Ohio 
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Reg. U. S. Pat. Of. 


CARPENTERS’ CHISELS 


REMARKABLE IN EVERY WAY 
FINISH OF HANDLE. AND BLADE 
QUALITY OF STEEL 

TEMPER 


No. 10 
41," Long 
Socket Cabinet 





LONG LIFE 
USEFULNESS 
CORRECTNESS OF STYLES 


REPUTATION OF MAKERS | ann 


Socket Butt 


7 
HARDWARE COMPANY 


REG. U. S. PAT. OFF. 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 


No. 110 
64%,” Long 
Socket Firmer 
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ESTABLISHED 1854 INCORPORATED 1864 
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With a background of 
148,000,000 previous 
DUCO advertisements 


the most extensive 
campaign of adver- 
tising ever put be- 
hind A FINISH— | 
now starts the drive 
on your customers. 


NOW? 
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Seth at 
. U.S. PAT. OFF. 


for Handy Home Uses 


in containers for all wood- 
work, new or old. For 
automobiles, floors, walls, 
metal-work, etc. 


Just BRUSH IT ON 
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Get ready to sup- 
ply the demand 
of the millions 

who are asking 

or DUCO! 


The advertising 


Starts March6 
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Watch The Saturday Evening 
Post of that date. Watch sub- 


Be 
sequent issues of Ladies’ Home aes 18 as ia 
. " O O. 
Journal, Good Housekeeping ee 


Ss: " a 

“O-PEniog, ere eee 

the te... Be Paid den a fF ps PTS ee : 
* Behan. 





‘So: 


and the daily newspapers. 

— AND — write or wire today 
for details of your“Get Started” 
Assortment. 


E.I. DU PONT DE NEMOURS & CO.,, Inc. 
3500 Gray’s Ferry Road 
PHILADELPHIA. PA. 
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High Tungsten 
Hack Saw 
Blades 
























Users demand them A You get the 
£ profit and quick- 


because of their ea 
er turnover if your 


quality i kj 
, y= stock includes Sim- 
= ondsnon-breaking Hack 
Saw Blades. Mechanics 
and general Hack Saw users 
have found that Simonds give 
them more service and outlast 


other Hack Saw Blades. That is 


why they are now demanding Simonds. 








ie 
— 


Meet their requirements by stocking this 
high grade blade. 


Get your dealers’ discounts. 


SIMONDS SAW and STEEL COMPANY 


Established 1832 Fitchburg, Mass. 
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HERE are the two money-makers that bring big profits 
to tractor dealers. They sell quickly—stay sold—and 


build future business and good will. 


Cletrac ‘*K’’ 


This sturdy 15-25 H. P. Tractor embodies the very 
latest designs and improvements in Crawler 
Tractor construction. Its many advantages are 
definite—outstanding —and exclusive! It is the 
only tractor made with the “Snap-Shot” oiling 
system that lubricates the lower track wheels at 
the push of a plunger—and without stopping the 
machine. It pulls practically its own weight— 
an achievement never equalled by any other 
tractor! The Clectrac “K’’’s broad tracks insure 
perfect gripping and positive traction. Its light 
tread prevents soil packing. And it will not tip 
even on steep grades. Pulls a three-bottom, 
14-inch plow. 





Cletrac *““W”"’ 


Cletrac “W” is the dependable, farm power 
unit that has made Cletrac Tractors so popu- 
lar on the farm. The recent price reduc- 
tion of $325.00 on this model has placed 
it beyond all competition as the greatest 
farm tractor value on the market! 


This 12-20 H. P. tractor has abundant power— 
a plowing speed of 3 1-2 miles an hour—and a 
track surface having ground contact of 800 square 
inches. A flexible, mobile power unit, it will do 
“More Kinds of Work— More Days in the Year!” 
Pulls a two-bottom, 14-inch plow. . 





Territory Still Available for 
Live Dealers! 


If you want to make big money on tractors during 1926, sign up with 
Cletrac. Backed by national advertising that is producing inquiries 
from all over the U. S., this quality line of tractors spells quick turn- 
over and liberal profits. Write or wire us today for details of the 


Cletrac Dealer Plan. 


THE CLEVELAND TRACTOR COMPANY 


CLEVELAND, OHIO 
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The “SHOCK PAD’ 


The “Open Sesame" to Tire Satisfaction 





























i word SHOCK PAD itself contains no magic significance. But it repre- 
sents the most vital, important advance in tire construction that has been 
made during the past quarter of a century. It marks a new era in greater 
mileage, more assured service, greater freedom from trouble and possibili- 
ties of breakdown, and a supreme satisfaction that no other tire without 
the SHOCK PAD can give. 


The SHOCK PAD is new. It has just been introduced to the American 
motor public, but everywhere it has been received with unusual 


enthusiasm. 


The SHOCK PAD is an 
inner wall of live rubber 
vulcanized as an integral 
part of the inner section of 
the carcass. It protects 
the inside of the tire 
against internal friction ese 
in the same manner that ata eae 

the outer tread protects ; Saba oh 
the carcass against the 
wear and friction of the 
road. Greater strength, 
greater flexibility, greater . 
ability to withstand low $ aga 
air pressure, greater pro- " ae 

tection of the tube against 
friction and wear—these 
are a few of the SHOCK 
PAD advantages. 












MEE The wonderful business building possibili- 
Pie ties of SHOCK PAD tires are being rapidly 
recognized by enterprising tire dealers in 
every section of the country. SHOCK PAD 
tires rise far above the price competitive 
market. They sell on a definite superiority 
' that can be seen and understood by any 


motorist. 





The SHOCK PAD principle and construction is exclusive with National 
Balloons and Remington Cords. In attractiveness of tread design, in 
materials, in all details of construction, these tires are the equal of the 


The National Tire & Rubber Co. 
East Palestine, Ohio 


tl 
ae without obligation a finest tires made and the addition of the SHOCK PAD gives them a 
copy of *‘The Plan, the Plant, and superiority which is outstanding. You can make continuous and increas- 
the Purpose back of the SHOCK PAD, ing profits, and build up your reputation by featuring these tires. 


and new ‘National’ idea in Tire Con- 
struction,”’ and details of distributors 


ee The National Tire & Rubber Co. 


Eee e 
East Palestine, Ohio 
Address 




















Contact With These 
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Four Profit Points 


for a greater wire screen cloth business 


SOUR principal types of wire cloth customers enter your store 
full profits in this important item you must be ready to serve them all. 


this complete service. 


No. One — Your customer who wants the best, and knows that it is cheapest im the 
long run, takes LIBERTY GOLDEN BRONZE and finds his wants met absolutely. 


No. Two--OPAL, heavily zine-coated over best quality steel wire, filK the needs of 


the great class of average householders who demand a durable, high grade product at 


a moderate price. 


No. Three —To the customer who has his mind made up in the direction of copper, 
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NEW YORK WIRE CLOTH CO fi 
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New York Wire Cloth Co. COPPER brand will give unqualified satisfaction, 


No. Four —With our YORK black enameled vou meet the many who buy on price 
and give them values unmatched in the entire field. 


These four brands fillevery need and are all you need to insure increased sales through the 


repeat business of satisfied users. 


Bd years of experience ts woven into every roll of New York Wore Cloth. 











- NEW YORK WIRE CLOTH CO. 
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342 Madison Ave., Sian York - 
Works—Y ork, Pa. 
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and only four. 


We supply 
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Beneath the Surface 


REDEEEEEROG CEEDEEREREEREUEGGRGEReGe Wire nails are wire nails and wire screen cloth is— 


ttt tite ttht ttt wire screen cloth, say some dealers. 





4---$-4--4¢ > 







But there are differences in screen cloth. These dif- 
ferences are important to you and to your customer. 
















1.—Compare a piece of LIBERTY GOLDEN BRONZE 
screen cloth that has been in use some months with 
a piece of ordinary bronze or copper cloth similarly 
exposed. 








You will find that while the color of both has dark- 
ened, that of LIBERTY has changed uniformly 
while the other is streaked and unsightly. This 1s 
due to the special lacquer applied to LIBERTY 
which also eliminates soiling and gives the cloth when 
sold a brilliant, attractive lustre. 









2.— OPAL HEAVY ZINC-COATED wire screen cloth 
is preferred by jobbers to ordinary galvanized cloth 
because of its superiority over a period of years—a 
fact to which satisfied customers gladly testify. 







You will find that the superiority of OPAL lies in its 
strength, uniformity and durability. Its smooth, 
white satin finish, its uniformity and straight lines 
are due to carefully perfected methods of weaving 
and galvanizing. OPAL was the outstanding pio- 
neer in this field and has maintained its leading posi- 
lion by constant improvement and betterment each 
year. 













LIBERTY Golden Bronze and OPAL Heavy Zinc- 
coated wire screen cloth are made by the New York 
Wire Cloth Co. The same high standards of quality 
which have made LIBERTY Golden Bronze and 
OPAL Heavy Zinc-coated cloth standard in their 
respective fields, also govegn the manufacture of our 
Copper and York Black Enameled screen cloth, 
viving the dealer and user of any of these products 
the fullest insurance of value and service. 













Sold Exclusively Through Wholesalers. 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden bronze. copper 
zinc-coated and black enameled screen cloth 
342 MADISON AVE. NEW YORK _ Works -York.Pa. 
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We Set Out to Make the Finest Nozzle 
and Here it Is / 


MUELLER RED BAND NOZZLE 


With Four Exclusive Selling Features! 





1. Made of forged brass that’s leakproof. 


2. Equipped with Mueller “Neverlose” threaded rubber hose 
washer. 


3. Nickel finish, prevents tarnishing. 


4. A distinctive trademark—a Red Band of “Duco.” 
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The decimal unit 
= system makes it 
easier 

—to order 

—to pack 

—to price 

—to sell 


—to inventory 





This Display Box Your Silent Salesman 
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JOBBERS MUELLER BRASS CO. 


Write for prices and full in- Port Huron, Mich. 
formation. This will be 1926’s (Associated with Mueller Co., Decatur, Ill, and Sarnia, Ont.) 


Pageant 


outstanding nozzle. 
QUALITY BRASS GOODS SINCE 1857 











SELL THE NOZZLE THAT SELLS ITSELF 
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Mitlions of ~ 
' Hands turn 9 
to NICHOLSON Advertisin 


As THEY turn the pages of The illustrations are designed to 

those great home magazines, catch and hold attention by the 
the Saturday Evening Post and dramatic force of their interest. 
Collier's, millions of hands stop But the copy is written to sell 
at NICHOLSON National Ad- the reader NICHOLSON Files 
vertising, and when they stop, and to send him to you—his 


millions of eyes read on. hardware dealer—to get them. 
sy 
NICHOLSON FILE COMPANY osn 
Providence, R. 1!., U.S.A. , 
--A File for 


Every Purpose 
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Now You Can Make Sales 
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Hi 

You’ve Been Missi 

g , 

The problem has been to find a parlor furnace that was not too i 
large and too expensive for small houses and apartments. i 
We have solved this problem with the new model No. 1-4 
Aerona, built especially to supply the above requirements. It i 
is similar in construction and operates on the same principal ; 
as our very popular No. 3-6 Radiona, shown below, but slightly q 
smaller. 4 
It can be sold at a very low price. : 
**They ‘ 

Broadcast q 

Heat”’ : 


No. 1—4 


Aerona ie 


‘Radionas 
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Now you can offer your customers these richl, i 
grained Walnut Brown Porcelain Enamel Home 
Warmers in three sizes and styles to suit the 
requirements of any size home or pocket book 
with absolute confidence that they will satisfy 
them in every particular. 


Back of every RADIONA is a reputation of 5¢ : | 
years standing. ; 


We manufacture a complete line of the well 
known Riverside Heating and Cooking Appli- 
ances for all fuels. Coal and wood ranges, gas 
ranges and furnaces. 


We ‘stand back of every sale, furnish ample Dealer i 
Helps, follow up inquiries with personal letters mailed 
to prospects and refer them to YOU. Your profit makes 
handling our line worth while. Don’t fail to write for 
our Handsome Catalog and Full Information about our i 
1926 Proposition. 


Rock Island Stove Co. 
Rock Island, Ill. 


en etn ge amet SOR gd te eR A EN pM ea em OF ER pong 


No. 3—6 Radiona 
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Why Zinc-O-Lith is Better and Why It Costs Less 


Zinc-O-Lith is made of new ingredients that cost less. 
The actual manufacture is less costly in time and 
money. So Zinc-O-Lith costs less all the way through 
—less by the package, less by the job. But its econ- 
omy doesn’t end there! It covers more surface 
better—it has unusual hiding power. Zinc-O-Lith has 


When you see a house painted 
attractively you do not stop to 
think that so much beauty was 
packed in a can. But it was, and 
under the painter’s skillful brush 
any community of buildings can 
take on increased value as well as 
new beauty—over night. 








a lasting gloss—and after a long period of service it still 
has a perfect surface for the new coat of paint. Every 
painter who has used Zinc-O-Lith, every dealer who is 
selling it—is loud in his praise for this new kind of 
paint that is white and stays white. 


Lae. 


, 
433 15. Zip" a 


—- VARNISHES — LACQUERS 


Adams & Elting Company - . - - Chicago 
The American Paint Works - - - New Orleans 
T. L. Blood & Company - . . - St. Paul 
Campbell Paint & Varnish Co. - . . St. Louis 


The Forest City Paint & Varnish Co. - - Cleveland 
The Glidden Company . ° ° ° 





Cleveland 


1926 
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the “White House” Idea 


What It Means to the Dealer 


in beautiful color pages how Zinc-O-Lith will 
give them a white house result that 1s white and 
stays white at a greatly reduced cost. By in- 
creasing the “‘white house’’ demand and by more 
than meeting that demand, Zinc-O-Lith means 
more business and a better profit business for 
the dealer. 
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In the country’s leading publications—in 
magazines that circulate by the thousands in 
every local community—2Zinc-O-Lith is selling 
the ‘‘white house’’ idea. Home-owners every- 
where are being told how they can have the 
“‘*home of their ideals’”—a home painted white— 
in a new and better way. They are being shown 
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Ripolin, the original Holland enamel 
paint for wherever the finest enamel finish 
is desired, has been used to decorate the 
5 pretentious homes in America for 

twenty years. It was brought 

to io Aadien — years of unquestioned 
preference in European — where 
magnificent public buildings and homes 
4 used Ripolin inside and out since it 
was first discovered. For inside and outside 
trim, Ripolin offers the painter the highest 
award for his skill—offers the dealer a con- 
stant source of profit as long as fine finishes 
are put into buildings. Its economy lies in 
its unusual covering capacity and its long 


Lacq, the wonderful brushing lacquer- 
oid, now being introduced in every local 
community, affords the painter another 
new source of profit. It’s the new lacquer 
finish that’s the talk of the trade. 

Not a paint—not a varnish, Lacq is for 
many purposes better than either. It is 
made in many beautiful colors which will 

it of an unlimited number of effects 
intermixing. But here’s the big story— 
it’s dry to the touch in five minutes, and 
completely dry— for use—in Jess 
than one-half hour. Think of the many 
= jobs where your painters can use 





If you have not yet sold Zinc-O-Lith 
= is eg oe —— in store for you. It’s 
rom any paint you have 
ever Saree before. The new ingredients from 
which it is made absorb more oil and pro- 
duce a paint that holds its gloss for a longer 
time. Your painters have an easier flowing 
material. ey get better and greater cov- 
erage and the home owner is assured of 
having a better result—all at a lower cost, 
and at a better profit for you. Painters 
can quote a lower price and still make 
more money when they use Zinc-O-Lith. 
And the more Zinc-O-Lith jobs they get, 
the more Zinc-O-Lith you sell. 
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life of permanent beauty. 
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THE GLIDDEN COMPANIES 
National Headquarters 
Cleveland, Ohio 


Please send me complete information 
regarding the products checked below: 


Y Zinc-O-Lith [] Lacq [ ] Ripolin 


List other materials here 








The Glidden Company of California - San Francisco 








Heath & Milligan Mfg. Company - . - Chicago N 

Nubian Paint & Varnish Company - - Chicago _— 

Twin City Varnish Company - - - - St. Paul per 
ress 





The A. Wilhelm Company~ - - - Reading 
In Canada: The Glidden Co., Limited, Toronto, Ont. 
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7 OK’d 
by Dealers Everywhere 


McKay Bumpers have won theapproval 
of dealers because they have so quickly 
gained the favor of motorists—because 
they “add good looks and protect good 
looks” and because McKay popularity 
means steadily increasing profits. 


UNITED STATES CHAIN & FORGING CO. 
Union Trust Building, Pittsburgh, Pa. 


MESKAYs210 BU 


March 11, 


And there are equally 
good profit reasons 
why dealerssell McKay 
Tire Chains—the bet- 
ter black chains in the 
red band bag. 
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Pocket Dollars 
buy “V LCHEK” Tools! 
ee ee aera ee 


OR vears hardware dealers thought carpenters bought 
the bulk of the tools sold in America. Today the 


market surveys of manufacturers like Vichek have 


pointed out that this is not so. 
total millions more than the few big orders. 


*<@t salary. 
“zgan't help buying. 


Send the coupon for full information on this Display 


=F Board. 


—“~ ° 


Single tool purchases 


The “Velchek’”’ Display Board has been scientifically de- 
signed to increase sales on good tools. Look at the 
“Velchek” Board on this page. 
detail has been worked out, even to putting the most used 
“... tools nearest the level of the eye! 


See how carefully every 


"s This. silent salesman will work for you without one dollar 
Once a customer handles a ‘“Velchek” tool he 


The Vichek Tool Co. 
3000 E. 87th Street, Cleveland, Ohio 


So i <i. aa 


(EASY TO SAY VELCHEK) 











LIFETIME 


(Easy to Say Velchek’) 





eeeevoeeveeeeeoeeveeveee ee 
262 68808008 6.266460 6660.60 6 4 6 82 


3000 E. 87th St. 
Cleveland, Ohio 


Please give me full in- 
formation on the “Vel- 
chek” self-merchandising 
Board. 


FRIENDS 
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The Vichek 
Tool Co. 
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Hold Your Customers’ 
Confidence with 


CLINTON 





NETTING 


The high quality of Clinton Hex- 
Mesh Netting may mean more to 
your customer than to yourself— 
at first. Eventually, however, it 
brings you patronage that cannot 
easily be won away by com- 
petitors. 


By adding another worthy prod- 
uct to your line you strengthen 
your customer’s reliance upon you 
as a trustworthy adviser. 


After years of use his satisfaction 
in Clinton Hex-Mesh Netting 
will still be complete. To insure 
this the Wickwire Spencer Steel 
Company conducts every step of 


manufacturing, even mining the 
ore. 


The netting has a strong, even sel- 
vage and uniform mesh. It is 
made from wires drawn from fine 
steel tempered to just the right 
degree to eliminate sagging and 
bulging. 


Rusting is prevented and the life 
of the netting is increased by a 
heavy coating of zinc applied 
after weaving. ' 


Since 1856 our Clinton Works 
has been the leader in the manu- 
facture of fine netting. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 


41 East Forty-second Street, New York 


Western Sales Office: 


208 South LaSalle Street, Chicago 


Worcester 
San Francisco 


Buffalo 


Cleveland 


Los Angeles Seattle 


WICKWIRE SPENCE 
PRODUCTS 
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The New White 
KIDDIE PEDAL KAR 


pom 











GUARANTEED 
ROLLER 


FAMOUS 


QUALITY 


GUARANTEED SATISFIES 
SERVICE CUSTOMERS 


N 
NEW 


roomy 
STEERING 


NEW 
BALL 


BEARING | 


DRIVE 


SHAFT y/ 


it sale 





THE NEW WHITE KIDDIE PEDAL KAR 


has pressed steel gear and several other improvements. A bell has been added. 


All the features which have kept this KIDDIE PEDAL KAR the outstanding 
leader are retained, yet the price is lower! The new design did it. White’s 
“KIDDIE” Vehicle Line is kept up-to-date as befits the leader. 

And most important of all 
It is backed by a sound and stable sales policy protecting dealer profits. 


Your customers will buy quality merchandise. Why not take the extra profit! 


H. C. WHITE COMPANY . . North Bennington, Vt., U.S. A. 
New York Sales Office: Fifth Avenue Building 
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; x The Perfect: 
\ip the Perfect Package iar 






a ELLING ati Empire Neib Fronts . Bee 
m \ J bolt isin itself aisafeguard sy Se 
against dissatistaction.: | i at 

a a ; 
- And in’ addition, the package - ae 
> + ee 
_» makes it €asy to find the size and aa 
sds type wanted—for the big; prom- , aks 
: inént labels give the information 
p>... » ata glance, Clear across thestore- a 
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 BLACKHAWK 
SETS for SPRING 


SPRING time is set-selling time for Blackhawk 
dealers. It always brings a peak demand for both 
fixed handle ard detachable wrenches. 


Hi i From the Blackhawk Display Cabinet it is easy to 
| sell special sets to motorists—the Sales Book tells 
WANA you how to make them up. 

VATA Get set for spring with Blackhawk Wrenches — get 
A volume business from both motorists and mechanics. 
| Ask how to get the “Q. D.” Display Cabinet—a 


time-proved salesman. 


BLACKHAWK MFG. CoO. 


MILWAUKEE, WIS. 


Manufacturers of 
x iin. <9 — Blackhawk Water 
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Pumps for Fords 


he 7 














— complete accelerator and 
automatic foot-rest combined. 
#Sells on sight. ¢ Positive, easy 
operation. No lurching over 
rough roads. No fatigue or leg 
strain. - Write for literature. 











Blackhawk 

Pumps for Fords 
Whirlwind sellers. Two sizes 
of the most efficient water 
pumps made. Prevent winter 
freezing, and summer over- 


heating. *“Chief"’ sells at $7.50, 








keen “Scout” at $5.00, complete. 
Ask for literature. ne 


\ 
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BLACKHAWK 
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Made Entirely by Ourselves 





Every product shown above is made in its entirety by us 
from raw materials to finished goods in our own plant. 


We make our own Open Hearth Steel and this 
steel is used exclusively in all our products. We 
draw our own wire and use Full Gauge Wire in 
all our cloth. We do galvanizing that protects 
and finishes all Wire Cloth and Poultry Netting 
in a durable manner. 


We guarantee full measure in every roll of Wire 
Cloth and Poultry Netting and satisfaction to 
every customer. We stand squarely back of every 
product we make and every Jobber and Dealer who 
handles our products. Do our 50 years of experi- 
ence and our reputation mean anything to you? 


Write your Jobber for Information and Prices. 
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selling 


tools— 


... keep them out 


in front 


y 


= 


Automatic Tool Display 
No. 500 


Brilliant in red, green and black— 
shows six popular tools — makes 
selection easy — suggests new needs. 


Sells Tools! 


Made entirely of metal. 24” high 


—121%" wide. 
‘Free —with 


an order for: 


2 No. 61 Spiral Screw Drivers 

1 No. 62 Spiral Screw Driver 

2 No. 63 4” Ratchet Screw Drivers 
2 No. 55 6” Ratchet Screw Drivers 
2 No. 81 Automatic Drills 


2 No. 445 Automat 
* 


ic Drills 
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q MILLERS F w 


a ey 
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N YOUR counter—in your window—let this display help you sell 
more of these fine tools. A man comes in for a wrench— the 


display reminds him he wants an automatic drill. Another, wait- 
ing, examines the tools—and buys a spiral ratchet screw driver then 
and there. 


The Millers Falls line of Automatic Tools have proved immensely 
The new display makes a good thing better. 


MILLERS FALLS COMPANY 


MILLERS FALLS, MASS. 9 So. Clinton St., Chicago 


successful. 


28 Warren St., New York 





Automatic Drill 
No. 445 


Amv = and popular 

ber of our 
demtion of f five automat- 
ic drills. Reliable, han- 


dy, low in price. 


Ratchet Screw Driver 
No. 63 
( ‘OMPACT, strong; 


¢ quick, convenient 
and easy to use. Every 
tool user is a prospect 
for one of these. 


Spiral Ratchet ow Spiral Ratchet Screw Radio Ratchet Screw Automatic Drill 
Driver No. 6 Driver No. 62 Driver No. 55 No. 81 
HE ae ag -in-one N] O. 61’s big brother— OR radio and other UR finest drill— 
screw driver. Three ac- longer, heavier, light work with *‘likes hard wood 
small screws. Knurled as well as soft."’ Drill 


tions — spiral, ratchet, rigid. 
A wonderful tool, at 
sells as well as it works. 


stronger. Three tested 
blades furnished with 
each spiral screw driver. 


collar makes starting 
screws easy. 


points readily access- 
ible in handle. 


33 
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American 





aT TT 


Machine Screws 
Stove Bolts, 
Tire Bolts 


American Screw Co. 


PROVIDENCE , RI, 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Marked with 


RED STRAND 


(Top Wire) 
BLUE RIBBON, like Square 
Deal and Monarch fence, is 
marked with the RED 
STRAND (top wire). This 
novel marking not only iden- 
tifies this good brand but it’s 
an assurance to both you and 


your customers that it’s the” 


fence that will still be in good 
condition when ordinary gal- 
vanized, fence has to be re- 
placed. 


HARDWARE AGE 


Your customers need this close- 
spaced BLUE RIBBON fence 


Show your customers how a small investmgnt in BLUE RIB- 
BON protects their poultry profits. This close-spaced fabric 
will turn all poultry, including the smallest chicks. Stretches up 
like regular fence. No top and bottom boards are required, as it 
does not buckle during erection. 


BLUE RIBBON fence is made from copper-bearing steel which 
means it resists rust clear to the core. Then, in addition, an 
extra-heavy zinc protection is applied to the wire by our ex- 
clusive patented “‘Galvannealed”’ process. Because of this new 
idea in manufacture, BLUE RIBBON will last many vears 
longer than netting, besides costing less than netting, erected. 


RED STRAND fences are thoroughly well advertised. This to- 
gether with our circulars, folders, signs, window displays, etc., 
helps you sell this good fence. Let us give you the details. 


Ask your jobber for this RED STRAND Poultry Fence 


Keystone Steel & Wire Co., Peoria, Hil. 
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Red Strand...Copper Bearing... Galvannealed...No Extra Price 
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For a Real paint job 
nothing is equal to 


a good Brush / 


EGARDLESS of the claims 

made for paint spraying de- 

vices, Brushes are still the tools of 
Better Painting. 


Wherever long life, fine appearance 
and lasting protection are more 
desirable than a possible small 
saving in first cost, Brushes must 


be used. 


And remember this — 


Whiting’s Celebrated Brushes 
Adams Superior Brushes 


have been preferred by Master 
Rh} end for Painters for more than one hun- 


IELETR tra ted dred years. 
Widaaniline 


WHITING-ADAMS 
BOSTON 


Brush Manufacturers for over 117 years and the largestinthe World 








Ss 
é , 
See 
Wr 
ie 
b 98 


et 
ie 
es 
Hess 

















ie 
ree 
fs 
bens 
Ri 
ee 
ee 
Fe a 
vOrS 


ory os 


March 11, 1926 


HARDWARE AGE 


oT 














’ 

Side Wa a 

ALE 
a | ais 














Kelley Kar is the coaster wagon of 
finest materials, workmanship, and 
most advanced design and features. 
It has speediest ball-bearing disc 
wheels; large semi-pneumatic bal- 
loon cord tires; practical rubber 
roller brake; and ts the only coaster 
offering the popular system of in- 
dividually numbering the license 
plates, which the owners can 
register with the manufacturers. 





BURNHAM 


MANUFACTURING COMPANY 
Charles City Iowa 


Also builders of RED TOP, the big-value. 
low-priced disc wheel coaster, which has 
removable box, so itt can be made into a 
“buckboard” at will; SKEEZIX, a line of 
play wagons for little tots, and SKIP-O 
LONG, the Quality scooter. 
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Make Your Vacation 
Plans Now 


HETHER you contemplate 

a fishing, hunting or motor 
trip—or a few weeks in a summer 
camp, start to plan now. And re- 
member the success of your trip in 
pleasure and health depends, to a 
great extent, upon the rest you get. 











FOLDING FURNITURE 
For Camp 





For Home 


Gold Medal is noted for its com- 
fort. It is light, too, and folds 
quickly, easily and compactly. Its 
rugged construction, which com- 
bines seasoned wood, steel and can- 
vas in exactly the right proportions, 
has stood the test of time through 
34 years. 


Send for your copy of “Comfort for 
Home and Camp,” a 32-page book that 
contains suggestions for the practical 
uses of “Gold Medal” equipment both 
at Home and in Camp. 


Gold Medal Camp Furniture Mfg. Co. 
1736 Packard Ave., Racine, Wisc. 


Insist Upon the Genuine 


“GoLp MEDAL FURNITURE 


TRACE HARK 66 
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The 1926 Advertising and 


Merchandising Campaign for 





ve 


OLD MEDAL 


Fold _—— REG Ue S sito” OFF 


For 34 Years 


the Recognized Standard 





Will Be Bigger and Better Than Ever! 


The first Saturday Evening Post advertisement is 
shown here. It appears in the March 13th issue and 
goes into two and one half million homes. 


This is the fifth straight year that “Gold Medal” 
has been advertised in this great National Weekly. 
These Saturday Evening Post advertisements show 
both Home and Camp uses of Gold Medal. 


In addition to the Post, “Gold Medal” is being 
advertised in the 8 Outdoor Publications listed on 
the opposite page. 

But the National advertising is only one feature 


of our 1926 Merchandising Campaign. The plan 
is unique, yet proven. Write for details. 


Be Prepared ! 


Every indication points to a wonderful Outdoor 
Year. From orders already received from our job- 
bers we know it is going to be another Great “Gold 
Medal” year, too. Order from your Jobber early 
so you'll be sure to be prepared when the season 
breaks. Make sure you are well stocked on the 
whole line, cots, chairs, tables, stools, etc. Have 
the genuine when the experienced Camper and 
Tourist says “Give me genuine Gold Medal.” 





Trade Mark Reg. 


For 34 Years the Recognized Standard 
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TRADE MARK REG. 
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GO LOE LET 


Make Your Vacation Plans Now 


WHETHER youcontemplateafishing,hunt- easily and compactly. Its rugged construction, 
ing or motortrip—orafew weeksinasum- which combines seasoned wood, steel and can- 


mercamp,starttoplannow. Andrememberthe vas in exactly the right proportions, has stood 
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"GOLD MEDAL FOkrrane 


OUTDOOR 


friends. 


These magazines are: 


Field & Stream 
Outdoor America 
Outdoor Recreation 
‘ Outdoor Life 
Motor, Camper & Tourist 
Sport Life 
Boys Life 
Rod & Gun 





success of your trip in pleasure and health de-_ the test of time through 34 years. 

pends, toa great extent, upon the rest you get. Write for your copy of “Comfort for Home and 
Gold Medal Folding Furniture is noted for its Camp,” a 32-page book that tells you how to 
comfort. It is light, too, and folds quickly, get Home Comfort in Camp or on Tour. 


Gold Medal Camp Furniture Mfg. Co., 1737 Packard Ave., Racine, Wisc. 





This advertisement appears in 
March Outdoor Publications 


1926 Window Display Contest 
to be a Knockout! — 


Last year’s Gold Medal window dis- 
play contest-was one of the outstanding 
merchandising sensations of the year. 
This year’s contest will be even bigger 
and better. Larger cash prizes — at- 
tractive window display (consisting of 
salable material retailing at $11.50) free 


FOLDING 
FURNITURE 





to every entrant complying: with rules 
of contest. 


Write at once for advance information on 
1926 Contest—Use the convenient coupon. 


ll tl tt Ml li i aol — ania ae — 


Gold Medal Camp Furniture Mfg. Co. 
1706 Packard Ave., Racine, Wis. 


(sentlemen : 





dising Plan and advanced information on the 1926 
Window Display Contest. 


ve ew eeneeneteeneeeeneeneneeeneeneeeeeeeeneeeeeeeewee7w eee ewnermcmemUmcmCchtmhUch MC Hh? 
Seeceeseeeeoeeceeeeve eee ee eceee]CeeeeeeezceeSOeeeC@CegcedceCeceweeodevcY?@eesedtg ew 





-__— 


39 


PUBLICATIONS 


Carry the Gold Medal 
message of Dependable 
Folding Furniture to over 
700,000 Outdoor Lovers 
monthly, the people who 
know the high quality of. 
“Gold Medal” because 
of the reliable service it 
has given them or their 
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The Peters 
Line includes: 


High velocitv-—-tor longer range 
and) «killing power: Target—the 
popular field and trap shell m 
hulk or dense powder loads. 
Victor—a lower priced smokeless 


shell of @® quality: Referee—the 


clean - shooting, semi - smokeless 
shell with smokeless powder ve 
locitv at black powder prices 


In addition the Peters line im 
‘ludes rifle and revolver ammuni 
tron for every requirement from 


small .22’s to .45-— 90's \moneg 
these are: 
22 | K. “Tack-hole’--a supe 


rior small bore cartridge. holding 
many world’s records. .25-20 and 
32-20 high velocity. expanding 
point cartridges, unequalled = for 
small fast-moving game 


25 Rem 25-35 and 30-30 car 
‘ridges, iwmereased = velocity. with 
standard bullet weights 


Protected Point Expanding Bullet 
(pat'd)—a Big Game bullet deliy 
ering a tremendous blow \l] 
Peters high power cartridges hav 
neo-fonl bullet tackets 


HARDWARE AGE 


HAT’S the reaction ammunition dealers find de- 

velops wherever those superior game-getting 
Peters High Velocity Shells get a try-out. Follow- 
ing right along in popularity with this outstanding 
® shot shell are Peters Target, Peters Victor, and 
Peters Referee—shells which fully complete the ® 
line and provide every load combination necessary 
to meet every shooter’s individual requirements or 
preference. Dealers are glad to see this exceptional 
loyalty to the ® line—it’s to their own advantage 
and profit. A simplified line—only four shot shells 
with every load’combination, means a clean, quick- 
turning stock, with the minimum of carry-over. 


In the well planned ® line you have everything in 
ammunition for any shooter—shells for field and 
traps-—-big game cartridges—famous ® ‘Tack-hole 
.22’s—ammunition for any standard rifle, shot-gun or 
revolver—all in a single, complete, standardized, ad- 
vertised, easy-to-sell stock. 





Write for the @® dealer plan that shows you how 
you can put your ammunition business on a new 
basis of satisfaction and profit. 


THE PETERS CARTRIDGE CO. 


Dept. A-22 
New York 


ELERS 


“AMMUNITION 


Cincinnati Los Angeles 
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enuine Meisselbach 


Actual Size, 
Meisselbach 
“Takapart” Reel, 

$7. Smooth run- 
ning, indestructible. 





ET your customers compare this with any reel on the market. It 
has all the features that for 40 years have made Meisselbach the 
preferred reel wherever fishermen gather. A genuine, quadruple 
action Meisselbach that you can sell for $7 and make your full profit. 
Sell them? You couldn’t help it. And remember, this is only one 
of the famous Meisselbach line of bait-casting, fly-casting and surf- 
casting reels. German silver and bronze, with phosphor-bronze bear- 
ings. Just the right weight to properly balance the rod. Spool under 
adjustable friction control. Guaranteed for all time against any defect 
in material or workmanship. 

Known and preferred, and now being advertised to 420,000 
new prospects in all leading sportsmen’s papers. The best made reels 
that money can buy, a 40 year reputation and leadership, and at a 
price that makes them popular anywhere. 

Don’t miss these ready-made sales. Order from your jobber today 
or send the coupon. 


THE A. F. MEISSELBACH MFG. CO. 
Sales Offices and Factory ’ ELYRIA, OHIO 










icine 


The Veteran Reel for 
Veteran Fishermen 





ae 


Retail 





THE 
A. F. MEISSELBACH 


121 Taylor St. 


Send me a sample of your $7 
“Takapart” and a catalogue and price 
list of the Meisselbach line. And tell 
me what you’re doing to help me sell 


My jobber’s name is 


His address is____. 
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¥ Every car owner a tourist- 
’ Every tourist a prospect ' 
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Prospective Kampkook buyers are every- 
where. Every automobile owner in every 
community is a prospect. Every day of 
the tourist season brings new prospects to 
every live Kampkook dealer. 
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Kampkook advertising, nearly 6,000,000 ad- 
vertisements in leading magazines every 
month, is making Kampkook better known 
and more popular than ever before. Kamp- 
kook is the easy and profitable stove to 
sell; folks know that Kampkook is reliable 
under all conditions. Every user recom- 
mends it to friends and it is used by more 
campers than all others combined. 


<. |" KAMPKOOK No. 8 


with built in oven 




















— is the latest and biggest improvement in E 

st i fine camp stoves. Bakes, broils, roasts, be 

—— p> toasts, fries just like a gas range, and it’s A 
absolutely wind proof. Every dealer x 


2 ae . 
ia should stock this fine new Kampkook now. 












A large variety of attractive sales helps is 
available to Kampkook dealers on request. 
Send for full information about the com- 
plete line and name of nearest distributor. 
Write nearest office. 
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American Gas Machine Co., Inc. 
Albert Lea, Minn. New York, N. Y. 
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Bait-Casting Lines 


Without doubt the heavy bait-casting line causes the bait-caster A. 
more failures than any other item in his equipment. és 

Many casters are using lines from 15 lb. up to 30 lb. test and some- 
times over for bass fishing, when the line should be not over 12 Ib. 
as an extreme and 8 Ib. about the minimum. 

It will help everybody connected with the fishing tackle business 
and the angler himself if vou will educate them to the proper tools to 
fish with. 





JAZZ WIGGLER 75c. 
: . ' : ¥% oz. 3/0 or 5/0 hook 
He must have a light lure to be successful and he must have a light a cals eile aan 


line and a flexible rod to handle it with, also a good reel—that 1s 
about all there is to bait-casting. 


It is a hard matter to fail with the proper tools. 
You may be inclined to follow the line of least resistance and sell 
him what he wants, not what you know he should have. 


At least 90% of the bait-casters are using poor equipment and 
every mother’s son of them are prospective purchasers for a good 
outfit. Why not help them and yourself as well by selling them? 








JAZZ 
WIGGLER, 
% or % oz...50c 







SHIMMY 
WIGGLER, 
% or % oz..$1.00 


45c—Bass, Musky 
and Fly Spinner 
sizes 





This .snarl-proof casting reel is to all appearances, and in actual fact, equal , 
in design, materials and workmanship to any other high-grade reel made. The 
only difference is a simple centrifugal device revolving within the reel arbor— 
a little policeman who raises his hand at the proper moment and stops a snarl] 


from stepping in. 


Dealers should rig up this reel with line for demonstration and if there is 
i not room for you to actually cast, just hold the reel in one hand with thumb 

off of line, and with the other give the end of line a hard jerk. You will 
see that while the line will unwind and apparently snarl, it can be readily 
stripped off, rewound and ready for another demonstration. Then try this 
with any other reel and see what happens. 


Like all other reels, the Al. Foss Easy Control Bait-Casting Reel will 
“back-lash” under careless handling. But the line will not become snarled, it 
will readily strip from the spool for rewinding and continued casting. 


Specifications :—The No. 3-25 is nickel silver, with jeweled end thrust bear- 
ings. Capacity 50 vds.—14 Ib. test line. Double balanced handle; pyralin 
grips. Quadruple multiplier with click. Screw off oil caps. Spiral gears. 
Pivot bearings of high-grade non-wearing bronze. All steel parts of best tool 
steel drill rod. Spool shaft of hardened tool steel. Has metal arbor 7” in 
diameter, making it unnecessary to build up the spool with a lot of dead line. 
End plate diameter 2”. Length of spool 154”. Weight 8 oz. Leather case. 


AL. FOSS, 9514 Quincy Avenue, Cleveland, Ohio 


Originator, Patentee and Manufacturer of the Pork Rind Minnow 


ORIENTAL 

WIGGLER, 

% or % oz. .$1.00 
All 


All White, 
or Red and White 







LITTLE EGYPT 
WIGGLER, 
Weight, % oz.75c 
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Minnow Buckets 


Tackle and 
Bait Boxes 








Nos. 308-310 


Nos. 208-210-212-408-410-412 


Real Leaders! 


The Falls City line offers to sporting goods and 
hardware dealers many leaders in bait and 
tackle carrying equipment. It contains both 
round and oval buckets in floating and non- 
floating models. Different mumbers are 
equipped and offered with various kinds of 
insets, perforated or wire. Nothing is left un- 
done to make the Falls City line the leading 
make. 


There is a model in any kind of carrier to please, 
be it a minnow bucket, bait or tackle box. 
Dealers cannot go astray in stocking a complete 
assortment of Falls City numbers of Minnow 


Buckets, Bait and Tackle Boxes. 
Don't 


season. 


miss your share of these profits this 


Write for 1926 Catalog 
and Prices 


STRATTON & TERSTEGGE CO. 


} Incorporated 
Louisville Kentucky 


Sales Representative: 


L. K. Grundy: Western Office: 419-420 Central Blide., Los 
Angeles, Calif. Sales Agent: Eastern Office: 725 South Preston 


St., Louisville, Ky. 


World’s Largest Manufacturers Minnow Buckets, 
Bait and Tackle Boxes 
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\ big stride forward in wagon design 


for children between 2 and 5 years old 
—~equipped with Folding Back Support and 
Lifting Handle which prevents falling out 
when TAYLOR-WAG ise suddenly pulled 
forward—also makes easy the usual hack- 
straining task of lifting child and wagon 
over curbs, for using the Lifting Hand e 
and tongue, an easily reached and per 
fectly balanced lifting position is ob 
tained The ‘in hetween"’ size A 


(Seen “ «% ee 





TAYLOR-WAG 
ALL.STEEL SAFETY WAGON 
FOR VOUNGER CHILDREN 


TAYLOR-WAG makes it easy for children 
to handle, and to get into and out 
without upsetting. 

TAYLOR-WAG is nationally advertised— 
is proving a big seller in the hundreds 
f Hardware Stores now stocking it 
These sales and profits can be yours, too 
Let a small order prove, to your satisfac- 
tion, that TAYLOR-WAG is the mothers’ 
cholee for their young children. Not «oki 
thru jobbers, se write direct, please 


Prices F.0.B. Cincinnati 


TAYLOR-WAG 


$42.00 a dozen 


(Less 5‘, in lots of 6 dozen or more) 


Advertised retail price $5.45 


($6.45 west of Denver) 


THE FRANK F. TAYLOR CO., Norwood, Cincinnati, Ohio 


Also ask for details on these other TAYLOR 


Developing TOYS. TAYIAKR-TO'l 


Tavier DOLL-TOT and Taylor GO-BI-RBI. 





Skate sales are 


isn’t it 





Roller Skating 
Time Is Here! 


good, 


also true that the big demand— 


aren't they’ And 





























[AGIAOMO] 


greater than ever before is for KoKoMoS? 
Our dealer and consumer inquiries, and our 
sales volume give ample proof of another 
big success for KoKoMoS. 


We are hoping, of course, that you are 
keeping well stocked for the demand for 
KoKoMoS, the skates with truss frame 
construction, “rocking chair” movement, 
self, contained ball bearing wheels and the 
red disc around the hub. 


Write today for the hokeoMo Cata- 
log on skates and on our quality 
line vf tove and games. 


KOKOMO STAMPED METAL CO. 
KOKOMO, INDIANA 
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See the complete line of True Temper Fishing Rods 
on display at the following exhibitions: 


Ozark Outdoor Life Exposition—St. Louis, March 24-28. 
Izaak Walton League —Hotel Sherman, Chicago, April 8-10. 
National Out-Door Life Exposition—Coliseum, Chicago, May 10-16. 


Let Your Customers 
“Test the Temper” 


The buying season for fishing tackle is on! 
Vacation days and week-end trips will soon 
begin. 

Now is the time to place an assortment of 
True Temper Fishing Rods on the counter 
where your customers can handle them. 
Rig several of them up with reel and line, 
so your customers can “test the temper” 
for themselves. 

They are first surprised to learn how ex- 
tremely light a one-piece, solid steel rod 
can be made. The comfortable balance 
between tip and grip makes it a pleasure 
to handle. Its lively spring and action is a 
real joy to every fisherman. And then— 
they realize the full meaning of the: words 
“True Temper” in its unbelievable strength. 


If you do not have a complete line of styles, 
stiffnesses and lengths—ask your jobber’s 
salesman to. fix you up at once. The buy- 
ing season is here! 


True Temper Rods are guaranteed to give your 
customers satisfactory service. 


THE AMERICAN FORK & HOE CO. 
Sporting Goods Division 


General Offices: Cleveland, Ohio 
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“Sandy Stndy” 


New Catalog — Just Out TOYS AND 
Describes our entire line of fast-selling Toys , 

and Games, and pictures each item in actual , 
colors. Write for your copy now and get 

posted on this popular line. 


This line contains several new items every hardware buyer 
should know about. The “Junior Motor Race” and “Junior 
Round-the-World Flyers” are two new 50-cent editions of our 
popular games. Boards are 11 in. square, indestructible metal, 
beautifully lithographed in colors, with checker board on re- 
verse side. Their popularity is positive. Be sure and see these 
games; also our 


New Decorated Sand Pails 


in popular priced sizes. Wonderful decorations and exceptional 
values. Several new All Metal Pull Toys also deserve your 
attention. 


















See the entire line at our New York Office, or write for new 
catalog and price list. 


Wolverine Supply & Mfg. Co. 


Factory at Pittsburgh, Pa. 


Sales Office: 200 Sth Ave., New York 


“The Junior Motor Race” Room 406 Secteninis ted ? 
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HOPDPB'S | 





181 Boys’ 
183 Girls’ 
185 Juvenile 









and Going 
Over Big 
Everywhere 


Hoppe’s Gun _ Cleaning 
Pack, something every gun, 
rifle, pistol, revolver and am- 
munition customer will want 
on sight. Contains every- 
thing necessary to keep his 
weapon in perfect condition. 

Consumer advertisin ri 
now appearing in national, 
sporting, service and _ trap- 


tt : Yj, shooting magazines, will cre- 

Yi) ate tremendous demand. Be 
Z ty ready for it. 

tzdsdddedde V2 Wire, "phone or dictate 


letter to your jobber today 
—right now—and order at 
once. Good margin of profit to you, satisfaction and service to 
customers, and endless repeats. 

Neatly packed in attractive carton, ready for Silent Sales- 
man Counter Display. . 


Hoppe’s Nitro-Powder Solvent No. 9 
used and recommended by Uncle 


Sam for all branches of service. 
The best shots in the world use it. 


FRANK A. HOPPE, Inc. 
For more than 20 years the Authority on Gun Cleaning 
2314-K North 8th Street, Philadelphia, Pa. 


Representatives: 
Edw. W. Simon Co., Inc., 258 Broadway, New York City 
H. L. Bowlds, 217 Mason Opera House Bidg., Los Angeles 































The Famous “Chicago” Po 
Rubber Tired Roller Skates © 


This skate draws attention by its beauty, and 
proves up in actual use. Rubber tires and ball 
bearing wheels are features. Sell a few pairs, 
and when the news gets ‘round, other sales will 
follow. Stock up now through your jobber. If 
he does not carry “Chicagos,” give us his name, s 
and we'll see you are supplied. : 
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Est. Over 20 Years 


Chicago Roller Skate Company ; 
4456 W. Lake St., Chicago, Ill. 
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New Model Just Out ‘ 
THE BETTER SKATE 
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Burke Stainless Steel 
Clubs Now Available 





No. 1—The Driv- 
ing Iron 





FoR years you have 
asked for them. They 


will not rust, stain, cor- 
rode or tarnish. They are 
four times tougher than 





they are ready to 

—satisfy the most exacting 
customer and make him 
your regular patron. 

—Give you a fair profit while 
yet impressing the buyer 
with the reasonable retail 
price. 


Full details, prices, etc., on re- 
quest. Orders filled in rotation in 


which they are received. 


THE BURKE GOLF CO. 
Newark, Ohio 


No. 4—The Jigger 











Here are illustrated 
the first five clubs 
in the line — the 
Driving Iron, Mid- 
Iron, Mashie Iron, 
Jigger and Mashie. 
The line also in- 
cludes Spade 






two kinds of put- 


ters. 


PRIZE 


anf 
URKE 


“LUBS - BAGS - BAL!s 





No. 5——The Mashie 
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ordinary steel. And now 


Every Trout Fisher 
wants | This Line 





Leader that will bring good business into any 
fishing tackle store that sells it. 

Trout fishers all want it because of its strength. Be- 
cause of its ability to withstand sudden tugs and strains. 
Because it withstands deterioration. 

A water-proof enameled silk “level” line. Hand fin- 
ished and rubbed until the enamel penetrates into every 
fibre of the high quality silk. 

Take it into your hands. Feel of it. See how wiry 
it is. Now twist it. Try to kink it. Stretch it—if you 
can. Then you'll understand why every trout fisher who 
ever used “Trout King” Fly Line is enthusiastic about 


it. 


"i KING” Fly Line is an Abbey & Imbrie 


Write for Free Sample 


We will send you, without charge, a piece of “Trout King” 
long enough to give you a perfect idea if what this line looks 
like and feels like. You'll be surprised that so fine and thin a 
line can have such amazing strength and durability. Use this 
sample with your customers to save handling of your stock. 
Write for it now. To save time simply tear off the coupon. 


ABBEY: & IMBRIE 
97 Chambers St. 


Abbey mbrie 


FISHING TACKLE 
Dishes Vachle thats. Jit fer Pishunsr. 


onnnnnnenennne== FREE -----2--2000----- 


ABBEY & IMBRIE, 97 Chambers St., New York 
Please send me by return mail a free sample of ‘Trout King” 
Fly Line and a copy of your new Fishing Tackle Catalog No. 


19883. 


New York 


Name 
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ALL Car Owners Buy Hardware 


> 
a 


THE HARDWARE DEALER Po 


Is the Logical Distributor of Tires and Accessories 





This being the case, consider the following facts. 


Every year sees a large increase in the number of hardware 
dealers who sell tires and accessories. Many of the readers 
of Hardware Age have taken on this line because of the efforts 
of Hardware Age. 


Articles that show the dealer how to handle tires and acces- 
sories with the greatest profit appear in Hardware Age often. 
Stories of what other successful dealers are doing with tires 
and accessories are winning over many dealers who are well 
equipped to distribute this line profitably, for themselves and 
for the manufacturer. 


Advertise your product in the medium that has done and is 
doing so much to convince the hardware dealer of the desir- 
ability of tires and accessories as a line and your advertising 
appropriation will go farthest in RESULTS. 


Tell Your Story in 


a 
te rs 
a 
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When Columbia Tires enter 
your store they bring sound 
business and lasting good 
will. 


The Reason: Real Quality 


at competitive prices. 






VL DIA 


THE COLUMBIA TIRE AND RUBBER CO,, Mansfield, Ohio 
























HARDWARE AGE March 11, 1926 

















HYATT ROLLER BEARINGS 











There’s More Profit in Stocking 
The Complete, Dependable Line 





The Coldwell Electric Lawn Mower 

For city and suburban homes. Plugs 
in any light socket—cuts a 21 inch 
swath. Coldwell Mower—Genera| 
Electric Motor—Timken Tapered 
Roller Bearings. As easy to operate 
as a vacuum cleaner—all the operator 
has to do is steer it. 





The Coldwell Model “L” 
Motor Lawn Mower and Roller 
Mows and rolls simultaneously. 

Cuts a 60 inch swath (with detachable 
gang units)—10 acres a day on 1 gal- 
lon of gasoline. 














c. -a—— 


EALERS all over the country are 
adding the Coldwell Electric Lawn 
Mower to their spring display. Have you 
written in for our attractive 1926 proposi- 
tion? If not, write today. It’s profitable 
to tie up to the complete, dependable line. 


Now is the time to put your window 
display working for you. If you are not 
already provided, write for one.’ Early sales 
mean more business—a greater turnover and 


increased profits. 


COLDWELL 


DEPENDABLE LAWN (“MOWERS 
Hand « Horse - Gasoline - Electric 


COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. ¥., U. 8S. A. 


319 South West Fifth Street re CTORY} 62 East Lake Street 
DES MOINES, IOWA BRANCHES! CHICAGO. ILLINOIS 
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all-purpose basket at clean-up 





‘time and you'll sell it. . . 











The clean-up months—March, 
April and May—offer every 
dealer the opportunity to sell 
Rubbish Burners and increase 
his profits. 


UNION 
All-Purpose 


BASKET 


offers dealers a practical Rub- 
bish Burner at a LOW price. 
This basket is rigidly constructed of 
steel wire, electrically welded-and very 
durable. It is SAFE to use because the 
raised bottom keeps the fire off the 
grass. Besides rubbish this _ basket 
can be used for oily waste, fruits and 
vegetables, clothes hamper, waste 
paper and many other purposes. 


Its low price and wide adaptability 
combine to make tt a wonderful seller. 


Made in two sizes with either green 
enamel or galvanized finish. 


Note Dimensions 
No. 2 


24” ht.—18” dia. top—14'4” dia. bottom 


No. 3 
28” ht.—20” dia. top—16%4” dia. bottom 
Write for trade discounts. 


Ask Your Jobber or 
Write for Prices 


Union Steel Products Co. 


Albion, Michigan, U. S. A. 
Department 70 
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MR. HAPPY MAN 
SAYS: 


“A Saw that ‘CHEWS’ may cost less, 
but the Saw to CHOOSE is 
an ATKINS 
--IT CUTS” 


Sell Atkins Saws to your saw cus- 
tomers and make friends for your 
store. A trial will prove that 





They can SPOIL enough 
lumber with a Poor Saw 
to BUY an 


ATKINS SAW 


and a Radio 


Ask for our book 
“Pointers” and learn 


why it’s 


ATKINS ALWAYS AHEAD 
E.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS,INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 





Atianta San Francisco 

Memphis at ~ aeag A Senttle 

Chicago sare ee Oo y Paris, France 
Portiand,Ore. Vancouver, B.C. 


Minneapolis 


ATKINS 


SILVER 
STEEL 
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ws What Readers Say 
About Us 


DEPARTMENTS 
81 Please renew my clerk’s subscription 
Current News of the Trade for one year, for which you will find 
84 enclosed herewith a check to cover. We 


Weekly Washington Letter, by L. W. Moffett appreciate HARDWARE AGE very much and 
would not think of doing without it. 


General Market Information 86 (Signed) JOHN H. LAIRD, 
Wylandville, Pa. 


I have no criticism to make, only the 
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— _ ina og’ of ways ea 
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There is not a handed 


item in the entire line of 





McKinney Forged Iron 
Hardware. And in addition each 
piece is accurately gauged for ap- 
plication —designed to make 
scheduling easy—conforms to 


standard lock dimensions 


Forge Division 


McKInNNEY MANUFACTURING Co. 
PITTSBURGH PENNSYLVANIA 


McKINNEY 
FORGED IRON 
HARDWARE 





McKinney Products include: Wrought Steel and Bronze Butt-Hinges—Strap and Tee Hinges 
Forged Iron Hardware——Garage Door Hardware, including Complete Sets— Door Hang- 
ers and Track—Door Bolts and Latches—Sash and Screen Hardware—Shelf Brackets. 
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Page the 
Assistant Buyer 


Efficiency Begins 
at Home 


HARDWARE AGE 5d 








BY LLEW S. SOULE 


HO are the assistant buyers in your business? Does any one help you 

select the kinds and quantities of goods for your stock, or is your store a 
one-man organization with the boss doing the buying, marking the merchandise, 
and otherwise ‘hogging’ the opportunities and responsibilities. 

If you are the sole buyer—if you are depending entirely on your own 
judgment as to what will and will not sell in your community—then you 
haven't a single kick coming when the goods loaf on your shelves. 


Your salesmen form the contacts with your trade. They are the ones 
who know—often better than you do—what will or will not sell. 


Besides, they have little personal interest in selling goods about which 
they know little, and in the purchase of which they had no voice. 

But—they will go the limit to sell merchandise on which they have passed 
favorable judgment, and which they have helped to select. 

When you contemplate stocking a new line, let the men who are to sell 


the line, look it over. Get their opinion on it. If they go on record in favor 
of it, you wont need to worry much about its sale. 


Be the Buyer, if you wish. In fact you should have the oversight and final 
say in the buying. But—make your salesmen assistant buyers, and they will 


- become more than assistant salesmen. 


USINESS efficiency, like charity, begins at home, It's foolish to expect the 
men behind retail counters to become salesmen by luck or accident. [hey 
must be taught and the teaching must come from those who know. 


Harry Kaiser of Philadelphia hit the nail squarely on the head when, at a 
recent question box discussion, he said: 


“First and foremost the greatest factor for increasing efficiency of our 
sales force, is to become efficient ourselves. More than anything else we need 
to become more efficient. We are so apt to think that a clerk or salesman 
should be doing a lot of things that we don’t know how to do ourselves. | 
really believe that the greatest thing we can do is to become-good salesmen 
ourselves, then, if we have the right kind of help they will try to follow our 
example. All the talk about how much salary you are paying, and how much 
the other fellow is paying, means very little. You know how much your sales- 
men should get if they are efficient. We should be efficient ourselves and not 
worry so much about what the other fellows are doing. ' 


Harry is absolutely right. We expect too much and give too little. The 
general system is to hand the new clerk a broom or a duster, and tell him to 
get busy; we show him how to use one form for cash sales and another for 
charges; then we end the lesson with these words: “If there's anything you 
want to know, ask one of the boys.’ 

With this magnificent start, we naturally expect him to absorb in three 
weeks all the business and sales knowledge it took us twenty years to acquire. 

It's no particular wonder that he fails to startle the world with his sales 
ability. [he wonder is that he sells as well as he does, works as hard as he does, 
and loafs as little as he does. 

We owe it to ourselves, our business and our employees to help increase 


the efficiency of the men behind the counters. But—we cannot impart any 
great amount of efficiency to others until we have become efficient ourselves, 
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Selling the Woven 
Legends of the 











Fred Wetzler 





reptiles and sandstorms, scorching sands and 

raging blizzards, a Navajo Indian squaw sits 
before a hand-made loom, weaving her tribal legends 
into a rug of black, red and white. She has no pat- 
tern, but uses a symbolic picture language for her 
designing. There will be clouds, mountains and trees 
represented in vertical fashion. Every rug must be 
straight up and down, no curves of any nature may 
appear in her work. The different colors have mean- 
ings. Red indicates fire, the Father. Black means 
water, the Mother. Squares symbolize the four winds 
or the four quarters of the 
globe, and so on. The 
squaw offers up her prayers 
by weaving the rug. 

When the rug is finished 
it is taken to Fred Wetzler, 
the hardware merchant at 
Holbrook, Ariz. Fred is 
the Indian’s friend and 
has been for 25 years. The 
rug will be exchanged for 
hardware or housefurnish- 
ings, or may be bought for 
cash. Then it will join 
another hundred rugs in 
the Navajo rug department 
of the Wetzler Supply Co. 
store. 

A party of tourists from 
New York City is driving 
along the Old Trails High- 
way. The trip has been 
long, interesting, and in 
spots rough. The car needs 
a few bolts and the camp 


() = in Arizona, the land of the cactus and coyote, 
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Navajo Indians 


Trading Hardware for the Handicraft of the Navajo 
and Hopi Tribes, Wetzler’s Hardware Store Has 


Become the Mecca for Tourists and Curio Seekers, at 


Holbrook, Arizona 


By Charles J. Heale 


equipment needs a new coffee pot. The party stops 
at Holbrook, enters the Wetzler hardware store, in- 
tending to obtain the necessary bolts and coffee pot. 
The rug department attracts the attention of the 
travelers. Fred or one of his assistants explains the 
colorings and the meaning of the design. A rug is 
sold, packed away in the touring car. A month later 
the product of the squaw’s long toil graces a den in 
a fashionable New York apartment house—and so it 
goes. 

Collecting Indian rugs, pottery and baskets is also 
a hobby with Fred Wetzler. For 25 years he has come 





This glimpse at the Navajo rug department of the Wetzler Supply Co., Holbrook, Ariz., 

gives one an idea of the painstaking labor necessary in the manufacture of these famous 

floor coverings. Remember the squaw carries these patterns in her head. Her equip- 
ment is most primitive. Each pattern carries a tribal legend dear to the Navajo 
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in contact with the Navajos and Hopis, buying or 
trading Indian wares, marketing rugs, baskets and 
pottery, and giving practical hardware in exchange. 
Mr. Wetzler is fond of the Indians and they of him. 
He appreciates their traditions and their present-day 
territorial limitations. They in turn trust him. The 
Wetzler store is a real Mecca for Indian handicraft— 
they come from 75 to 200 miles in order to do business 
with its proprietor. 
Mr. Wetzler’s own 
comments are most 
interesting. 
He says: 

“Every year thou- 
sands of Navajo 
rugs are taken East 
by tourists who 
boast of having a 
genuine Navajo. 
Yes, genuine .in 
every sense of the 
word and rug, genu- 
ine wool, genuine 
heartbreaking toil, 
and too, from 50 to 
100 years of wear 
lies in each rug. 

“Within the past 
few years the de- 
mand for _ Indian 
curios, mainly Na- 
vajo Indian rugs, 
has increased won- 
derfully. Possibly 
this is due to a large 
extent to the _ in- 
crease in automo- 
biles and_ people 
touring the country 
as much as they now 
do. Tourists seeing 
the Indians at their 
work on the loom 
are often enthused 
and wish to possess 
a product of their 
weaving handicraft. 

“However, sit u- 
ated here on the Old Trails Highway, a part of the 
highway which stretches from coast to coast, many 
automobiles pass our doors, oftentimes a tourist in 
need of some article in the hardware line enters and 
purchases a bolt, coffee pot or some trifle. Seeing our 
display of rugs and other curios he immediately 
becomes interested. Asking questions about the color- 
ings, designs, price, etc., and often this results in a 
sale. 

“Every rug in our department is marked in plain 
figures the price for which it is to be sold. The small 
rugs sell from $6 to $15, the average rug of medium 
weave and fair colorings range from $20 to $40, while 
we have some exceptionally beautiful rugs which are 
much higher in price, and in a few instances rugs are 
sold at $100. A Navajo rug lasts almost indefinitely, 





“LET THE WOMEN DO THE WORK” 


Note the crude construction of the loom, and the sheep which have 
been recently sheared. This photo was taken on the Navajo Indian 
Reservation about 75 miles off the railroad. Like the restaurant 
owners who eat across the street, this squaw is wearing an 
American factory-made blanket. 

made for their white brothers and sisters 


The genuine Indian rugs are 
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and they are very easily kept clean. We have in 
stock some Navajo rugs which have seen thirty or 
forty years of service. These, because of the designs 
and exceptional quality, bring much better prices 
than the modern rugs, and are eagerly sought and 
bought by the curio collectors. 

‘“‘We have made it a practice for a number of years 
to guarantee every Navajo rug which we sell. The 
guarantee is that it 
will give satisfac- 
tion, and if it does 
not, it may either be 
exchanged or money 
refunded. We do not 
know of a _ single 
instance where we 
were asked to re- 
fund the money. 

“There are several 
reasons why we have 
gone in more ex- 
tensively in this line 
of business within 
the last few years. 
One is the fact that 
it enables us to sell 
more hardware and 
other items kindred 
to the hardware 
business, such as 
furniture and house- 
hold goods; another, 
oftentimes this en- 
ables the Indian to 
‘procure such things 
as we have in stock 
for his_basketry, 
blanket or silver 
trinket.” 

So much for the 
merchandising side 
of the Wetzler rug 
department. Being 
a hobby with Mr. 
Wetzler, he knows 
something of the 
history of rug mak- 
ing, and on this 
phase says: 

“When the Spaniards in the sixteenth century dis- 
covered the nomad Navajo tribe they found the squaws 
weaving clothing from native cotton and rabbit skins. 
But when the Pueblo Indians began to raise sheep and 
use the wool, the bold Navajo saw and coveted. They 
are now the possessors of large bands—the Navajo 
makes a watchful, tender shepherd. The process 
through which the wool goes after it is clipped from 
the sheep is very primitive and rather intricate, be- 
cause the instruments used are of a very crude type, 
and unless the Indian is one of the moderns which are 
few, the process is long. 

“The loom on which the rug is made is fitted by the 
squaw. Generally, this consists of two posts planted 
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Advice to Customers Sells 


Guns and Ammunition 





Window display of the Sunset Hardware Co., Berkeley 





Cnal., featuring guns and ammunition. This store makes «a 


success of catering to the sportsmen’s trade 





a 


of selling in the average hardware store. 
It frequently happens that when a customer 

‘enters a hardware store for some specific item, 
whichever salesman happens to greet him will attempt 
to make the sale despite the fact that some other man 
on the floor may have long specialized -in that particu- 
lar merchandise and is therefore able to handle the 
customer in the best interests of both buyer and seller. 
This applies particularly in the sale of guns and am- 
munition. All our gun customers are referred by other 
salesmen to our two gun experts, who are not only 
able to explain the best type of firearms for any spe- 
cific purpose, but also the care that should be given 
them.” 

The speaker was A. W. Cellni, display manager of 
the Roberts Hardware Co. of Utica, N. Y., which has 
developed its sale of guns and ammunition to very 


‘ | N my opinion there is not sufficient division 


satisfying proportions through the use of the progres- 
sive merchandising methods. 


Care of Stock 


“Guns are delicate merchandise,” continued Mr. 
Ceilni. “They show finger prints easily and conse- 
quently we keep our stock in glass enclosed show cases 
where it is in plain view, but cannot be handled by 
the merely idle and curious who have no intention of 
buying. When a gun is removed from the show case 
by one of the salesmen, it is carefully wiped with 
a piece of chamois before being returned to its place. 
This not only removes fingerprints, but has a definite 
phychological effect on the customer in that it not 
only increases his respect for the merchandise dis- 
played, but also for the store which respects its mer- 
chandise. A good gun should last a life time, but 


(Continued on page 112) 
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By 
Hamp 
Williams 





ject for discussion at this time. It is a very 

embarrassing subject to me and I wish every- 
body would quit selling on the installment plan so 
that I could quit. If I quit am out of business, but 
if others stop I am still in business is the way most 
of us figure it. 

We are selling on the installment plan. We sell 
furniture on the installment plan, but we don’t buy 
it that way, neither do we know of any jobbers or 
manufacturers selling at wholesale on the installment 
plan, although they don’t object to us retailers selling 
that way. We sell implements and some hardware 
on the installment plan. We have never had any 
manufacturer or jobber refuse to sell us because we 
do. 


I NSTALLMENT selling seems to be the main. sub- 


Start at the Bottom 


Now, if the installment selling is to be stopped it 
will have to come from the bottom or foundation up; 
manufacturer to jobber and jobber to retailer; and 
retailer to consumer; and if a dealer has the money 
to pay for his goods who will say he can’t sell on 
installments? I believe it is dangerous, but it has 
been going on so long that it has become chronic and 
nearly everybody is doing it. 


Cost of Distribution 


Several years back we discovered that chop axes 
which we were retailing for $1.00 cost less than 
$.50 to manufacture. The cost of distribution hasn’t 
changed for the better and the consumer continues 
to buy axes at even a greater price, paying the addi- 
tional increase in cost of distribution. One man 
buys a farm, pays $1,000 for it, sells it for 
$2,000. That is too much profit, but if the fellow 
can make money on it at that price what of it? A 
farmer sells for cash and is not doing any too well. 
He buys on the installment plan because he wants too. 
You pay cash for labor and the laborer buys on the 
installment plant. We built a highway between Hot 
Springs National Park and Little Rock,—cost two 
million dollars, never, paid a cent down—all on install- 
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I Wish Everybody Would 


Quit 
Selling 
On 


Installment 


Plan 


ment; twenty years, so much each year, interest 542 
per cent. The first years interest will be $110,000. 
Now you figure how much interest we will have paid 
at the end of twenty years and it will amount to con- 
siderable. We could not have paid cash, we did not 
have it to pay. We got the work done on a cash 
basis because we sold the bonds and got the money. 
How long would we have to wait for highways if we 
waited until he got the money to pay for them. We 
pay enormous taxes and the Government spends it as 
fast as we pay them. 





One Man Loses, Another Profits 


The subject of selling on installments gives us a lot 
to talk about. One man loses, another profits by the 
plan. One fellow who had nothing except the initial 
payment on a Ford car met the payments. When 
finished he had a car worth two or three times the 
initial payment. Millions of dollars are being paid 
for fire insurance. If you have a fire you lose. The 
sum total is that there are billions lost and billions 
made every year. Those who profit need no advice and 
those who lose can’t use it. 

If we are making money selling on the installment 
plan we will continue. If we are losing we will have 
to quit sooner or later. Now in all seriousness it 
looks bad, but what can be done? If I fail that doesn’t 
change anything. Some fellow comes along and does 
the same kind of installment selling and makes money. 
Just a better business man that’s all. 

You can pick out many cases where men have bought 
more on the installment plan than they can pay for, 
and on the other hand you will find many more who 
met their payments promptly. Why take one for 
example and not the other. One man rides in the 
pullman, the other rides the trucks. Both reach their 
places of destination at the same time. Take your 
choice, it is up to you; but after all preaching pays, 
and preaching saves. Keep up the agitation. If it 
does nothing more it will cause people to think of the 
dangers attending over buying. 
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Little Things Win 


In this one man store, every customer gets a smile and 














This is the man 






































sweeps clean” and, in a business sense, this is 

emphatically true in the case of the Lucas Hard- 
ware Co., which took over the hardware stand at 1196 
Bank St., Ottawa, Ont., less than a year ago. 

This is more or less a story about a suburban 
hardware dealer—not a big store in the heart of the 
downtown business section of a city, but an enterprise 
located in a strictly residential section near the place 
where the city ends and the countryside starts. 

The Lucas Hardware Co. is really Dow Lucas, a 
young man and a hustler with personality. With the 
exception of a man who is responsible for the de- 
livery department, he is the proprietor, general man- 
ager, sales head, sales staff and window dresser. 
When Dow Lucas goes home at six o’clock every night, 
the whole organization leaves simultaneously. And it 
is a fact that he keeps good hours, because the store 
of the Lucas Hardware Co. does close every week 
day at 6 p. m. and opens next morning at eight 


o’clock. 


OD svcen is an old saying that “a new broom 


Went After Neighborhood Trade 


Before Mr. Lucas took over the old business, which 
was conducted by several partners, most everybody in 
the immediate vicinity who had hardware wants 
travelled or phoned downtown for what they required. 
He is busy building himself into the good graces of 
the community, which is known as Ottawa South, 
with the result that many people of the neighborhood 
are now thinking Lucas when they think hardware. 

How does he get that way? 

Well, the first thing that he decided was that the 
store needed a stock of goods. He adopted growing 
pains as a favored malady and laid himself in a good 
variety of hardware commodities. Then he checked 
over the marked prices on the old stock carefully and 
found that many, if not all, were very much out of date. 
They were mostly altogether too high in comparison 
with prices in other parts of the city and he reasoned 
that the local residents knew it. He decided that it 
was better to have a whole lot of customers than to bite 
off big chunks of gain from a comparative few. This 
does not mean that he started right in to cut prices 
but that he found the standardized level and is stick- 
ing to it. 
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assurance the trade is appreciated 


Mr. Lucas did not resort to any big ballyhoo method 
to attract attention when he took over the old store, 
but what he did do was this: He displayed new lines 
that had been laid in and marked the new prices on 
appropriate new cards. The window was changed 
frequently, giving as much variety as possible to im- 
press the fact that the new stock contained pretty 
much of everything. Then he staged a few special 
bargains that caught the eye, on such articles as 
kitchen utensils, garbage pails, wash boilers, etc., and 
soon all the householders of the neighborhood sat 
up and took notice. 

People walked into the store and found an entire- 
ly new atmosphere. There was the smiling face of 
Dow Lucas; there were entirely new departments of 
goods in the modest store; there were goods on the 
shelves, in the bins, in the drawers and on the counter. 
Here was a real hardware store for the neighbor- 


hood! 
Caters to the Small Customer 


“I only want a pound of nails,” said one customer 
with a sort of apology. 

“That’s perfectly all right,” replied Mr. Lucas as 
he proceeded to weight out the quantity desired. “I 
want your small purchases. They mean as much to 
me as anything else.” 

Dow Lucas may not remember those exact words 
but they were actually spoken because the writer of 
this store biography happened to be there at the 
time. They were significant of the new policy of the 
Lucas establishment. 

“I like the paint business,” declared Mr. Lucas a 
few days ago. The store looked it. Across the whole 
back of the store there were shelves piled high with 
row after row of bright and shining cans of paint. 
Close by there was a nice assortment of brushes. 
It was the largest stock of paints and varnishes ever 
assembled at 1196 Bank St. 

“I have turned over my stock of paints six times 
since I took over the business last May,” he said, 
noticing that the writer was sizing up the supply. 
“And I have increased the stock every time.” 

When the store changed hands last May there was 
not a single electric light bulb in stock, according to 
Mr. Lucas. For two years before he became his own 
boss he was sales representative in Northern Ontario 
for the Canadian General Electric Company, Ltd., so 
he knew the electric supply trade. He immediately 
laid in a reasonable stock of bulbs and many electrical 
accessories. He sells these at round the town prices 
and the people are looking to him for bulb replace- 
ments and fittings. 


























March 11, 1926 


HARDWARE AGE 61 


Back the Neighborhood ‘Trade 


Dow Lucas is the entire organization but he plays the 
game according to business rules, just as though there 
were a lot of him 


Under the old proprietorship, the store did not cater 
much to juvenile trade. The first thing that Mr. 
Lucas did, when he could get around to it, was to 
stock bicycle tires, balls and other children’s require- 
ments and later, in the fall, he stocked skates, hockey 
sticks, hockey pucks, adhesive tape, sleds and other 
lines. Mind you, he is not overstocking. He is watch- 
ing stock records carefully and when he sees a good 
movement in a certain article he sends in a repeat 
order. 

More or less the same situation applies to radio 
and other departments. The store did not carry any- 
thing in the way of radio equipment when he took 
it over, but he stocked the popular radio batteries 
and other parts, which he has been selling quite freely. 
He has not yet got to the point, however, where he 
has decided that it is time to handle the complete radio 
sets. 

Mr. Liicas believes that the most strategic point 
in the store from a sales point of view is at the cash 
register. This is situated about half way down from 
the front of the store, close to an aisle leading behind 
the row cof cases and counters. If he wants to make a 
special play with a small article, he places several of 
them on the narrow section of the counter directly 


Dow Lueas likes the 
paint business, and 
his store certainly 
looks it. Across the 
whole back of the 
store are shelves 
piled high with row 
after row of paint 
cans 





in front of the cash register. It is there that every 
customer steps to pay his bill or get his change and, 
in doing so, comes into direct contact with the special 
display. Many times a customer will pick up the 
article with the exclamation, “What’s this?” and, 
after a brief explanation, there is often another sale 
to the customer. Hardware novelties are frequently 
shown at this spot, such as Pa-Kleen, Ma-Kleen, small 
tins of 30-minute lacquer, new types of hose nozzles 
and other smallwares. Another point of importance 
is near the front door, he considers. It is here that 
he shows the larger or more bulky lines, such as snow 
shovels, brooms, ash cans, fireplace fixtures and other 
similar lines that he wants to display prominently. 
The one window, too, comes in for the usual weekly 
or semi-weekly change. 

Asked why he had entered the business, he ex- 
plained that he had wanted to be a hardware dealer 
for some time, saw his chance and took it. His people 
own a big farm out West but he prefers to be a mer- 
chandiser. Still another thing about him is that he 
has had quite a bit of experience in the building and 
contracting field and, on top of his busy store life, 
he has secured numerous glass and paint contracts 
locally. 
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The Gage of a Gentleman 


By Harry Botsford 


spect for the other fellow’s time. I do not 
know if this gage of a gentleman is strictly 

original or not. That is beside the point. I do know 
if I were engaged in a business where my employees 
came in contact with the public 1 would have that 
gage inscribed and placed in prominent places where 
each of the workers might see it frequently. I feel 
that if I could “sell” my employees on that point and 
“sell” them so thoroughly that they would make it 
their very religion—if this could be accomplished I 
would have no fear of any competition for competi- 
tion would be left far behind breathing our dust. 

We need more gentlemen in business today. That 
holds good in every line of commercial endeavor and 
it holds good from the truck driver right up the line 
to the executive head of the organization. 

I have a vast respect for the individual who shows 
a proper respect for my time. I feel, when I do busi- 
ness with him or when we come in contact, that he is, 
in the final analysis, the chap who renders service. 
When the time comes for me to make a purchase, for 
example, I want to feel that the salesman (for the 
clerk is no more) is there to devote his time, his energy 
and his intelligence in serving me with what I want in 
the quickest possible time. When a salesman shows 
a proper respect for my time I feel that he must be a 
good salesman for he likewise values his own time 
and places a premium on it by not wasting it in idle 
gossip or otherwise. 


GENTLEMAN is one who shows proper re- 


Negative Salesmanship 


When I ask for a certain item and the salesman 
cannot find it; when the final process of closing the 
sale is indefinitely delayed because of some avoidable 
delay, I feel that I have been mulcted of time—that 
I have been literally cheated. That salesman has not 
shown a proper respect for my time because he has 
neglected his own time in failing to spend some of it 
in becoming familiar with his stock. And that is 
negative salesmanship. 

The salesman or the employee who takes a half 
hour to explain away the fact that his organization 
does not carry in stock something for which I asked 
is like wise failing to show regard for my time. 
Napoleon once sharply took to task certain of his 
generals who made long and lengthy reports. “Give 
me more head and less tongue!” he said tartly. More 
than one head of an organization might say the same 
to his workers. 


Time Cannot Be Sold Across Counter 


Success in business depends solely on the amount 
and kind of energy expended. When the customer’s 
time is wasted energy is being sadly dissipated—the 
worker is wasting time: his own and that of the 
Time is the most valuable of all com- 
Every other item in the world may be 


customer. 
modities. 


replaced. But time cannot be sold across the counter. 
If you waste it you cannot replace or duplicate it. 

When I say that business needs more men who show 
a proper respect for the other fellow’s time, I do not 
necessarily mean that every transaction should be 
hurried; “How do you do? Here’s what you want? 
Thank you. Good bye!” Some customers demand 
that sort of attention and they deserve it. Give it to 
them—show respect for their time. 

But when a customer is inclined to be leisurely 
about a purchase, when he is inclined to take his own 
time to closing a deal—then, if you are a gentleman, 
play his game. He unquestionably feels that the mat- 
ter is of sufficient importance to warrent some deliber- 
ate thought. If you attempt to hurry him you disturb 
his habit of thought. The transaction hangs fire and 
may be definitely postponed; or it may be completed 
to your satisfaction but not to the absolute satis- 
faction of the client or customer. 

A tremendous hotel business is builded around the 
slogan so familiar that we all know it: “The guest is 
always right.” How infrequently is the customer 
wrong? Seldom! Unreasonable, perhaps, but not 
entirely wrong. If you show a proper appreciation 
of the value of his time almost any minor or major 
difficulty may be adjusted. 


Training Salesmen 


One of the most successful of all chain retail es- 
tablishments owes much of its success to the train- 
ing that is given to its sales people and no small 
portion of that training is devoted to the simple busi- 
ness formula of respecting the other fellow’s time. 
Perhaps you have noted this in your contact with the 
United Cigar Store salesmen. How well the em- 
ployees know their stock! They are able to lay their 
hands on any brand you mention and there is never 
a question of price—price is a known quantity. You 
find yourself walking away from the store and con- 
templating pleasantly the celerity with which the pur- 
chase was made—how your change came to you, the 
courtesy of the salesman and his brief but sincere 
thanks. 

When people leave your establishment do they feel 
that you are a gentleman? Do they feel that you have 
had a proper respect for their time? They are en- 
titled to that feeling. 

There are two retail establishments in my home 
town that I never enter. The owners of both of these 
commercial institutions are good friends of mine. But 
I do not buy there because they spend entirely too 
much time in needless talk about things I haven’t 
time to discuss. They are gentlemen in every respect, 
save one, I like them; but I buy elsewhere. 

The buying habits of an individual are an interest- 
ing study. Personally, I am no exception. I am the 
ordinary customer. But I am a busy man and I want 
my time conserved as far as possible. 
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Lyford Sells ‘Toys Every Day— 
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Has Permanent Department 
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Lyford’s own Toy Show on the second floor of the store. At the extreme right you can see the shelving and sales 
counter which comprises the all-year toy department of this progressive Torrington, Conn., firm 


business is done in the months of November 

and December, toys are an all year line with 
this Torrington hardware store, and some business is 
done every working day of the year. Since January 
1 of this year, the all year toy section has averaged 
from $15 to $20 per day. 

Ted Lyford, who has charge of radio and sporting 
goods for the Lyford Hardware-Sporting Goods Co., 
also handles the toy business and is very enthusiastic 
about this line. “Toys bring new people to the store 
all the time,” he says. This morning a stranger came 
in for some plaything which would help amuse her 
little daughter, confined to bed with a touch of grippe. 

“This is not unusual, as February and March are 
usually the ‘shut-in’ months for young kiddies. They 
get colds and other ailments which confine them for 
a week or more. It is perfectly natural for parents 
and friends to buy them toys during this ‘shut-in’ 
period, 


"[ bsines seventy-five per cent of Lyford’s toy 


“Our gross business in toys last year amounted to 
more than $4,000. About three-fourths of this was 
done in November and December. The first week in 
November we opened our own toy show, using the 
entire second floor. We advertised the show in our 
local paper, painted ‘Toy Show’ on our upper windows 
and displayed toys in the window. This was our 
fourth annual toy show. During the last ten days of 
Christmas shopping we had from 150 to 250 people 
per day at the toy exhibit 

“Our display tables bore samples only. These were 
numbered and priced. Our selling stock was kept in 
the shipping room. By having only a sample line on 
display we were able to assure each customer of a 
rew untouched, unmarked toy. Two extra girls were 
necessary. 

“During the year we run one window display per 
month on toys and find there is a twelve month market 
for playthings. Toys are profitable and they enable 
us to round out our sales curve in the last two months 
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of the year. There is also an important gift sale all 
year round. There is never a month without birth- 
days. Birthdays mean presents and for young kiddies 
nothing is more appropriate than a good toy, as a 
birthday present. 

“We feel that every hardware dealer could handle 
toys profitably if he uses some discretion in the buy- 
ing, displaying and selling. Toys are easily sold. 
They are interesting and prospects are readily 
interested.” 

At the recent Ohio hardware convention the most 
popular discussion was that devoted to the advisability 
of handling toys in a hardware store. With the pos- 
sible exception of some stores located in down town 
congested districts in large cities, the opinion was 
that toys could be and should be handled at Christmas 
time and if space permitted throughout the remainder 
of the year. 

In this diseussion Henry Horn, Toledo, told how he 
started selling toys two years ago. His Christmas 
sales were $600. His line consisted of miniature 





OWING the store front of the Lyford Hard- 

ware-Sporting Go Co., Torrington, Conn., 
during the company’s recent Toy Show. Note the 
advertising notice of ‘this event on the upper win- 
dows. The stove display visible above the street 
window levels is on the store’s display mezzanine. 
This latter feature gives the store two sets of dis- 
play windows easily visible from the opposite side 
of the street. The Toy Show is on the second floor 
proper, the same location used last fall for the 

Lyford Radio Show 





‘trucks, electrical trains and small toys. The second 
year he did better and today he has a permanent 
show case display of toys and finds this line attracts 
attention, new business and brings in a good margin. 








March 11, 1926 


A. Zettler, Columbus, said he believed the possi- 
bilities of handling extra lines in a hardware store 
were almost unlimited and that he gave his most 
valuable space to his most profitable lines. 





Toys Make Business Brisk 


OYS hold the center of the stage, the middle 

aisle, at the hardware store of Smith & Brownel- 
ler, Greensburgh, Pa., in the month of December. To 
these hustling merchants, it is the children’s time of 
year especially, and they draw so many children and 
adults to their place of business that they just can’t 
help selling other hardware articles, too, and lots of 
them at that. 

“Sure, we give toys right of way, and, of course, 
we specialize in them,” declared C. E. Smith, junior 
member of the firm, who drew a sharp line between 
standard toys and others that are not standard. “We 
lay off on all the frail stuff. For that reason, we do 
not sell imported toys. American makes, in our 
opinion, are much more serviceable.” 

In this busy store, love for childhood plays large 
part in the success that has drawn them more or less 
instinctively. Two large windows are dressed ex- 


clusively with toys during the entire Christmas sea- 
son. A Santa Claus does his part, but a member of 
the firm who delights in making children happy de-.- 
votes his entire time to the central tables. He under- 
stands them; they understand him. Parents, too, 
understand; even busy men who stop to examine the 
operation of the electric trains or other mechanical 
features. 

Their total sales run high and the losses are small. 
Smith does not worry over the unaccounted-for pieces 
and parts. Clerks that sell toys do nothing else, and 
are, therefore, close by. He insists that thefts are 
largely as the merchant makes it. 

Habit, in the opinions of these aggressive merchants, 
plays large part in the conduct of later life. With 
that idea in view, they expect that present-day toy 
sales mean future guarantees. 
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Toy Fair Attracted Many Hardware Men 


a New York nor an annual New York Toy 

Fair, but there were “toys” as evidenced by 
the cut, on the left, which portrays four playthings 
used in the year 400 B.C. Their counterparts in 
the 1926 A.D. models, shown on the right suggest 
the progress of these intervening years. These 
ancient playthings now in the British Museum 
suggest that our toy designs are not strictly orig- 
inal, but a visit to the 1926 New York Toy Fair 
convinced many hardware men that our present 
day American made toys and dolls are second to 
none, are finely made, will finished and easy to sell 
in hardware stores. The ancient toys are made 
of pipe clay. 

The fair ran from Feb. 1 to March 6. Attend- 
ance and actual sales surpassed all previous years. 
The toy industry is well pleased with the efforts 
and investment placed in this monster trade fair, 
which enabled an estimated 5000 manufacturers 
to show their wares. Exhibits were at the Bush 
Terminal Building, the Fifth Avenue Building, 
the Breslin Hotel and the Hotel Imperial. The 
first two exhibits are permanent features. 

One of the most interesting facts of the 1926 
New York Toy Fair is the report from a majority 
of exhibitors that this year’s attendance by whole- 
sale and retail hardware men has been unusual. 
A complete record of hardware men who attended 


Ts thousand years ago there was neither 


.is not available, but two or three exhibitors gave 


us the following list of well-known hardware firms: 

House-Bond Co., Memphis, Tenn.; Van Camp 
Hardware & Iron Co., Indianapolis, Ind.; Gray 
Hardware Co., Coshocton, Ohio; Simons Bros., 
Boston, Mass.; Hibbard, Spencer, Bartlett & Co., 
Chicago, Ill.; Belknap Hardware & Mfg. Co., 
Louisville, Ky.; Supplee-Biddle Hardware Co., 
Philadelphia, Pa.; Scott Hardware Co., Salt Lake 
City, Utah; Thibaut & Mautz Bros., Marion, Ohio; 
Carlisle Hardware Co., Springfield, Mass.; P. M. 
Herron Hardware Co., Auburn, N. Y.; Swank 
Hardware Co., Johnstown, Pa.; Moose Jaw Hard- 
ware Co., Moose Jaw, Canada; Salt Lake Hardware 
Co., Salt Lake City, Utah; Hall hardware Co., 
Fairmont, W. Va., Klingersbuth Hardware Co., 
Vandergriff, Pa.; Williams Hardware Co., Clarks- 
burg, W. Va.; Vim Cycle & Hardware Co., Buffalo, 
N. Y.; Phillips Hardware Co., Phillipsburg, Pa.; 
E. K. Owens Hardware Co., Susquehanna, Pa.; 
Kirk, Hutton & Co., New Castle, Pa.; Walz Hard- 
ware Co., Saginaw, Mich., and H. W. Morse, Meri- 
den, Conn. 





The toys shown on the right were loaned by ex- 
hibitors. The duck at the top was loaned by Stein- 
mann Toy Mfg. Co., and the stuffed doll astride it 
came from Albert Bruckner’s Sons. The dressed 
doll was furnished by Domec Toys and the stuffed 
dog, horse and monkey were loaned by Davis & 
Voetsch, all of New York City. 
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Beating the Peddler by Peddling 


It is really surprising how many good merchants are doing it— 
as they told it at the Pasha Meeting 


T happened at a session of the 

Pennsylvania and Atlantic Sea- 
board Hardware Association conven- 
tion in Philadelphia. Bob Murray of 
Honesdale was handling the question 
box, and we were lolling back in our 
editorial chair, listening in. First, 
they took a crack at the old bugaboo 








of turnover, drifting from that to the 
mail order houses and the chain 
stores. Finally somebody mentioned 
the Glorified Peddler, and things be- 
gan to happen. 

There seemed to be a general im- 
pression that the peddler is a menace, 
and that the only way to keep him 
from gobbling up all the profitable 
lines is to beat him at his own game. 
In other words, to do a little can- 
vassing ourselves. 

Theodore Romaine of Hackensack, 
N. J., started the ball rolling with the 
remark that he didn’t do any canvass- 
ing, but that he had it under consid- 
eration. “If any of you fellows can 
tell me it’s a good thing,” he added, 
“T’d like to hear from you.” 

Frank A. Hegner of Sewickley, Pa., 
was the first to answer. Frank is a 
thinker and a student of economics; 
in addition, he is a practical business 
man. 

“We canvass successfully,” he said, 
“and we get business we were never 
able to get by the old methods. We 


were 





ee 





are taking on new lines all the time. 
I have a brother who is a ‘crank’ on 
farming; also he believes in letting 
the farmers know what we have for 
sale. Last year we sold eighteen car- 
loads of feed, due directly to his being 


By Llew S. Soule 


out among the farmers three or four 
days a week. We sell incubators, 
brooders, poultry feed and accessories. 

“We went out after shingle busi- 
ness, too, and got it, but if we hadn’t 
gone after that business it would 
never have come to us. When my 
brother or I are not calling on the 
trade we see what the people in any 
particular neighborhood need. We 
jot down those needs, get a list of the 
prospects, and go after them. Yes, 
we are dead sure it pays.” 

John Laird of Wylandville came 
next. “Fellows,” he said, ““we do con- 
siderable canvassing in a territory 
with a radius of about ten miles, and 
unless we did canvass we would not 
get anything like our share of the 
trade in that territory. I believe that 
every day a canvasser 1s out he will 
at least make his expenses, and many 
days he goes way beyond that. In 
addition, he brings in the prospects to 








whom future sales are made. I be- 
lieve canvassing pays and pays well.” 

Right there Bob Murray took an 
active hand in the game. Bob knows 
how to merchandise and up in his 
bailiwick the Glorified Peddler hasn’t 
a ghost of a show. 

“T don’t know how the rest of you 
find it,” he said, “but in our store we 
don’t need so many clerks in January 
and February as during the rest of the 
year. Instead of five being necessary 
to do the work, three can handle it, so 
the other two take out samples and 
start canvassing. You’d be surprised 
at what you can do with the right sort 
of salesman. We gave one man the 
idea of selling fire doors, and he got 
so in the habit of selling doors that he 








even sold the iron doods for the Wayne 
County Jail. He had never sold doors 
before. We sold $5,000 of incubators 
by canvassing, and found it profitable. 
Whenever we have a slow day and 
don’t need all the heip we grab a 
vacuum cleaner, or some other good 








item, and tell the boys to go out and 
sell it.” 

Just then somebody wanted to know 
if canvassing should be confined to in- 
cubators and roofing and such things. 
He wondered what other kinds of 
hardware would sell by canvasser. 

That brought Hugh McKnight to 
his feet. Hugh is a live wire retailer 
who hails from Pittsburgh and who 
meets his competition as he finds it. 

“We canvass the architects on 
builders’ lines,” he said, “and we have 
three or four inquiries per day. We 
have two men doing outside selling on 
nothing else but builders’ hardware.” 

About that time we lost track. The 
old editorial pencil wouldn’t' or 
couldn’t work fast enough. Those 
Pasha fellows were all trying to talk 
at once, and every one of them took 
the attitude that the retail hardware 
man must get out and sell his goods if 
they are to be sold. 

One fellow by the name of Mooney 
finally managed to get the floor to 
himself and said: “Our firm can- 
vasses—you bet it does. There are 








some things we handle in our terri- 
tory that there would be no use han- 
dling at all if we didn’t canvass. We 
always had good success with it. 
Why, you can’t sell washing machines 





(Continued on page 90) 
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“‘Tdeal’’ 


More About “X-Rays” 


By Saunders Norvell 


President 


ENJAMIN FRANKLIN was certainly a wise 
B old guy. He said—“Take care of the shop 
and the shop will take care of you.” This 
business has certainly been good to me. I started here 
a poor boy, as green as a gourd. I owe both my 
material and welfare and my mental development to 
this business. All my best and finest associations and 
my warmest friends are here around me in this or- 
ganization. Of course I take a vacation occasionally, 
mainly on account of my family, but I must confess 
I do hate to leave the business. When I am away, 
how I do miss the pleasure of going over my morning 
mail! Reading letters every day from, and meeting, 
friends, salesmen and customers from all over the 
country is surely a lot of fun. My mail is always inter- 
esting. This daily contact with customers and sales- 
men is a greater pleasure to me than taking tea with 
a foreign nobleman at the Plaza. I guess I am too 
much in love with the old shop. It does seem to me 
that as the American business man has fallen more 
in love with his business, the American woman has 
fallen more out of love with housekeeping. It is 
really dangerous to derive too much satisfaction from 
your business associations. When one is too happy 
in business, outside comparisons are sometimes 
odious. 

Well, well! We certainly have a splendid staff of 
fellows around here and as I grow older, my duty is 
to unload more responsibility on these younger men 
growing up. They must carry on after I am gone. 
Posibly my greatest value to the business would be 
just to sit around, study the figures and advise the 
boys. However, they must take on the responsibility. 
Let them make their mistakes. There is no better 
way for an intelligent man to learn than by making 
mistakes. 

Then, it seems to me that I can do more good here 
in this business among our heads of departments and 
employees than I could by figuring out how much 
money I can leave to some art museum. Really, after 
all, as a matter of fairness and justice, all the surplus 
that comes out of a business should go back into the 
business. I must study the people around me a little 
more carefully and see what I can do to help them 
along—to develop them and make them happier. No 
paternalism—lI do not believe in that—but what is the 
matter with real friendship, sympathy and good will? 


Vice-President 


Say, ain’t the old man a peach? If he were to tell 
me to go right out here on the Brooklyn Bridge and 
jump in the river, I sure would do it. How patient 
and good-natured he has been with all my failings! 
If it had not been for his example, advice and en- 


couragement, where would I be today? He has surely 
been a good friend. I guess he had his troubles when 
he started to make his way upward in the world and 
he has not forgotten them. He remembers what it 
means to be dead broke with sickness in the family. 
He knows. No, sir! No one ever heard the old man 
complain. He just takes his medicine when life gives 
it to him like the good old sport he is. I wonder what 
I can do to show my appreciation of what he has done 
for me. I wonder how I can make him happier. 

I guess the best way to show my loyalty to this 
company and to the old man is just to stick around 
close—to watch every detail—to see how we can re- 
duce costs and increase efficiency. One thing—we 
haven’t any traitors in our bunch. We all stand to- 
gether. Nothing is more dangerous to any organiza- 
tion than the man who puts his personal interest 
above the interest of the business and who throws 
a monkey wrench into the machinery by whispering 
criticisms and sowing discord. We are lucky not to 
have any of that element with us. 


Sales Manager 
There isn’t a stronger, better sales organization 
anywhere in this country than we have right here. 
I wouldn’t exchange our bunch of salesmen for any 


' Other in the country. There is no greater delight in 


the world than to see a loyal, energetic, intelligent, 
well-trained force of salesmen on the job out after 
and getting the business. Yes, sir! Of course, now 
and then we get a salesman who is not right—whose 
mind does not function straight. Well, he either 
changes mighty quick arfd gets in line with our other 
boys, or he gets out. Only the straight shooters can be 
happy on our sales force. Now, I don’t want you to 
think that I am boasting. I wouldn’t do that for a 
minute, but whenever I push the button, every one of 
our selling bells rings. No, sir! No one grounds the 
electric current. They are all good conductors. When 
we think out a plan, organize a selling campaign here 
at headquarters and lay our plans before the boys, 
they just take hold and function like one man. Take 
it from me, the hardest part of my job is not driving 
the boys but holding them back! Handling this sales 
force is like riding a thoroughbred horse. 

Quotas? Certainly we have quotas. Would you 
play a game of golf or bridge without keeping the 
score? Where would the fun be? Would you have a 
running race without having anybody holding the 
stop watch? No much. We play this business just 
like a game. All of us are interested and there is no 
better fun than watching the winners. 


Salesman 


Well, I sure am sorry for some of my friends 
among salesmen who travel for other houses. It is 
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surprising how much our house does to help us sell 
goods. They help us in every big and little way. A 
man would certainly be a dead one if he could not 
make good for this organization. 

Then, that sales manager of ours is one of the finest 
fellows who ever wore shoe leather. His letters are 
always encouraging. When he calls us down, he 
knows how to do it. He doesn’t break our spirit. Say, 
I would rather be fired by him than hired by some 
others I know. He just seems to enjoy helping a fel- 
low and then, whenever you put over a good one, you 
can count on his noticing it and sending along his 
congratulations. 

However, the best thing of all is that he knows the 
game. Before he was sales manager, he traveled for 
years. He worked the water tanks. He called on the 
general trade. Afterward he sold jobbers. He knows 
all the handicaps and troubles a salesman meets. No, 
sir! He never asks us to do anything he wouldn’t do 
himself. We are never given a quota that is beyond 
our ability to reach. Of course, we work hard, but 
working the way we work is a real pleasure. Be- 
sides that, it is interesting year after year to see our 
little bank account getting larger and larger. You 
bet next month I pay off the mortgage on my little 
bungalow and I will have it nice and free. I actually 
have to watch myself not to become too much in- 
terested in the business. Friend wife says she is 
getting jealous. I tell her the women of the country 
should get together and organize a bureau to learn 
how to handle husbands. But say, you ought to see 
her reading our Monthly General Letter! She is just 
as much interested as I am in what all the boys are 
doing, and if little Willie isn’t somewhere near the top, 
he had better look out! Every house should send their 
Monthly General Letters to all the wives of their sales- 
men. It would start something. 


Credit Man 


My problem is how I can increase my value to this 
business. It is, of course, easy to turn down accounts 
and quarrel with customers. Just think of the 
amount of business and the number of customers hard- 
boiled credit men lose for their houses. The great 
art in handling credits is not to lose too much money 
in the way of bad debts, but at the same time to give 
energetic young merchants without much capital a 
chance to get started. When they are successful, they 
will not forget that they have been helped over some 
bad places. The test of a credit man is the kind 
of good judgment he uses in taking chances. It 
surely doesn’t take any ability to always play safe. 
You see, here in this business our sales manager and 
myself are strong personal friends. I like him and 
he likes me. Whenever the question of credit on a 
new account comes up or when there are slow pay- 
ments or an extension is to be granted, our sales 
manager and myself just talk matters over. Natur- 
ally I stick close to the figures, but as he is well posted 
on our customers, frequently he gives me a personal 
slant that helps. Sometimes we both agree to take 
a chance and help a lame duck along. Now and then 
we get our feathers singed, but on the other hand, 
we have built up some accounts by handling credits 
properly that we would like to see some competitor 
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take away from us. It would be some job. I realize 
as a credit man that I can do a good deal to help sales 
and I try to do it. 

Stock Clerk 


Say, Jimmy, look at this order from Bill Smith. 
Ain’t Bill a bird? I love to get out his orders. You 
know, he used to be a stock clerk and he writes up 
his orders in fine style. All of his instructions are 
clear. He never forgets a number or a size. 

I am studying every order carefully. I am study- 
ing prices. At the end of the year I am going to 
tackle our sales manager to put me out in the city. 
You know, he always tries them out in the city first 
—breaks the boys in on city trade where expenses are 
light. Did you ever hear this joke on him? The 
boys say that every now and then he picks out a stock 
clerk and says: “Thirty days in the City Department 
for you.” You see, he is always hunting for good 
material—makes experiments—gives the boys a 
chance. What I like about this house is that they 
study the people already in the business and try to 
push them forward instead of always bringing in a 
lot of outsiders—not to mention relatives looking for 
a snap. Did you ever see the sales manager walking 
around the house? You know, he is sizing up the 
boys. He is always looking for new salesmen. I 
heard of a boy who attracted his attention once by 
wearing a black and white sweater. He asked who 
that stock clerk was that was trying to look like a 
zebra. That sweater made that boy’s fortune. It 
pays to be different and advertise. 


Shipping Clerk 

By gosh! How we all had to work yesterday to 
catch that ship for South America! There isn’t an- 
other ship that goes to that out-of-the-way port for 
thirty days. If we had missed that ship, it would 
have been a shame. However, by everybody work- 
ing together, we just made it. Four or five of us in 
the shipping room didn’t have time to take an hour 
for lunch, but I guess most of us eat too much, any- 
how. I don’t want to boast, but I do not believe there 
is a better Shipping Department anywhere in this 
town than right here. If we can’t get a shipment off 
right on time, nobody can. No, sir! We don’t find 
any lost boxes around here the day after the shipment 
goes forward. We don’t have to sneak these lost 
boxes along afterward on a separate bill of lading. 
We’re systematic, we are. We use our heads. We 
check up as we go along. We don’t wait until the 
truck backs up and then find boxes short. 


Claim Manager 


Of course, in every business something will occa- 
sionally go wrong, but our record is really getting 
better and better. After awhile there won’t be any 
job for me at all. Every now and then some customer, 
without getting the facts, becomes excited and shoots 
a hot letter at us. Gee, whiz, when one of those let- 
ters comes, I remember what the boss once said: “Be 
as wise as a serpent and as gefitle as a dove.” We do 
not answer back in the same tone. We are always 
gentle. The best way to make them ashamed of 
themselves is to answer them like a gentleman. When 
they report a box short and jump at us for not ship- 
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ping it, we just politely refer them to their bill of 
lading and to their local freight agent. Possibly the 
trouble’s there. When they write about our slow ship- 
ping, we just look up the facts—the date the order 
was received, the date of our bill of lading. Sometimes 
when a customer is mad, he forgets that we do not 
work on Sundays and also that once in a while we 
observe Christmas, New Year’s and Thanksgiving. 
Sometimes they do not think that when mail reaches 
us Sunday morning, we do not get it until Monday and 
naturally it is impossible for us to ship Sunday after- 
noon. However, our job is just to take it in the neck 
and turn the other cheek. As the old man says: 
“Boys, just dig up the FACTS. Dig up the Facts. 
Don’t develop high blood pressure. Keep cool and 
stick to the FACTS.” You know, one day I heard 
the boss say: “Any d.f. can get mad, but it takes a 
wise man to keep cool.” 


Factory Worker 


How quickly the hours pass! The whistle blows 
almost before I get started. There is nothing like 
being interested in the goods you are making. Of 
course, there is no question about it that we make 
better goods than any other house in our line, but 
still, I have an idea that with a little more care and 
thoughtfulness, we can do better. Making first class 
goods is a joy and a delight. You know, it just makes 
me shiver when I see a label put on sideways. Every 
such label stands for inefficiency—bad thinking, care- 
less work, indifference to the interests of the business. 
Every straight label means plenty of good sleep, clear 
eyes and a good conscience. How lucky we are to be 
in this country with our splendid working conditions 
and high wages! It is just good luck that we hap- 
pened to be born in the U. S. A. instead of in some of 
those foreign countries where they seem to have noth- 
ing but trouble. No wonder those poor people are 
simply dying to get into this country. Just the same, 
I guess it is best for us to take them in gradually 
They might not assimilate if too many of them came 
in at once. This country, of course, is the hope of 
the poor and downtrodden of the entire world, but we 
don’t want too many of them all at once—no, sir, not 
all at the same time! 


Modern Accountant 


Now, just look at that balance sheet. Did you ever 
see a nicer, cleaner sheet than that? Look at those 
quick assets and quick liabilities. Five to one. That 
statement would make any bank come down 1 per cent, 
without blinking an eyelash. Besides that, we happen 
to know that our inventory is right. Not only cost 
or market—whichever is lower—but even slow-mov- 
ing items have been depreciated. The old man is not 
milking this business. He wants to know when he 
sees figures that the figures are right. Look at those 
reserves set up against bad debts, against deprecia- 
tion of inventory. Look at the depreciation he takes 
all down the line. You bet I wish I had money to buy 
out this business on these figures, but I guess it 
couldn’t be bought. Running this business is too easy. 
Look at that cash balance. You just can’t keep it 
down. First quality goods—first quality customers 
and a first quality organization—easy money! 
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Customer 


Well, in the first place, the quality of the goods is 
right—never any trouble in the way these goods are 
made. Then, the goods repeat. When a consumer 
buys this line once, he always wants the same brand 
again. No worrying about the inventory when one 
buys this line. Besides that, when we order the goods 
they are always shipped promptly. This manufac- 
turer always seems to have the goods on the shelves 
ready to ship. It certainly does help turnover to be 
able to get goods promptly just as you need them. 

Then, look at the packages in which these goods are 
put up. Some care and thought, I should say! Names, 
numbers and sizes all in large type. Selling helps and 
descriptions for clerks and customers in every pack- 
age. 

Another thing: This concern surely has good pack- 
ers. No careless work—no breakage. Carefully 
selected packing cases. Look at these invoices—all 
cleancut and clear—no fool mistakes. Do you know, 
I never saw a price error or an extension error from 
this house. They must double-check everything. 
Some pleasure to buy from this outfit! 


Controlling Stockholder 


No, I guess this business is not for sale. You see, 
a well established business with the good will that we 
have is better than a franchise. Investment absolutely 
safe; dividends regular. Suppose we did sell out or 
consolidate. What would we do with the money? It 
does seem foolish for a man to sell stock in the busi- 
ness he own and knows all about, and then take the 
money and buy stock in some other business about 
which he knows nothing. No, sir! No South Sea Isles 
for me! What is the matter with Atlantic City or 
Long Beach? It is the same ocean and not so far from 
Forty-second Street! 








A Radio Thought 


How often have you picked up the telephone receiver 
to have your most recent radio customer tell you that 
the tubes weren’t burning as brightly as they should 
be and were crabbing the whole program. Many times, 
and so has everybody else who ever sold a battery 
operated radio receiver. If you have a battery charg- 
ing station in connection with your radio department, 
you have solved the difficulty by sending around a 
fresh battery and collecting the other for charging. 
If you haven’t you explained the source of the trouble, 
and sent a prospective customer for radio, hardware 
and other lines right into the arms of a competitor. 
It’s all right to be an altruist but it’s another thing 
to be just plain dumb. A battery charging station is 
a logical and highly important adjunct to your radio 
department. It keeps the store in touch with set 
owners and enables it to use some real salesmanship 
—providing, of course, it’s that kind of a store. 
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The Single Stroke Roman 
Alphabet 


Chapter Four 


By Joseph Bertram Jowitt 


willing to devote from one to three hours on 
his first attempts. By exercising patience and 
perseverance he will soon be able to produce in one- 
half hour what initially required two or more hours. 

The longest way round is the shortest way there. 
Practice alone makes perfect in show card writing. 
Brush manipulation and single stroke perfection first, 
and speed will naturally follow. Some beginners at 
this well-paying commercial art give up too easily, 
particularly where they are not in a position to receive 
personal instruction and encouragement from one who 
is qualified to teach. 

Think what a beginner a few years back was up 
against. He had to cut and trim his own brushes, 
which had then to be “broken in” before they would 
make clean cut single -strokes. He had to mix his 
own colors with mortar and pestle and be satisfied 
with uncoated surface cardboard to work on. 

Everything is different nowadays due to this won- 


BEGINNER at show card writing should be 


derful age we are living in, and it is the “live wire” 
who takes advantage of special opportunities like 
this and reaps the benefit in dollars and cents. 


The Basic Strokes 


The twenty-six letters of the Roman alphabet are 
divided as follows: 

First come the basic angle strokes used in forming 
the capital letters A, K, M, N, V, W, X, Y, Z. 

Next come the horizontal strokes used in forming 
the letters A, E, F, H, L, T, Z. 

Then the perpendicular strokes, which are the basic 
strokes used in forming letters B, D, E, F, H, I, J, 
K, L, M, N, P, R, T and Y. 

And finally the half-round or crescent strokes used 
in making the letters B, C, D, G, O, P, Q, R 

By a study of the alphabet plate, the reader will be 
able to connect these strokes in the rotation in which 
they are named. 

Anyone’s first attempts at show card writing are 
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Flower & Vegetable 


SEEDS 


naturally awkward and apt to be a little discouraging. 
It all looks so easy and sounds so simple that the 
beginner who takes a red sable brush in hand for the 
first time finds it is not so easy to make each stroke 
go just where he wants to. 

One reason for this is that instead of practising on 
the different elements or strokes first, he endeavors 
to form perfect letters. A beginner should become per- 
fectly familiar with all the different elements of a 
single letter before he attempts to construct the let- 
ters as a whole. 

The Roman letters V, W, X, Y, Z, shown herewith, 
constitute the final installment of this series. 

These letters are known as the angle letters. The 
elementary practice strokes are shown on top line, the 
arrows point the direction the brush should take and 
the small numbers their sequence. The heavy strokes 
should be made with the full width of the brush when 
flattened out, and the thin strokes with the tip end of 
brush without using any pressure. 





Practice—Practice 


Only a consistent plan of practice will bring forth 
success in this line. Spasmodic attempts are of little 
or no use. Fifteen or twenty minutes each day will 


GARDEN 





be much more beneficial than would one or two hours 
at a time now and then. No one should practise at 
anything for so long a time that they become tired or 
weary of it. 

In practising, it is not the idea of how much space 
one covers that brings the best results. A systematic 
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plan such as writing out words, instead of practising 
A, B, C, ete., over and over again. For instance, in the 
following sentence will be found all the letters of the 
alphabet: “The quick brown fox jumped over the lazy 
dogs.” 

The nine words may be laid out on a card in many 
different ways, thereby giving the beginner an idea 
of spacing between letters and words and also general 
layout. 

Practical Signs 


Brown and black show cards lettered in white ink 
lend a dignified appearance to the interior of the 
hardware store. In fact, they are the most practical 
of all shades or colors for the spring and summer 


eke 
vt RADIO 


- Accessories 





season for they will not show dust or marks of han- 
dling, the white lettering being plainly visible even 
in the darkest corners. 

Of course they are not particularly recommended 
for “special sales” or for window display signs that 
must be changed frequently, but for permanent signs 
to hang over each counter or department, such as 
RADIO, SEEDS, PAINTS, CUTLERY, AUTO AC- 
CESSORIES, etc, they will be found practical and 
valuable. 

Heavy mat cardboard comes in sheets 30 x 40 in. 
This allows a choice of two sizes of signs, say 8 x 40 
in. or 5x 30 in. If a thin strip of wood is nailed at the 
top, this will prevent the card from warping or curl- 
ing. The best way to display them is to suspend each 
one on black invisible wires hung from ceiling. 

The beginner will find that white lettering on black 
cardboard is much easier than black lettering on white 
cardboard; the little details such as sharp corners or 
spurs do not have to be made so exacting, particularly 
when the show card is to be read at some distance. 
A good way to lay out lettering on black cardboard is 
to sharpen a piece of common white chalk to a point. 
This can be done by drawing the knife towards you 
without breaking the chalk. An old piece of chamois 
will be found the best thing to remove chalk marks 
from cardboard. 

Regular show card brushes are made of pure red 
sable hairs and are seldom made over one inch in 
length. They are so well made that they require no 
breaking in. The most popular sizes are No. 4, No. 6, 
No. 8, No. 10 and No. 12. 
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Virginia Retailers Discuss 
Chain Store Competition 


Harry B. Price elected president, succeeding W.T. Pace; Thomas B. How- 
ell, reelected secretary and treasurer, and Robin A. Frayser reelected 
assistant secretary at Seventh Annual Convention of Virginia Retail Hard- 


ware Association, held in Richmond, Feb. 23-25 





was held in Richmond, Va., at the Jefferson 

Hotel. Feb. 23, 24, 25. From 8.30 a. m. to 10 
a. mM. was given over to the registration of members, 
visitors and exhibitors which was in charge of Bob 
Frayser who extended the glad hand and properly 
instructed the delegates and furnished them with a 
badge. 


(i seventh annual Convention and Exhibit 


Opening of Convention 


The convention was called to order by the president, 
W. T. Pace, after which followed the song “America.” 
There was an invocation by the Rev. E. C. Pedrick, 
then came community singing led by D. V. Blayney 
after which followed the president’s report which was 
as follows: 

“As your president it gives me great pleasure to 
welcome every one of you to this our seventh annual 
convention. Your attendance upon the sessions of 
this convention indicates to us your interest in your 
association work, and encourages your officers in their 
efforts to carry on. 

“We should feel encouraged and gratified that our 
membership in Virginia has held together so well, 
numbering at present 531, showing a net gain of 
eight for the year 1925. We consider this an excellent 
showing, inasmuch as many organizations throughout 
the country have shown a decline in membership. 
According to the letter of our National Secretary of 
Jan. 9, 1926, we now have a National Membership of 


21,689 as of Jan. 1, 1926, showing a membership loss 
of only eight for the year 1925. This is a splendid 
showing in the face of adverse conditions, and we have 
no doubt that we shall have a good increase in our 
National Congress in June. 

“Three group meetings have been held in the State 
during the year with good attendance. These meetings 
should be held more regularly, and should have pre- 
arranged programs. If our members will attend these 
meetings, they will add much to the progress and 
growth of our State association and they will be help- 
ful to the dealers in solving many of their most serious 
difficulties. 

“We heartily recommend and sincerely hope that we 
may be able to secure the necessary funds and a suit- 
able field man for at least part time service in the 
future. With the aid of the National Retail Hard- 
ware Association this man can go into the stores of 
our members where needed, and give great assistance 
in the arrangement of their stocks, methods of ac- 
counting systems, advertising, etc. While referring to 
the National Retail Hardware Association, let me say 
that every member of our association should feel proud 
of the great work being done by our National officers 
for the retail trade as well as the useful service being 
rendered to our National Administration in their 
economical research conferences. 

“The past year, we fear, has not produced as desir- 
able returns upon capital invested and efforts put 
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forth by the average retailer as we may have antici- 
pated or deserved; but to the most of us who planned 
wisely and made use of intelligent, efficient merchandis- 
ing methods, some progress has been made. An ex- 
tended drought in some portions of our State and hail 
storms in other localities materially reduced produc- 
tion of crops in agricultural districts. As a result 
the retail hardware dealer as well as other business 
interests, could not obtain the usual volume. 


Merchandising Methods 


“Merchandising methods of today are entirely dif- 
ferent from what we found them 25 or 30 years ago. 
We cannot act or think as we could years ago. We are 
living in a new line of thought; conditions have 
changed; the business man of today must be a stu- 
dent. If success comes to him, it must needs come 
because of his ability to plan carefully and to execute 
vigorously well defined economical business methods, 
putting into every action strong personality, and 
rendering such a service to the public as will identify 
his business with every other progressive institution 
of his community. 

“We would not seem over-optimistic about the busi- 
ness outlook for the next six months, but with some 
careful and wise changes in our State and National 
laws, and with the anticipated increase in expendi- 
tures for improved highways, buildings, and increased 
exports, it would seem needful to take courage and 
prepare to obtain our share of such business as should 
be coming our way. 


Invasion of Jobbers 


“There is continually being brought to our atten- 
tion the complaint of the retailer against some jobber 
who invades the retailer’s community, and sells goods 
to his best customers at wholesale prices, and greatly 
disturbs the relations between the dealer and his cus- 
tomer. This practice demoralizes trade relations. 

“It is a pleasure to remind you that at the conven- 
tion held by the Retail Hardware Association of our 
sister States, the Carolinas, June, 1925, a resolution 
was passed recommending that the Virginia and Caro- 
lina Associations meet in joint convention in 1927; the 
place to be decided on by a joint committee. There 
are many reasons for the kindly feelings of good 
will and esteem held by the citizens of these sister 
States, and we greatly appreciate this, another expres- 
sion of a desire on the part of the retail hardware 
men of the Carolinas for a closer friendship and the 
opportunity to know more of each other. We trust 
it will be the pleasure of our convention to take suit- 
able action on this matter at the proper time.” 

“It is with profound sorrow that we remind you of 
the death of Chas. W. Vaughan, a most beloved mem- 
ber of your executive committee. His death occurred 
soon after our last annual convention. Charlie 
Vaughan was perhaps better known and more appre- 
ciated than any other member of our association. 

“Another loss is keenly felt by many officers and 
members of our Association in the sudden death of 
Frank Cassell, vice president of the Belknap Hard- 
ware & Mfg. Co. He was a former native of Virginia, 
and delivered an able address before the last session 
of this convention entitled ‘The Master Key.’ 
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“Finally, may I counsel you to keep ever before 
you the fifteen points of the Hardware Merchants 
Ethical Code in order to contribute your full share to 
the advancement of the retail hardware trade by co- 
operating in every way possible to raise its standards 
and make its service most efficient.” 


Secretary Howell’s Report 


Following the president’s report the secretary, 
Thos. B. Howell, made his report as follows: 

“In handing you my report for 1925, I offer you 
not so much what has been accomplished the past 
year, but rather call to your attention the possible 
needs of our membership, the desire for a real pro- 
gressive policy. We have a splendid co-ordinating and 
active membership, that in spite of adverse conditions 
over a period of three years, we are today as strong 
in morale, as large in membership with even better 
understanding of the work of our Association than 
we have ever enjoyed. 

“You know that the past year has not been as full 
of prosperity and generous dividends as we should 
like to see. You know that possibly certain things 
over which we have no control have contributed to 
this condition. It may be, as some think, that the 
chain, department and drug store have been responsi- 
ble for the diversion of some of our volume and profits, 
or it may be as we look back on the farm that we 
find there a condition unstable and untenable, recog- 
nizing I am sure that until Mr. Farmer can enjoy a 
fair price for his products and receive a fair return 
for his labors, we will in proportion suffer certain 
inconveniences in business. 


Membership 


“I am pleased to report that we have at the close 
of 1925 531 members, showing an increase of eight 


members. The status of our membership is as 
follows: 
Membership January 1, 1925.......... 523 
New members for 1925 .............. 28 
551 
Less cancellations, failures, resignations 
and going out of business........... 20 
531 
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“I would call your attention to the fact that in 
reaching the membership of 531, the largest in the 
history of our association, we have practically reached 
every possible hardware merchant in our State, and 
while we are very proud of this accomplishment, it 
would be a glorious thing to have the few remaining 
hardware merchants within our fold. 


Our Friend, the Jobber 


“As you know, or have observed for the past two 
years, it has been the attitude of this association to 
say little about distribution. We have been most 
hopeful that through the hardware council composed 
of strong committees from the National Hardware 
Association, the Southern Hardware Jobbers Associa- 
tion, the American Manufacturers Association and the 
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PELL 


‘‘Glorified Peddler” Discussed 
by Retailers at Boston 


Robert P. Adams Elected President to Succeed Retiring President 
J. H. Williams at Annual Convention of the New England Hard- 


ware Dealers’ 


Association at 


Meeting in Boston—Record 


Attendance 


England Hardware Dealers’ Association, held 

in Boston, Feb. 22, 23, 24, was undoubtedly 
one of the best in the history of that progressive 
organization. 

To begin with, the exhibition easily eclipsed all 
past performances both in merchandise shown and 
interest displayed. The attendance was exception- 
ally good, and the convention sessions were of ab- 
sorbing interest. President Joseph H. Williams, 
his officers, and Secretary George A. Fiel can well 
be proud of the results of their efforts. 

President R. W. Hatcher of the National Retail 
Hardware Association was present and contributed 
much to the success of the convention by his pres- 
ence and his addresses. 

The first speaker at the opening session was Prof. 
Frank De Chant, who spoke on the subject: “What 
Must We Do to Sell Hardware.” The answer, ac- 
cording to the speaker, is “know more about hard- 
ware.” To know more about anything, the pro- 


T= thirty-third annual convention of the New 


fessor declares, we must ask eight types of ques- 
tions as follows: 

1, Scientific questions known as the “what” 
questions. 

2. Philosophical or “why” questions. 


. Ways and means or “how” questions. 
Time or “when” questions. 

. Place or “where” questions. 
Discriminative or “which” questions. 
. Who questions. 

8. Demand or “yes and no” questions. 


Question Box Brings Up Glorified Peddler 


A Question Box discussion followed, under the 
direction of Archie J. Osborne, the first question 
dealing with the “Glorified Peddler.” 

Llew Soule, editor of HARDWARE AGE was called 
on to give his views on this question, and responded 
with statistics showing the number of peddlers now 
engaged in house to house selling and their approxi- 
mate sales. He estimated that $50,000,000 worth of 
hardware and allied lines were sold by peddlers 
in 1925. Mr. Soule was emphatic in saying that 
the competition of the peddler cannot be controlled 
by laws, but can only be met by better merchan- 
dising methods on the part of the retail merchant. 

The balance of the session was given over to 
an address on national association activities by 
President R. W. Hatcher. 

The Tuesday morning session opened at the regu- 
lar time, and again Prof. Frank De Chant was 
the first speaker. This time his subiect was: “Is 
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Thinking Necessary in the Hardware Business, and 
If so, What Do We Do When We think?” 

The subject was somewhat intricate, but the sub- 
stance of the address was that in thinking we follow 
certain definite steps. First, we have sensations. 
and two or more sensations call up our image in 
our minds. Two or more images produce a con- 
ception and two conceptions always give an idea. 
This is followed by judgment, law and principle. 
The idea back of the address was that men can 
be taught to think properly, 
and ‘thereby better’ their 
chances for success in busi- 
ness. 

Following this address the 
question box came to the fore, 
with D. Fletcher Barber in 
charge. Among the questions 
discussed were the buying 
power of women, installment 
selling, the handling of low 
priced goods, and the re- 
muneration of employees. In 
regard to the employee ques- 
tion Mr. Barber said: “We 
have in the past paid too 
much attention to length of 
service and not enough to the 
selling ability of the men who 
work for us.” 

Frank Loud, South Wey- 
mouth, then spoke briefly on 
what taxation means to the 
hardware dealer, and Went- . 
worth Stewart, Winchendon, 
talked on New England. 

The balance of the session 
was given over to President 
Hatcher, who spoke on the 
future of hardware. In it 
the speaker stressed the part 
which character plays in the success of business. 
“Character is the greatest asset in any business,” he 
said. “It is both personal and impersonal. The 
character of any merchant’s business is impersonal, 
yet the basis of its success is personality.” 


Hatcher Conducts Question Box 

National President Hatcher opened the question 
box session Wednesday morning. His talk at a 
former meeting on “The Future of the Hardware 
Store” created considerable discussion and many of 
the dealers expressed a desire to have the subject 
opened again. Mr. Hatcher stated that he was 
firmly convinced that the hardware store would al- 
ways remain the logical center of distribution re- 
gardless of the inroads being made by other lines. 
He stated that the local standing and integrity of 
the hardware merchant alone would make it pos- 
sible for him to hold the great bulk of the business. 

The changing conditions of merchandising meth- 
ods were fully discussed by Mr. Hatcher and he 
told the merchants he felt it was necessary for 
the present day hardware dealer to make a very 
close study of these changing conditions and expand 








Arthur Lamson of Marlboro, Mass., led the 
grand march at the annual ball 
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their business accordingly. He pointed out that the 
association of the hardware dealers of the country 
permitted them to keep abreast of all changes and 
through the combined efforts of the large number 
of association members it was possible for the aver- 
age hardware dealers to have at his disposal infor- 
mation that would be available only to the very 
largest firms and corporations because of the ex- 
pense involved in compiling it. The various prob- 
lems confronting dealers were outlined and brought 
to the attention of the mem- 
bers with the request that 
they use their own associa- 
tions for the solving and 
meeting of these questions. 
A careful study and com- 
parison of the association 
survey was strongly urged. 
Each member was asked to 
compare the statement of his 
own business with the normal 
figures as shown by the sur- 
vey and Mr. Hatcher said 
that -if every hardware mer- 
chant would make this care- 
ful comparison there would 
be no reason for any failures 
in the hardware field as each 
dealer could see just where 
changes had to be made. 


Clerks’ Pay Interests 


One of the brisk discus- 
sions covered the payment of 
clerks. Some dealers told of 
their bonus plans and others 
- spoke of straight salaries and 
commissions. One merchant 
stated a decided effort was be- 
ing made to bring wages 
back to a flat salary basis. 


Independent Dealef Can Beat Chains 


Mr. Hatcher stated he felt the independent re- 
tailer was in a position to successfully combat 
chain store business on account of his ability to 
control his overhead and cost of -doing business 
much better than a chain store. He said that 
the large department stores and chain stores car- 
ried a very high, as well as heavy, overhead, 
and the independent retailer could operate more 
economically. 

Mr. Osborne said that the hardware store of 
today was no longer a hardware store, but should 
be called the hardware specialty store on account 
of the very large number of new and special lines 
which the trade of today was merchandising. 


Cash Business Discussed 


There was considerable discussion on the advisa- 
bility of conducting the business on a cash business. 
Some of the members have tried the plan and say it 
is successful. Other dealers, however, are of the 
opinion that the success of a business is not in carry- 
ing charge accounts but the allowing of credit for 
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these accounts. Mr. Carlisle, Springfield, told the 
dealers that his firm lost only one-half of 1 per cent 
through charge sales and he felt that a very large 
part of his trade was held year after year through 
the extension of credit. He said that an account 
was of real convenience to the customer and practi- 
cally assured that trade for many years. He feels 
that the hardware dealer has a mighty weapon 
against the chain stores in issuing credit because 
the chain stores all sell for cash and the dealer who 
opens an account will get the busi- 
ness. It was pointed out that the 
strictly cash business did not always 
insure continued patronage because 
a customer might make his pur- 
chases anywhere, but if he had a 
charge account he would go to that 
store even if he paid cash. 

Mr. Carlisle said he felt the hard- 
ware man was five years behind in 
his merchandising methods, espe- 
cially in installment selling. He 
urged merchants to sell larger items 
on the installment methods, taking 
care of financing themselves and not 
turning over the paper to some 
financing company. He feels that 
the hardware merchant must use 
the same methods as used by other 
lines of business which are selling 
these same items on installments. 


Chain Hardware Stores 


The Question Box was concluded 
at this point and Mr. Carlisle was 
asked to deliver his talk on “Chain 
Hardware Stores” as scheduled in 
the program. In part, he said: 

“It seems to be the opinion 
among hardware men, both manu- 
facturers and merchants, that the hardware store 
as our fathers understood the term, is a thing 
of the past or is in the process of passing. One 
factor that has brought this about is the slowness 
of the hardware merchants themselves in taking 
up new selling methods. The other is the coming 
into the field of highly specialized and developed 
selling organizations such as chain and department 
stores—mail order houses, five- and ten-cent stores 
specialty shops and the peddler. 


Peddler on the Wane 


“I do believe the peddler is on the wane, but the 
other factors are here to stay, and we hardware 
men have got to match our personnel and our servic? 
against price and system. The employees of the 
chain and highly specialized stores—their locations 
and merchandise are being continually checked by 
experts so that the utmost efficiency is obtained. In 
this respect it is hard for the individual store owner 
to compete with these national chain stores. The in- 
dividual retailer is seldom checked, he comes and 
goes as he pleases and consequently there is not the 
efficiency that marks the chain store. 

“Now regarding the possibility of a chain of hard- 
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ware stores. If anyone thinks that the time is ripe 
for a chain of hardware stores he is experiencing 
one of the most foolish dreams it is possible to have. 
By this statement I mean that there will never be a 
chain of hardware stores in cities of 50,000 population 
and over with locations in the high rent districts.” 

“This was the Winchester scheme, only they con- 
fined themselves to cities of 100,000 and over. Their 
idea proved a failure and any other hardware chain 
will meet the same fate. The reason is because the 
wants of the people are already 
cared for in a much more economical 
way than any hardware chain store 
could possibly offer. Business in 
cities of this size is fast going to 
specialty stores and why shouldn’t 
it? 

“Can you imagine anyone going 
to a hardware store for auto acces- 
sories, where he will find at best 
only a very incomplete stock, when 
he can go to an auto supply store 
that has a larger stock and more 
complete than any hardware store 
can afford to handle, and can buy 
therein anything from an odd-sized 
nut to a wrecking crane, and if he 
has two or more cars he can doubt- 
less get a 25 per cent discount off 
retail. This same condition applies 
to radio, electrical, paint, mill sup- 
ply, contractor supplies and sporting 
good stores, department stores and 
the well known 10 and 25-cent chain 
stores. What chance has a hard- 
ware chain store against these 
combinations? 

“The law of distribution follows 
the most economical channels and 
it is useless to complain about a 
thing which economy has demonstrated is the proper 
way it should be administered. 


As to High Rents 

“I predict that the big hardware store in the down- 
town or high rent section will gradually disappear. 
High rents plus the fact that their old patrons are 
drifting into other channels of supply which can 
serve them better will either cause them to go out 
of business or move to localities where overhead 
is lower. 

“Many of you hardware men are from towns or 
small cities and you are safe for a while, but I be- 
lieve your present way of merchandising is going to 
be upset. In the large cities it has already happened. 
If the chain hardware store is ever successful it will 
be in towns, small cities and suburbs of large cities 
and they will be known as ‘community hardware 
stores.’ I have opened five such stores. I cannot tell 
you if the experiment is going to be a success. I 
feel as if I was a pioneer—that it is going to be a 
long, hard pull—that the policies will have to be 
changed many times before a settled one is formed, 
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Association 








Trade Topics Before Montana Convention 


Proposed St. Lawrence Waterway Project Also Endorsed at Annual 


Convention of the Montana Implement and Hardware Association, 


Held at Great Falls. 


Falls carried implement and hardware dealers 
and their wives from different sections of the 
State in numbers far beyond anticipation. 

Every session was attended to almost the capacity 
of the convention hall. 

Every member took an active part in each session. 
Every session opened on time. This is what makes 
an organization worth while and a convention a suc- 
cess. 

Thursday morning was taken up in registering and 
appointing members on committees, reading minutes 
of the previous meeting, communications and secre- 
tary’s report. 

President W. H. Barnett addressed the convention 
on conditions and how to attain success. 

The secretary read an address delivered by A. 
W. Miles in 1902 when he was the president of this 
organization. 

The comparison of conditions at that time and as it 
is now were similar, and that with but a few lines 
omitted here and there in the address, it would have 
been applicable to the present time. 

The afternoon session was opened by the introduc- 
tion of all dealers individually, calling their names 
from register. While this would seem to take con- 
siderable time, the results were very satisfactory and 
only about twenty minutes taken up. 


[ra four lines of railroads leading into Great 


Question Box Opened 


The Question Box was then opened by W. A. 
Lundahl, the vice-president, and the fireworks began. 

The first question was: “Will Some One Please Ex- 
plain The Return Privilege on Repairs?” 

P. H. Noland, vice-president of the Moline Imple- 
ment Co., took care of the question to the satisfaction 
of the members and F. S. Compton of the International 


W.A.Lundahl Elected President 


Harvester Co., explained how his company handled 
the obsolete repair question. 

The next question: “How About Mail Order Ma- 
chinery?” This was answered by H. C. Stith, F. W. 
Benepe, W. A. Dodge, J. A. Stout and W. A. Lundahl, 
all agreeing that the repair problem would soon elimi- 
nate this menace. 

A question regarding the addition of radios to deal- 
ers’ stocks was discussed by W. C. Renwick, Stichen 
and Cheetham and others. The difficulties in time 
for demonstrations and the inadvisability of establish- 
ing a special department for the radio line was 
thought to be against the proposition, although some 
dealers claimed they found it profitable. 

C. V. Wilson addressed’ the convention on ‘“‘Adver- 
tising,” holding up the advantages of newspaper 
space and also circularizing prospects during the dif- 
ferent seasons of the year. In part he said: “I be- 
lieve that one of the weakest points in the method of 
distribution in the retail implement and hardware 
field is in display and advertising. Take, for in- 
stance, your home city or town; pick up a current is- 
sue of the local paper, check up the advertisements 
appearing which feature hardware or farm machinery. 
Compare it with advertising in behalf of almost any 
other line. The comparison will open your eyes.”’ 

Mr. Wilson’s address was followed by the question 
regarding “Who’s a Dealer,” in the eyes of the manu- 
facturers and distributors of binder twine. 

“Should Manufacturers Prepay Transportation on 
Replacements of Defective Parts,” was the next ques- 
tion. Mr. Rahn, Mr. Noland and Mr. Renwick dis- 
cussed the question very thoroughly. The manufac- 
turers’ representatives stated that this was, in one 
sense, a very much abused privilege, that policy de- 
manded an adjustment on lines the least expensive to 
consumers. That it would be the better plan for deal- 
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ers to hold defective parts to be passed upon by manu- 
facturers’ representatives and that considerable ex- 
pense to the manufacturers could be saved. 

The Friday morning session was opened with the 
question box, and subjects of interest to both hard- 
ware and implement dealers were discussed satisfac- 
torily. 

Bankers’ Cooperation 


Address by F. W. Benepe on “Bankers’ Cooperation 
to Collect Old Accounts,” was well received, particu- 
larly by the implement dealers who were in favor of 
collecting them but wanted to be shown how. 

His address was followed by one on “Credits” by 
Sam Stephenson, president of the First National 
Bank, representing the Montana Bankers’ Association. 
In part he said: “‘There are thousands of people in 
our cities that can run your implement and hardware 
business better than you, who have made it your life 
study. There are plenty of men who can run the 
banking business better than the men with years of 
experience and who have the confidence of the people, 
but these people have only failure written on their 
faces and their success, if achieved, is far in the 
future.” He stated further, “I am called hard-boiled 
and I am glad of it and there are thousands of my 
depositors who are pleased, who are glad to know that 
our bank has passed through the breakers that caught 
so many in the undertow. I believe every business 
could be conducted along the lines of banking, safe 
and sound. Business men should take fewer chances; 
look ahead. Security is essential to avoid the pitfalls 
of careless merchandising.” 


Terms on Sales 


This brought out the question regarding “Terms 
on Sales.” Messrs. Jestraub, Gabish, McAdam and 
O’Rouke were the principal speakers on this subject, 
bringing out the point that dealers should not sell on 
less than a third cash. One-half cash would most 
always assure payment when account was due, and 
when reasonable security was given. 

The afternoon session was opened by the question 
regarding “‘Packing Nails in 200 lb. Kegs.” This 
subject was discussed by the dealers and decided as 
not practicable for all purposes. 

“Bolts Sold by the Pound,” was generally discussed, 
members being equally divided as regards the system; 
some favoring the piece method to arrive at an ac- 
curate profit. 

A. H. Verrall’s address on “Paint and How to Sell 
It,” was very interesting. He said: “The first con- 
sideration is quality. The second is use some on your 
buildings and show windows, the walls and interior 
woodwork should have attention. When this is done 
keep some of the stock in sight, if there is not room 
for all of it, have color cards handy, advertise, and 
occasionally display paints in the show windows. The 
great essential in selling paint is knowing the line. 
Become familiar with the different uses of the differ- 
ent materials so the information can be passed on to 
your customers.” 

The address by P. H. Noland, vice-president of the 
Moline Implement Co., was the outstanding one of the 
convention. Touching on the hazards of past methods 
of the manufacturers and following it up step by step 
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to the present time he gave dealers a clear understand- 
ing of the implement industry. 


Report of Committee on Resolutions 


5S. C. West, chairman of committee on resolutions, 
opened the Saturday morning session with their report 
and recommended for adoption the findings of the 
National Federation of Implement Dealers’ Associa- 
tion as follows: 

“Crowded Territory,” Return Privilege on Repairs, 
Better Identification Marks on Implements, Commis- 
sion to Non-Contract Agents on Heavy Machinery 
Repairs, Freight Charges on Defective Parts Re- 
turned, Vocational Agricultural Training in High 
Schools, List and Discount Method of Pricing and 
Resale Prices, Branch House Sales. 

We further recommend manufacturers and dis- 
tributors to sell binder twine only through recognized 
dealers in the trade. 

Also that dealers recognize the value of sales helps 
furnished by manufacturers and use some space in 
local papers to give publicity to the implements. 

We also recommend that it is the sense of this 
Association that dealers place fully specified orders 
with factories at least thirty days before shipment 
is desired, in order that the manufacturer may more 
promptly and economically furnish the service you 
desire. 

We recommend the endorsement of this organiza- 
tion to the adopting of °%-in. hose as standard. 

W. A. Lundahl addressed the convention on 
“Crowded Territory,” touching the disadvantages 
experienced by dealers where their territory was in- 
vaded by other dealers selling the same lines of imple- 
ments. At the conclusion of the address several 
dealers recited personal experiences where this condi- 
tion existed and that some action should be taken by 
the Association regarding the matter. 

The Association went on record as indorsing the 
Great Lakes St. Lawrence Tidewater project, instruct- 
ing secretary to embody the indorsement in the reso- 
lutions. 

Election of Officers 


The afternoon session was opened with the Di- 
rectors’ report in which they recommended the follow- 
ing members as officers for 1926: W. A. Lundahl, 
Great Falls, president; Carl A. Rahn, Billings, vice- 
president; W. J. Sewell, Butte, director three years; 
George Gabisch, Townsend, director three years; 
E. R. Clark, Highwood, to fill unexpired term of Carl 
A. Rahn. A. C. Talmadge was re-elected secretary. 

Billings was selected as the place for the next 
convention. 

W. M. Packer addressed the convention on subjects 
of importance to the dealers, urging them to concen- 
tration on selling. 

Over 90 members and guests were seated at the 
banquet table. 

For the organization, W. H. Barnett, W. A. Lundahl, 
W. M. Packer, S. C. West, E. R. Clark and Secretary 
Talmadge were called upon. 

- Everyone voted the eighteenth convention a decided 
success and each member instructed to bring the wife 
to the next convention at Billings. 























March 11, 1926 








Scott Kendrick, 


retiring president 


George W. McCabe, 
new president 





HARDWARE AGE 79 


SUPeeeeeeeecreeneaen PORETENTERL THEE EDteteeee 


epppnesen cs eneseccpenenane WOOPIDEODLADAE TE HL nates 





Arthur J. Scott, 
reelected secretary 





William Moore, 
reelected treasurer 


Michigan Hardware Men Hear 
“Bob” Murray 


George W. McCabe, Petoskey, Elected President to Succeed Scott Kendrick. 


of Flint. 


Arthur J. Scott and William Moore Reelected Secretary and 


Treasurer Respectively at Thirty-second Annual Convention of Michigan 
Retail Hardware Association, Held in Grand Rapids 


in their annual conventions how they should con- 
duct their stores, but when that information is 

given to them by a successful hardware retailer as 
part of his own experiences, the weight of absolute 
reality is added. For this reason the talk of Robert 
J. Murray, hardware dealer from Honesdale, Pennsy]- 
vania, at the thirty-second annual convention of the 
Michigan Retail Hardware Association, held in Grand 
Rapids, Feb. 9 to 12, gave new inspiration to the 800 
dealers and clerks who were in attendance. 

Mr. Murray, who is an advocate of keeping his store 
busy twelve full months every year, said in part: 

“Four months of good business, four months of fair 
business and four months of little or no business will 
never produce real profits in a retail hardware store. 
It requires twelve months of good or at least fair 
business to do the trick. As far as possible it is 
desirable to reduce the peaks and raise the depressions 
so that an even load of business can be carried con- 
tinually and then to gradually increase the amount.” 

“The first essential is to have a stock of such vari- 
ety that some item is always in demand, and a selling 
program that will stress each item at the proper time 
or when the sales resistance is most easily overcome. 
If we sell only hardware staples, business is sure to 
be small in the winter months. We have added harness, 
lumber tools, stock food, incubators, brooders, blan- 
kets, robes, heavy sleighs, ice tools and many other 


|. is not unusual for hardware dealers to be told 


similar items to help keep up our sales during January . 


and February. 
“Inventory should be finished—not started—on the 
day after Jan. 1. It is a very discouraging way to 


start the New Year; clean up the old year with all its 
troubles before Dec. 31 and start after new business 
for the new year on Jan. 2. We like to start the New 
Year with an ‘After Inventory Sale.’ We select from 
our stock all the lemons that have not been moving 
and put them on our bargain table at a low figure. If 
they do not move at one-third off of the regular price, 
we reduce the price every three days until sold. If 
they are real bad lemons and stay too long, we conceal 
a few in each customer’s purchases and get rid of 
them that way, but go they must. 


After Inventory, What? 


“Immediately following the ‘After Inventory Sale’ 
we go after the agricultural lime ard fertilizer busi- 
ness in earnest. A good buyer and a good sales or- 
ganization can add many dollars to the profit account 
with this heavy link during the so-called dead months. 
Sitting around the stove and growling about condi- 
tions does not help a bit. Get out among the boys and 
start something. Why have a full sales force on the 
floor when customers are not so plentiful? Try send- 
ing part of your force outside after business when it 
does not come in. Too often we do not know what is 
happening around and the only way to learn is to go 
out and see. 

“It is not prudent to confine ourselves too closely 
to hardware as some of us know it. Almost anything 
that our customers need and will buy is hardware to 
us. Pick out the lines that will fit in your dull months 
and the results will surprise you.” 

Another high light of the convention was the talk 
given by I. Moreland, a hardware retailer of Grand 
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Rapids. Mr. Moreland talked straight from _ the 
shoulder and told those present that they were not 
nearly as good merchants as they thought they were 
nor did they stand as well as a class as they did ten 
years ago. He stated that in too many communities 
dealers did not work together in spirit. 


Credits and Collections 

The subject of “Credits and Collections” was cov- 
ered by J. Frank Quinn, manager of the Merchants 
Service Bureau in Grand Rapids, who said, in part: 
“Proceeding at once to the topic which has been as- 
signed to me, I shall without hesitation make the 
statement that fully fifty per cent of the failures in 
retail business, generally, may be attributed to loose 
credits. This is probably the reason for so many 
smaller merchants becoming discouraged with the 
credit end of their businesses, and so many vain en- 
deavors to establish instead “cash” or “cash and 
carry” stores. 

“The other side of this picture shows the wide- 
awake merchant in almost every line extending his 
credit business. I say “wide-awake merchant” because 
in the main he is a man who is in touch with the 
times and who realizes that this is an era of credit. 
Not long ago I had the privilege of hearing a lecture 
on the subject: “The Standards of Yesterday Are 
Obsolete Today.’ In the matter of credits this is par- 
ticularly true, for in the very recent past the stan- 
dards of extending retail credit have been revolution- 
ized and all to the benefit of the retail merchant. 

“As a former retail merchant I readily recall that 
an address in an aristocratic neighborhood, the name 
of a well-known family, or a stylish appearance was 
sufficient for the opening of a charge account, and I 
have even better reason to recall that this was produc- 
tive of very sad financial results. Today credit is ex- 
tended on a basis of character.” 


R. W. Hatcher Speaks 

As the official representative of the National Retail 
Hardware Association, President R. W. Hatcher, Mil- 
ledgeville, Ga., reviewed the work of that body during 
the past year and told of the various actions taken by 
the National Convention held in Philadelphia last 
summer. He spoke of the formation of the National 
Hardware Council composed of representatives from 
the retailers, wholesalers and manufacturers associa- 
tions and of the study of the many problems of eco- 
nomic distribution. In connection with this latter sub- 
ject he said: “What we termed years ago as irregular 
methods have, through their long standing and suc- 
cess, become serious rivals in the struggle for public 
favor. To these have been added in recent years 
other methods, in many instances startling innova- 
tions in the distribution of merchandise. 

“While many of the mooted advantages claimed by 
the promoters of the chain system of merchandising 
are not apparent, it must be admitted that they have 
taken a definite place in merchandising and must be 
reckoned with in any study or consideration of distri- 
bution as a whole in its application to the interests of 
the hardware dealer.” 

“In many lines that have been exploited by these 
system it has been exceedingly difficult for the com- 
peting retailer to realize margin commensurate with 
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his cost of operation. This competition has been ren- 
dered more aggravating by the persistent policy of 
these stores of featuring ‘“‘seconds” and off-grades of 
merchandise accompanied always by staples and ar- 
ticles of advertised and known quality which are freely 
offered and displayed in attractive window settings at 
prices not only less than the retailer pays but in many 
instances less than the jobber, from whom the retailer 
buys, himself pays from the manufacturer. We have 
stressed to the manufacturers the embarrassing con- 
sequences to the retailers of selling these syndicates 
at cut prices, which would be immediately used by 
them as leaders to the great detriment of the hard- 
ware retailer who distributes 95 per cent of the 
manufacturers output, and who through the efforts of 
years of sales and recommendations over his counter 
has created and made possible the demand for the 
manufacturers product by the public. 

“This very demand brings its most attractive fea- 
ture to the syndicate store using it. We called atten- 
tion to the growing disposition on the part of manu- 
facturers to yield to the temptation of large cash 
orders from these sources which, while seemingly at- 
tractive for the time being, must inevitably result in 
their eventually seeing their lines disappear from the 
retailers shelves by reason of his inability to realize a 
margin on them and his seeking other lines not so 
exploited. It cannot be denied that there is frequently 
a strong suspicion of unethical trade practice in the 
offering of these lines and in a specific instance cited, 
there was a nationally known carpenters’ tool dis- 
played in chain store windows at less than the manu- 
facturer’s cost to the jobber. This manufacturer 
stated that he had never sold this syndicate his regu- 
lar line and had only furnished some goods under his 
own special brand. This manufacturer’s statement was 
accepted, but it must appear plain that it is incum- 
bent on manufacturers to make every effort to prevent 
their products from being used as cited.” 


Entertainment 


The social end of the convention was by no means 
neglected, for on the first evening the association was 
host at a theater party for the visiting members and 
the exhibitors, while on Thursday evening a banquet 
was tendered by the association. On Wednesday eve- 
ning a “Question Box Session” was held and an in- 
formal discussion of the dealers many local problems 
resulted. 

Friday forenoon, the last session of the convention, 
was given over entirely to the routine business of the 
association, which included the reports of the various 
committees and the election of officers. George W. Mc- 
Cabe, of Petoskey, was unanimously chosen as presi- 
dent for the ensuing year and C. L. Glascow, Nash- 
ville, vice-president. Scott Kendrick, of Flint, retiring 
president, was elected a member of the executive 
board as were James Draper, of Detroit, and Walter 
Bruscke, of Saginaw while Warren A. Slack of Bad 
Axe, and Harry C. Waters, of Paw Paw. were re- 
elected members. At a meeting of the new board, im- 


_ Mediately after the adjournment of the convention, 


Arthur J. Scott, Marine City, secretary; William 
Moore, Detroit, treasurer, and Charles F. Nelson, 
Marine City, field secretary, were all reappointed. 
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Hardware Boosters’ 
Monthly Meeting 


Unanimous Endorsement of Watson 
Bill a Feature of Meeting— 
Junior Chief Pincus 
Presides 


The Hardware Boosters went on 
record Feb. 27 as being heartily in favor 
of pending Watson Bill, which relates 
to the sending of unsolicited merchan- 
dise through the mails. This bill was 
fully outlined on page 60 in the Jan. 14 
issue of HARDWARE AGE. It would 
make such practice unlawful and per- 
mit postal employees to refuse such 
goods for transit. The bill further pro- 
vides that the postal service shall not 
aid or assist investigation for losses of 
such shipments or the collection of 
payments for such goods. The Boost- 
ers met as usual at the Hardware Club, 
253 Broadway, New York City. 

Secretary Roy C. Schmidt, Stan- 
ley Works, was instructed to advise 
Congressman Henry W. Watson of 
Pennsylvania that the Hardware 
Boosters were in favor of his bill, be- 
lieving its passage would be a benefit 
to retail merchants. 

Chief Booster Robert Taylor, Star 
Expansion Bolt Co., being home ill, 
Junior Chief Charles Pincus, Stanley 
Works, presided, and he handled his 
task in an able and commendable 
manner. 

Fred Hinchman, John Russell Cut- 
lery Co., had charge of the question 
box discussion, which brought out 
many interesting and instructive ideas 
on current business problems. 

Seymour Sears, Tucker Co., recently 
recovered from an _ operation, was 
among those present. 

E. J. Schader, Topping Bros., re- 
ported on the recent meeting of the 
National Council of Traveling Sales- 
men, commenting particularly on the 
recent distribution of the salesmen’s 
medical directory. 

C. E. Clint, Diamond Expansion Bolt 
Co., urged a larger attendance at the 
Friday night bowling game. 

C. A. Benecke, Chas. J. Smith & 
Co., was admitted to membership. 








C. J. Hayes Promoted 
by Osborn Mfg. Co. 


The Osborn Manufacturing Co., 
Cleveland, Ohio, announces the appoint- 
ment of C. J. Hayes as district manager 
of the household brush division of the 
Osborn business in the Illinois, Wiscon- 
sin and Michigan area. 

Mr. Hayes has heretofore been as- 
sociated in the East with this same 
division of the Osborn Manufacturing 
Co. He will be in contact with author- 
ized distributors of Osborn blue 


handle household and personal use 
brushes and work in the interest of 
these distributors 
trade. 


among the retail 
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Treasure Chest 
at Pasha Convention 


Captain Kidd’s treasure no longer is 
a mystery. A lucky member of the 
Pennsylvania and Atlantic Seaboard 
Hardware Association opened the buc- 
caneer’s chest in the booth of Henry 
Disston & Sons, Inc., at the Philadel- 
phia Hardware Show and drew forth a 
very modern looking and very hand- 
some gold watch. 

This was the climax of a treasure 
hunt that lasted four days and was 
one of the big features of the show. 
The sand-incrusted oaken chest, bound 
with heavy iron straps and secured 
with a huge padlock, resisted all at- 
tempts to open it until fourteen 
smaller chests belonging to other mem- 
bers of the pirate band had first been 
opened and the magic keys they held 
obtained to be tried in the lock of 
the big chest. 

The smaller chests were scattered 
through the show in various booths and 
were constantly surrounded by knots 
of dealers trying to open them with the 
keys that had been mailed to them. 
When a chest was opened, the holder 
of the lucky key found within it some 
article of personal use, such as an um- 
brella, hat, wallet or fountain pen, 
and also a second key with which he 
was privileged to try to unlock the 
big chest on the last day of the con- 
vention. The locks on the fourteen 
chests were changed each day for 
three days, and as the key that failed 
to open a chest the first day might do 
so on the second or third, there were 
forty-two opportunities to obtain one of 
the smaller treasures and forty-two 
keys to be tried on the big chest when 
it was opened. 





Fire Destroys Two Pennsyl- 
vania Stores 


Fire, March 2, which destroyed half 
of a city block completely wiped out 
the store and stock of the Dodge 
Hardware Co., Shinglehouse, Pa., with 
a loss reported in excess of $40,000. 

The store and stock of Reed & Gross, 
hardware dealers, adjoining, was also 
destroyed in this same fire. Loss here 
was $20,000. 





81 


Vaudeville Artists 


Entertain Pioneers 





Organization Composed of E. C. 
Atkins & Co. Hold Twentieth 
Anniversary Banquet Feb. 20 


An elavorate vaudeville entertain- 
ment was a feature of the twentieth 
anniversary banquet of the Atkins 
Pioneers, an organization composed of 
employees of E. C. Atkins & Co., Inc., 
manufacturer of saws, Indianapolis, 
Ind., held Feb. 20 at the Hotel Severn 
in that city. 

The Atkins Pioneers were organized 
Feb. 1, 1906, with an original member- 
ship of 62 employees who had been 
with the firm for twenty years or 
longer and has as its object the foster- 
ing of closer fraternal feelings among 
the Atkins’ workers. 

As a part of the dinner and banquet 
service pins were distributed to mem- 
bers, and a number of impromptu ad- 
dresses made. In commemoration of 
the event, an attractive program and 
year book was prepared. It contains 
the names of the officers and members 
of the various committees, also a brief 
account of the life of Elias Atkins, Sr., 
founder of the firm of E. A. Atkins 
& Co. 

Newly elected officers of the Atkins 
Pioneers for 1926 are as follows: H. 
C. Atkins, honorary president; Henry 
Zschech, president; Frank E. McCor- 
mick, vice-president; Morton E. Rudd, 
treasurer; Charles F. Aumann, honor- 
ary treasurer; C. A. Newport, secre- 
tary, and Harry G. Meyer, assistant 
secretary. 


New Catalog Issued by 
Decatur & Hopkins Co. 


Decatur & Hopkins Co., shelf hard- 
ware jobbers, 93 Berkeley Street, Bos- 
ton, has issued its first general catalog. 
It is 8 x 12% in., 538 pages, and in ad- 
dition to a complete list of merchandise 
carried by the house, contains many 
features not found ip most catalogs. It 
also contains a sketched history of the 
company, together with photographs of 
officers of the corporation and sales- 
men, as well as views of its office and 
stock rooms. The arrangement of se- 
quence is somewhat out of the ordinary, 
and there are special charts on such 
items as screws. Every article con- 
tained therein is priced on the unit sys- 
tem. The catalog has stiff linen covers. 








Two Canadian Hardware Firms 
Combine 


The Cochrane Hardware Co., with 
headquarters at Sudbury, and the Dun- 
lop Hardware Co., with head offices at 
Pembroke, have merged into the Coch- 
rane-Dunlop Hardware, Ltd., with 
headquarters at Sudbury and branch 
stores at Pembroke, North Bay, Cop- 
per Cliff and Sault Ste. Marie. 
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Pittsburgh Retailers 


Hold Monthly Meeting 





Free Discussion of Corporation 
Stores and Purchasing Agents at 
February Meeting of the Pitts- 
burgh Retail Hardware 
Dealers’ Association 


| 
| 


Competition of the corporation stores 
and the abuse of the privilege by pur- | 
chasing agents and company employees | 
by extending to friends and relatives | 


the special prices they enjoy, came in 
for free discussion at the regular 


monthly meeting and dinner of the | 


Pittsburgh Retail Hardware Dealers’ 
Association at the General Forbes 
Hotel, Pittsburgh, Friday evening, Feb. 
26. This organization took a stand on 
the matter at its December meeting and 
followed it up at its January meeting 
with further discussion and planning 
to combat practices that are costing 
not only the retail hardware dealers, 
but retailers of all merchandise a con- 
siderable loss of business and profits. 
A resolution of the Pittsburgh body, 
protesting the situation whereby large 
corporations operating employees’ 
stores are underselling those they ex- 
pect to market their products, and in 
other directions are providing the 
severest kind of competition with the 
retail stores in their plant communities 
as well as the practice that lets others 
besides employees of wholesale and job 
bing firms buy at the same prices as 
the regular retail dealers, was accepted 
by the Pennsylvania-Atlantic Seaboard 
Hardware Association at its recent con- 
vention in Philadelphia. 

Frank A. Hegner, president of the 
Pittsburgh retailers’ association, in re- 
viewing what had been accomplished, 
referred to the acceptance of this reso- 














Sener — 


lution, its presentation at the conven-| 


tion of the National Retail Hardware 
Association in June, and of the effort 


that would be made to get it before all | 


retail trade associations. He pointed 
out, however, that resolutions unsup- 
ported by evidence would get the move- 
ment nowhere, and urged the member- 
ship to provide the evidence in the 
shape of concrete examples of unfair 
competition by the corporation stores 
and instances where wholesalers and 
retailers have extended wholesale 
prices to those not entitled to them. 
There was no doubt, he said, that just 
as much hardware was being moved 
now as ever before, but in view of the 
common report of poor business by re- 
tailers, it was evident that a good deal 


was being moved through improper 
channels. 
The discussion brought out one 


large electrical manufacturing com- 
pany was selling its goods through its 
company stores at lower prices than 
retail dealers were paying; 


another | 


| 
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E. H. Foreman, General 
Manager, Martin-Senour Co. 


E. H. Foreman has recently 
been appointed general manager 
of the Martin-Senour Co., manu- 
facturer of paints and varnishes, 
Chicago, Ill, with supervision 
over all the company’s branches 
throughout the United States. 

Mr. Foreman was_ formerly 
manager of sales and production 
and has given practically his en- 
tire business life to the study of 
paints and varnishes and the 
manufacture and distribution of 
these products. 














tailer in the same community was 
quoted by the manufacturer, and it was 
reported that the Pennsylvania Rail- 
road was going to establish company 
stores in various parts of the Pitts- 
burgh district. These were merely a 
few of the cases that were given as 
showing the seriousness of the situa- 
tion. 

The meeting prior to the taking up of 
this corporation store and purchasing 
agent problem was a PASHA conven- 
tion experience forum, in which those 
who attended from the Pittsburgh as- 
sociation recounted their impressions of 
that gathering. The speakers generally 
called that convention the best ever held 
and were equally sanguine in their re- 
ports of the exhibition. 

President Hegner announced that at 
the Merch meeting, A. J. Bihler, James 
C. Lind-sy Hardware Co., Pittsburgh, 
would ¢ ve a talk based on his experi- 
ences of over 40 years in the hardware 
business; at the April meeting, Llew S. 
Soule, editor of HARDWARE AGE, would 
give a talk, and for the May meeting, 
the speaker would be C. H. Walker, 
Philip Carey Co., Cincinnati. For the 
opening meeting of the fall, the new 
PASHA president, Robert J. Murray, 
was pledged for a talk. 


Deming Co. Issues 
Water Systems Catalog 


The Deming Co., manufacturer of 
hand and power pumps for all uses, 
Salem, O., has announced the publica- 
tion of its water systems catalog “G,” 
containing a clear and concise descrip- 
tion of water systems for every type of 
service, as manufactured by the com- 
pany. 

In the new book there are some three 
hundred different complete units from 
which a selection may be made to meet 
practically any condition. 





The Lockwood Co. 
Has New Price List 


The Lockwood Co., locks and build- 
ers’ hardware, South Norwalk, Conn., 


case was cited where a large steel | announces the publishing of its price 
company had bought baseballs for a/ list No. 10, applying to its 1914 and 
plant nine at the same price as a re-| supplementary catalogs. 
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Two Big Stores in 
Louisville, Ky., Deal 


Bomar-Summers Hardware Co. 
Pays $100,000 for Store of 
Albrecht & Sons Hardware 
Co., Founded in 1880 


| The Bomar-Summers Hardware Co., 
Louisville, Ky., announces the purchase 
of the Albrecht & Sons Hardware Co., 
of that city, for an approximate con- 
sideration of $100,000. The deal was 
consummated through the purchase of 
the capital of the Albrecht concern by 
the Bomar-Summers Co., the latter tak- 
ing over all of the former’s stock, busi- 
ness and property. 

For the present, the two stores will 
be conducted as separate organizations. 

The Albrecht & Sons Hardware Co. 
was founded 46 years ago, and the 
Bomar-Summers Co. was organized in 
1906. It has rapidly come to the front 
as a retail store and handles a veritable 
world of household- equipment, while 
the Albrecht company had a big follow- 
ing among carpenters and users of 
builders’ hardware. 

The Bomar Co. has recently com- 
pleted enlargements to its store, result- 
ing in almost double the former floor 
space. It is headed by H. V. Bomar, 
president; George Schuele, Jr., vice- 
president and general manager, and C. 
G. Miles, treasurer. 

On account of advancing years, Gus 
Albrecht, Sr., was desirous of retiring 
from business. Gus Albrecht, Jr., how- 
ever, has made arrangements to con- 
tinue with the new management and 
will be in charge of the Albrecht store. 














Wm. Zinsser & Co. 
to Move General Offices 


After 77 years at 195 William Street, 
New York City, the general offices of 
William Zinsser & Co., manufacturer 
of shellacs, with factories in New York 
and Chicago, are to be moved on or 
about April 15 to the top floor of the 
modern, concrete warehouse building at 
516 West Fifty-ninth Street. 

The company also has plans afoot 
to move its metropolitan retail paint 
store across town in lower New York 
to 48 Vesey Street. 





R. L. Cathcart Joins 
E. E. Zimmerman Co. 


Ray L. Cathcart has been elected 
vice-president of the E. E. Zimmerman 
Co., manufacturer’s agent, Pittsburgh, 
Pa., in charge of painting materials, 
effective March 1. 

Mr. Cathcart has been identified with 
the New Jersey Zinc Co., and its sub- 
sidiary, the New Jersey Zinc Sales Co., 
for the past twelve years, and for the 
past eight years has been Pittsburgh 
district sales manager. 
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Hamp Williams’ 
Thirtieth Anniversary 


Opened His First Store in Hot 
Springs, Ark., in February, 1896 


In February, 1896, Hamp Williams 
established a little hardware store in 
Hot Springs, Ark., in a small frame 
store building, 20 by 50 feet in size, 
which he rented from a friend. From 
a capital of $765 his first year’s sales 
amounted to $6,000. Today, in the same 
block, the Hamp Williams Hardware 
Co. occupies a four-story brick build- 
ing, 110 by 150 feet. He is incor- 
porated now with a capital stock of 
$200,000, with sales amounting to $850,- 
000 the past year of 1925. He has two 
branch stores, one at Benton and one 
at Monticello. 

During these thirty years he has had 
the usual number of casualties, short 
crops and financial depressions, infla- 
tion and deflation of values, rises and 
declines, money panics, fires, floods and 
drouths, over and under production; 
but, on the other hand, Mr. Williams 
says, they have been wonderfully 
blessed with good health and scores of 
good friends in and out of the city. 

Commenting on the thirtieth anni- 
versary of Hamp Williams, the Senti- 
nel-Record, Hot Springs, Ark., in devot- 
ing an entire section of its issue of 
Feb. 25 to the occasion, says, in part: 

“He was born in Arkansas in 1860, 
and has never lived anywhere else. ‘I 
think that I live in the best town and the 
best State on the American continent,’ 
says Mr. Williams. ‘There are no bet- 
ter people and no better climate in the 
world than we have in the dear old 
State of Arkansas.’ 

“Encircled around his picture in this, 
their thirtieth hardware business anni- 
versary publication, you will observe 
pictures of thirty men and women, 
leaders in their organization, represent- 
ing the thirty years they have been in 
business. There are thirty others of 
his organization who are not repre- 
sented in this group picture, but whose 
pictures we hope will be included in 
the sixtieth business anniversary of 
the Hamp Williams Hardware Company. 
To these men and women, and to their 
friends in Hot Springs and trade terri- 
tory tributary, to the wholesalers and 
manufacturers who are participating in 
this anniversary and who have helped 
in many other ways for whatever suc- 
cess has been made, they are indebted.” 





L. R. Wittrock Now 
with Osborn Mfg. Co. 


The Osborn Mfg. Co., Cleveland, O., 
announces the appointment of L. R. 
Wittrock as special sales representative 
in the household brush division of that 
company. Mr. Wittrock was formerly 
sales manager and vice-president of the 
Du-All Mfg. Co., Cleveland, which 


business was recently purchased by the 


Osborn Mfg. Co. 
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Robert F. Freye, the newly elected 
vice-president of the Ohio Hardware 
Association, whose portrait was re- 
ceived too late to be used with the re- 
port of this convention in last week’s 
issue. Mr. Freye is associated with 
E. L. Freye & Son, Ottawa, Ohio. 


National Baseball 
Week, April 3-10 


National Baseball Week, a period set 
aside for celebrating the opening of 
the playing season, is scheduled to take 
place this year from April 3 to 10. 
The event will be featured by a dis- 
play contest for athletic goods dealers, 
in which $250 in cash will be distributed 
as prizes. The Sporting Goods Dealer, 
which originated the week several 
years ago, is in charge of the contest, 
and will distribute the award money 
from its own finances. 

In order to attract all possible en- 
tries in the contest, rules governing 
the displays have been made as liberal 
as possible, according to the publica- 
tion. They are: (1) all windows must 
be first shown on April 3 and allowed 
to remain until April 10; (2) each en- 
try must display a card or banner, 
made by the store, lettered as follows: 
“It’s National Baseball Week—Get in 
the Game!” Only baseball supplies 
can be shown. 

All large manufacturers of baseball 
supplies are assisting in stimulating in- 
terest in the event by stressing its im- 
portance to their accounts, distributing 
special display materialy for use in the 
windows, etc. 


A. R. Strisk Now Manager 
Henry C. Kelley Co. 


A. Rodger Strisk, manager of the 
export department of the Henry C. 
Kelley ‘Co., cordage, 12-14 Walter 
Street, New York City, was elected sec- 
retary of that company at its annual 
meeting, held in February. 


H. B. Foley Dead 


H. B. Foley, president and general 
manager of the Foley Saw Tool Co., 
manufacturer of automatic saw filers 
and rotary saw sets, 908 E. Lake 
Street, Minneapolis, Minn., died sud- 
denly at his home in that city recently. 
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Canham & Marcy Now 
Chas. M. Canham, Inc. 


The general hardware, plumbing and 
heating business conducted for the past 
seventeen years by Canham & Marcy, 
Chatham, N. Y., has been taken over 
by the incorporated firm of Charles M. 
Canham. 

Officers of the new firm are: Charles 
N. Canham, president; E. N. Canham, 
vice-president; and Robert C. White, 
secretary and treasurer. 

Contract work in plumbing and heat- 
ing will be continued as heretofore on 
a more extensive basis, and the hard- 
ware end of the business, which already 
is of considerable size, will undergo 
numerous improvements and enlarge- 
ments. 


Laboratory to Test 
Gas Stoves Soon 


The appliance testing laboratory now 
being established at Cleveland, Ohio, by 
the American Gas Association will soon 
be ready for operation. Each model 
or type of gas range sent to the labora- 
tory will be subjected to a series of 
tests to ascertain whether or not it 
meets the requirements established by 
the gas industry. 

If a stove passes the laboratory test 
it will receive the official approval 
stamp of the association and will be of- 
fered the public as a product guaran- 
teed to reach the highest standards of 
safety, construction and performance. 





New Hardware Store 
in North Carolina 


Charles Beck and associates, Wins- 
ton-Salem, N. C., have organized and 
incorporaied the Winston-Salem Hard- 
ware Co., and have plans under way to 
establish a modern retail store. 


United Plumbing Co. to Add 
Hardware Stock 


The United Plumbing Co., 1607 
Broadway, Gary, Ind., announces that 
it plans to augment its line of plumb- 
ing and heating equipment with a full 
line of hardware and desires catalogs 
and price lists from jobbers and man- 
ufacturers. 


W. W. Foster Buys Idaho 
Store 


W. W. Foster has acquired full con- 
trol of the retail hardware store at 
Sandpoint, Idaho, formerly conducted 
under the name and style of Wilson & 
Foster. 











Belknap Distributors for B. & J. 
Sprinklers 


The Belknap Hardware & Mfg. Co., 
Louisville, Ky., is southern distributor 
for the B. & J. lawn sprinklers made 
by the B. & J. Mfg. Co., Springfield, 
Ohio. 
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Federal ‘Trade Commission to 
Cooperate with Business 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


the present policy of the Federal Trade Commission majority to 


ik hardware industry shares with other industries benefits from 


increase cooperation with business. 


In days gone by it seemed to 


be the purpose of the commission not only to raise conflicts with indus- 
try and business but to increase them. This was evidenced by the 
petty charges that were brought constantly only to be dismissed after 
expensive litigation and distasteful publicity which the defending re- 


spondents had to face. 
and therefore to the taxpayer. 


Moreover, it was an expense to the commission 
Hardware manufacturers, wholesalers, 


retailers and their trade associations naturally were listed with others 
who were victims of this rampant policy of heckling with its utter ab- 
sence of constructive help, the real purpose for which former President 
Wilson urged creation of the commission. 


Because of the refreshing change that | 


has come over the Commission added 
interest has been taken in the Williams- 
Wadsworth bill, reintroduced at the 
present session of Congress, which 
would have the effect of giving Con- 
gressional sanction to the present policy 
of the Commission. The point is that 
while the policy pursued obviously is 
legal, it might be changed with a 
change in the personnel of the Com- 
mission and this could not be done if 
Congress enacted the Williams-Wads- 
worth bill. As it is confidence in the 
Commission is being restored slowly, 
but surely, with here and there some 
action by it to retard the growing steps 
of cooperation. 

Of outstanding importance in the 
policy of the Commission is its increas- 
ing resort to settlements with respond- 
ents through trade practice submittals 
and stipulations. This reduces litiga- 
tion, unfair treatment of business, and 
protects the public. 

Commissioner William E. Humphrey 
has been responsible to a large degree 
for the change in the policy of the Com- 
mission and is a vigorous champion of 
the policy of settling cases by stipula- 
tion and by other means involving co- 
operation rather than litigation. 

“As I construe it, the primal duty of 
the Federal Trade Commission is to 
protect the public from unlawful prac- 
tice,” said Mr. Humphrey. “If this can 
be accomplished by stipulation instead 
of litigation, leaving out of the question 
the great cost to the taxpayer, what 
can be the objection to so stipulating? 
I know the objection voiced by oppo- 
nents to such procedure. They say they 


want to terrorize dishonest business. 
But while we are terrorizing 10 men in 
business that are dishonest by wide- 
spread publicity, indictments and litiga- 
tion, are we not at the same time ter- 
rorizing the 90 men that are honestly 
trying to obey the law? 











“It is absolutely dishonest to claim 
that there is a clear and distinct line 
between what is and what is not un- 
lawful under the anti-trust acts. It is 
therefore absolutely dishonest to say 
that when they are violated, it is al- 
ways done purposely. It is absolutely 
dishonest to say that when men violate 
the anti-trust act, their action is always 
reprehensible and that it is done as 
knowingly as when men violate laws 
that for ages have been recognized by 
common consent without statutes. The 
Supreme Court of the United States has 
many times divided upon what action 
constituted an unfair method of com- 
petition. 

“The chief objection to settling cases 
by stipulation lies in the fact that it 
tends to lessen the publicity that the 
demagogue and the fanatic wish to use 
in their propaganda of socialism and 
discontent. 

“Of course, the big thing, the over- 
shadowing thing, in the work of the 
Federal Trade Commission is the pro- 
tecting of the public from these viola- 
tions of law which injure the public in 
countless ways, but there is also an- 
other side to this question. In these 
days of such tax burdens as the Ameri- 
can citizen has never before carried, the 
most popular as well as the most nec- 
essary demand of the hour is economy. 
Under the present rule of stipulation, 
the cost of settling cases as compared 
with the old system is nominal. Or, to 
put it another way, it cost $2500 more 
in each case to protect the public from 
unlawful practices by order than it does 
by stipulation, or, in sum, the new rule 
during the first six months of its opera- 
tion has saved the American taxpayer 
approximately $500,000. That is, it 
would have cost a half million dollars 
more to accomplish the same result 
under the old rule than it does to ac- 
complish it under the new rule. And 
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do not forget that if the same result 
had been accomplished at all under the 
old rule, it would have taken several 
years to do it and in the meantime the 
public would have been suffering in 
many cases from a continuation of the 
unlawful practices. Not only this, but 
the money that has been saved and the 
time of the Commission, and its large 
organization, can be devoted to other 
urgent cases and matters of great pub- 
lic importance.” 





It is the commonplace thing to criti- 
cize Congress, and it may be added 
that perhaps most of those who criti- 
cize it would, if elected to Congress, 
do precisely as the average member of 
Congress does. Human organizations 
are so run. It may also be said that 
the best interests of the country are 
served by criticism of Congress, pro- 
vided it is constructive criticism. 

Reversing the foregoing, it follows 
that praise of Congress is the unusual 
thing. Yet it is being deservedly 
praised by the country for its quick 
action on the tax reduction bill. Sel- 
dom in the annals of Congress is a piece 
of legislation of such transcending im- 
portance given such little partisan color 
and so quickly expedited as this meas- 
ure was. It was 80 days from the time 
it was introduced until it was passed. 
It may be argued that both the Repub- 
licans and Democrats formed a coalition 
and put through the bill so as to make 
the law effective in time for taxpaying 
Mar. 15 because the country would tol- 
erate no partisan bickering. This is 
probably true, yet it is urged that it is 
a compliment to Congress that it not 
only heard the voice of the people but 
obeyed it, and the “voice of the people” 
is not used here in any demagogic sense 
whatever. Credit for the lower taxes 
may go where it will. But business is 
interested chiefly in its result, rather 
than its source. While the party in 
power is always given the lion’s share 
of credit, precisely as it is given the 
lion’s share of responsibility and blame, 
for good and bad legislation, respective- 
ly, it remains true that both parties 
were back of the tax reduction bill to 
a surprisingly large extent as shown 
by the votes. 





The best thing about the Senate’s 
mania for investigations is that it is 
threatening a deficit of the Senate’s 
contingent fund, thereby forcing promi- 
nent Democratic and Republican leaders 
to demand a halt! It is a sort of a 
case of drinking so deeply as to become 
sober, to crudely paraphrase Pope- 
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Get This Screen—FREE 


It comes with the money-making Mirro merchandising plan described 
below. Beautifully lithographed in color: stands 3 ft. 10 in. high 
and 4 ft. 7 in. wide. Removable panels permit changing pictures. 


Put this plan to work 


great 1926 advertising campaign — also free! 





Increase your Mirro sales; build permanent, 
profitable business; make more attractive 
window displays with less effort —by letting 
this Mirro merchandising plan work for you. 


And (5) a trade-stimulating selection of best- 
selling Mirro utensils. And all you pay for 
is the Mirro Aluminum—at regular prices. 


This is what you get: (1) A beautiful, 
practical, substantial display screen, as illus- 
trated, free; (2) Three sets of pictures—3 
to a set —for replacing original panels, 
making four complete changes to give your 
displays variety — also free; (3) 150 invita- 
tion letters and recipe booklets to mail to cus- 
tomers— also free; (4) the help of Mirro’s 


Thousands of Mirro dealers have already 
adopted this plan. They’re enthusiastic 
about it. Let us give you full details. Just 
mail the coupon below. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S.A. 
Makers of Everything in Aluminum 





eeeeeeaeeee S@eeeseeeeeeeeeeeeeeaeeeeeeeeeeeeeeeeeeaeeeeeaeeeeeeeeeeeeeeaeee eeeeve 
Makers of Everything in Aluminum 


Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 

Gentlemen: This sounds interesting. Please send full de- 

tails—price, make-up, shipping weights, 

Window Display Deal. 


etc.—of your 


CMIRRO 


The Finest Aluminum 


NN Ae edn a eas a te dt Looe © ciate ee Bidet there a a 4 et 
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Ceneral Market News 





Warmer Weather Will Improve 
(seneral Hardware Business— 


Prices Are Very Stable 


C 


distributing centers. 


ONTINUED cold weather is retarding normal March busi- 
ness, say reports received from leading wholesale hardware 
Both jobbers and retailers feel that 


warmer weather will show definite improvement in daily sales vol- 
ume, and both factors are making plans accordingly. 

In spite of the weather handicap the trade at large is very busy 
shipping and receiving spring goods and preparing generally for 
spring business, which is expected to be very good once it starts. 


The stability of prices is a most encouraging sign. 


With the 


possible exception of linseed oil and alcohol practically all hard- 


ware lines show firmness. 


but none could be confirmed at press time. 


There are some rumors of advances, 


Collections are fair. 





Future Movement Fair in 


Pittsburgh Market 


A very fair movement of futures is 
reported by Pittsburgh hardware job- 
bers, but current demands still are of 
the volume that does not give very 
much satisfaction. The retail trade 
still is affected by weather conditions, 
which are not yet favorable for con- 
sistent outdoor work, and retailers have 
to be moving a good many goods before 
they make very insistent demands upon 
the wholesalers. Prices are holding 
well in all directions, but the report 
about collections are not very opti- 
mistic. 





Restrained Optimism 
Justified, Says Eastern Bank 


With the different branches of indus- 
try in better adjustment than they have 
ever been for years, the outlook justi- 
fies restrained optimism, says a bulletin 
of the National City Bank, New York 
City, which continues to state: The 
danger, of course, lies in over-confi- 
dence, leading to over-production and 
disturbance of the normal balance in 
industry. In view of the exceptionally 
heavy output of 1925, conservative 
business men will not be taken by sur- 
prise if the volume of business this year 
fails to constantly overtop all previous 
records or should even fall somewhat 
short of its recent level. In some local- 
ities, at least, there are indications that 
building operations. and speculation in 
real estate have been overdone, and it 
is not impossible in certain other indus- 
tries where unusual optimism now pre- 
vails production may be pushed too 
hard. Should this prove to be the case 
some slowing may occur during the 
latter part of the year, but there seems 
to be little likelihood of anything in the 
way of a serious reaction. 





Business Profits in 1925 
Greater Than 1923-4 


Annual earnings statements now 
available for 294 industrial, mercantile 
and public utility corporations indicate 
that net profits of such concerns in 
1925 were about 30 per cent larger than 
in 1924 or in 1923, states the current 
review of the Federai Reserve Agent at 
New York. The review continues: 

While these statements represent 
simply a sampling of all concerns, the 
concerns included are sufficiently repre- 
sentative so that the conclusion may 
fairly be drawn that the year was one 
of very large profits. These large 
profits accompanied unusually high 
levels of production and trade in 1925, 
but, with a few exceptions, relatively 
stable prices of manufactured goods. 


Radio Output Reaches 
$650,000,000 in 1925— 
Was $2,000,000 in 1920 


The output of companies manufac- 
turing radio equipment in the United 
States is now valued at about $650,000,- 
000 a year, as compared with $2,000,000 
in 1920. The number of receiving sets 
is about 10,000,000, with constantly 
growing additions. Twenty thousand 
radio transmitting stations are in oper- 
ation in this country and 300 applica- 
tions for new stations are pending be- 
fore the Secretary of Commerce. 

This information has been placed be- 
fore the House Committee on Appro- 
priations by officials who handle this 
class of business in the Department of 
Commerce. Until recently, they told 
the committee, practically all of the 
sending stations were located in a com- 
paratively few centers. Now they are 
scattered all over the country, reauir- 
ing close local supervision in order to 
prevent unnecessary interference. 





Reading matter continued on page 88 





The New York Times quotes Arthur 
J. Tyrer, Deputy Commissioner of 
Navigation, as being opposed to any 
plan of Government supervision over 
radio receiving sets, saying he thought 
Government regulation in the field of 
radio should be limited to transmitting 
stations. 

“If we enter upon the duty of con- 
trolling, licensing or regulating receiv- 
ing sets there would be no limit to the 
amount of money that would be re- 
quired for that purpose,’ Mr. Tyrer 
told the committee. “It would be diffi- 
cult for us to administer a law satis- 
factorily that would cover every city, 
town, hamlet and farm in the country.” 

Commenting on Mr. Tyrer’s state- 
ment, Representative Martin B. Mad- 
den, chairman of the committee, said: 

“I want to be understood as being 
very heartily in favor of the most rigid 
control of the sending stations and of 
the licensing of all such institutions. 





Dodge Building Reports 
Show Continued Activity 


According to the F. W. Dodge Cor- 
poration, contracts awarded in 37 States 
during January amounted to $457,158,- 
600, which, although 14 per cent less 
than in December, were nearly 50 per 
cent more than in January of last year. 
In addition to projects already con- 
tracted for, additional new work con- 
templated was estimated at $851,590,- 
300, only 6 per cent under the record 
amount reported in December, and 26 
per cent over the total reported in Jan- 
uary, 1925. While it is agreed that 
construction work cannot continue in- 
definitely at the present pace, the work 
already placed or in prospect seems 
sufficient to insure activity for some 
time to come. Accompanying activity 
in building, production in kindred in- 
dustries, such as lumber and cement, 
~emains at high levels. 


Substantial Gains Reported 
by Chain Organizations 


Reports from leading chain store 
organizations in the United States show 
substantial gains from February, 1926, 
when compared with February of last 
year. Reports as announced follow: 

February sales of the F. W. Wool- 
worth Company totaled $15,478,497, 
compared with $14,853,254 in the same 
month of last year, a gain of 4.21 per 
cent. For the first two months of the 
year sales totaled $30,640,651, against 
$29,054,482, a 5.46 per cent gain. 

The McCrory Stores Corporation re- 
vorts February sales of $2,173,706. 
against $1,783,258 last year, a gain of 
21.8 per cent, and sales for the two 
months of $4,331,152, against $3,488,- 
166, a gain of 24.1 per cent. 

The S. S. Kresge Company reports 
February sales of $7,496,429, against 
$6,644,378, an advance of 12.8 per cent, 
and sales for the two months of $14,- 
947,189, against $13,316,191, a gain of 
12.2 per cent. 
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heres Only One Stidetite, 


So easy, smooth and quick in operation as to be 
almost automatic. Driveway unobstructed — door- 
way of any width up to 30 feet—from 2 to 10 doors 
—all theseessentials to perfect garage door efficiency 


assured by— 


Slidetite Garage Door Hardware 


Equipped with it, doors slide inside and fold flat against the 
wall. When closed, the garage is weather-proof. Stand open 
in any position, unmoved by the strongest wind. Install S/zde- 
tite and get a lifetime of uninterrupted service. 


Slidetite a Symbol 


Slidettte Garage Door Hardware, the aéso/ute in efficiency and 
service, is but a type of the advanced ideas embodied in every 
item manufactured by Richards-Wilcox. Barn, House, Fire, In- 
dustrial and Elevator Doors hung the R-W way are hung right. 
The service is nation-wide. Consult the Engineering Depart- 9 70" 

. . ; ty Leaves 
ment freely and without obligation on any doorway problems. its imprint’ 


ichards-Wilcox Mf¢. (0. 


“A Hanger for any Door that Slides. 











AURORA, ILLINOIS, U.S.A. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Gud.. Chicago Minneapolis KansasCity Los Angeles SanFrancisco Omaha _ Seattle Detroit 


Montreal - RICHARDS-WILCOX CANADIAN CO,,LTD., LONDON,ONT. - Winnipeg 
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Cold Weather Retards Normal 
March Business, Say N. Y. 
Hardware Jobbers 


ONTINUED cold weather is retarding normal March hard- 

ware demands, say New York hardware jobbers, in com- 

menting on the first 10 days of the current month. The 
wholesale trade is busy, but sales records do not show a heavy 
volume. 

Retailers have practically the same story to offer. They say 
the consumer is only buying the goods he must have. 

Both factors agree that a letup of the weather should bring 
about a very definite improvement in business, as finer weather 
always brings people outdoors. At that jobbers report several 
new stores in the metropolitan area. 

Collections are only fair at present. 








. Fj 2 E ] JOBBERS’ QUOTATIONS Ls RE- 

Freezer Prices Firm; Early | taicers, F.0.6. New Yor 
‘ A discount of 33% per rte on the 
Interest Good foliowing househoiu and personal use 
brushes, which aie quoted here at 
ice } j ream list prices. 
Prices have — ss “ge s rf t Nail brushes, 85c. each; split 
freezers in the ew ork market. duster, $1.25; cloth brush and skirt 
Early interest shown for this line has brush; $1.60; dust mop, $1.90; ae 
2 brush, medium, $1.95; large, 2.30; 
been very good. We quote here three refrigerator brush, 30c.; percolator 
lines next week. dish mop, 35¢.+ pan oe. ann 

JOBBERS’ QUOTATIONS TO RE- SS SS SS. Te, See 
TAILERS, F.0.B. NEW YORK: brush, 55c. ; bottle brush, 3c, 

Alaska Freezers.—1 qt., $2.95 each, ri 
2 qt., $3.45 each; 3 qt., $4.10 each; 

4 qt., $5 each; 6 at. $6.30 each; : qt., Demand Fairly Good 

$8.20 each; 10 qt., $10.75 each; 12 qt., 

$14 each; 15 qt., $17 each and 20 at. for Carpet Sweepers 
$21.50 each. These are list prices ; 7 

which are subject to a dealer's dis- A fairly good demand is reported for 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—l qt., carpet ye me in 9 ep een 
$3.35 each; 2 qt., $3.90 each; 3 qt.. market. rices are firm, and stocks 
oe 65 — 4 qt.. ky each; s qt., are considered satisfactory. 

1.25 each; 8 qt., $9.35 each; 10 qt., . a 
$12.50 each. These are list prices TAILERS. F. ee tee va — 
which are subject to a dealer's dis- C , 

‘ 2) « sip ania arpet sweepers, American Queen, 
count of 20 and 10 per cent. : $54 per doz.; Elite, $60 per  doz.: 
ee OUR FESS <-. Grand Rapids, nickeled, 15-in., $48 
$5.65 each; 3 qt., $6.75 each; 4 qt., per doz.; same jap., 17-in., $60 per 
$8.25 each; 6 qt., $10.45 each; 8 qt., doz.: Parlor Queen, $56 ‘per doz. : 
$13.50 each; and 10 qt., $18 each. Princess $50 per doz.: Universal. 
These are list prices and are sub- nicioniod’ $46 per doz ‘oma jap $42 
ject to a dealer’s discount of 50 per per doz. Pp id sad 
cent. Toy sweepers, Little Gem (3 and 
6 doz. cartons), $3.75 per doz.; Little 


‘ i Jewel, 1 doz. cartons, $10 and Junior, 
ld t 16 er d Littl 

Wire Cloth Moving at 1, dom. cartons, $16 per dos.; Little 
Firm Prices ered ence 


Wire cloth is active in the New York Demand Is Consistent 


hardware market. Prices are firm, and for Wood Screws 
in most cases wholesale distributors are 
quoting the $2.30 price on 12 mesh There is a consistent demand for 


wire cloth. Last week there was a | wood screws in the New York market. 
price of $2.20 common in this market. | The new high prices are being main- 
JOBBERS’ QUOTATIONS TO RE. tained throughout this section. Stocks 


TAILERS, F.0.B. NEW YORK: apparently are adequate. 
Copper eg cloth, 14 alee $5.25; JOBBERS’ QUOTATIONS TO RE.- 
16 mesh, $5.7 P TAILERS, F.O.B. NEW YORK: 
, Bronze, id “mesh, $5.75; 16 mesh, Discounts on Wood screws: Iron 
. . . « > 771 > ° 
Opal wire cloth, 12 mesh, $2.30; 14 ge PE 
mes : mesh, or : “s . ‘ 
16 thesh” $3.15 cloth, 14 mesh, $2.50 and a «dl — lage owt heer ig ees 
mes : ‘ al 
These prices apply to widths 22 in. a ee Se 
to 48 in. On smaller sizes add 15c. » &. discounts apply to revised 
per 100. list of June 24, 1922 


EX TRAS—20-10- 10 per cent. 


N. Y. Prices rll 
on Fire Pots, Torches 


Prices are firm on fire pots and 


Brush Sales Satisfactory 
Stocks Are Adequate 


There has been a satisfactory sale 
of brushes in the New York market. 


Stocks are considered adequate, and | torches in the New York hardware 








prices are unchanged. market. While the demand is not 
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heavy, it has been very consistent. 
Stocks are apparently ample. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Torches 
Turner Master Line, 43 qt., $5.76 
each; 45 qt., $6.53 each; 47 qt., $7.08 
each; 48 qt., $7.18 each; 49 qt., $8.54 
each; 52 pt., (Flat), $6.96 each. 
Turner Standard Line, 
Gasoline-Kerosene 
9 pt., $5.33 each; 14 pt., $5.76 each; 
22 qt., $6.53 each; 30 qt., $6.91 each; 
5.76 each; 39 qt., $6.05 each; 
.. $6.79 each; 93 qt., $7.42 each; 
105 pt., $4.88 each; 205 qt., $5.23 each. 
Fire Pots 
Turner Line, No. 53, $7.20 each; 


No. 63, $7.97 each; No. 66, $10.18 each; 
No. 76, $7.13 each; No. 34, $8.67 each. 


March Business Good 


on Pyrex Items 


New York hardware jobbers report 
an active business on Pyrex. Prices 
are unchanged, and are not expected to 
be revised in the near future. Whole- 
sale stocks are satisfactory. Retail 
stocks are said to be only fair. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

_ ae ee, No. 621, % qt., 
x 2%, 60c.; No. 622, 1 qt., 6% x 
234 Tas at 623, i” qt., i x — 


, 8% x 
* Casserole —_— Square. = “No. 653, 1% 
qt., 7% x 2%, $1.17. 
Casseroles—Oval.—No. 632, 1 at., 
8 x 5% x 2%, $1; No. 633, 1% at., 


9% x 6% x 3, $1175, No. 634, 2 at., 
10% 7 7% x 3%, $1. 
Casseroles. — Oval '=-Shallow.—No 


642, 1 qt., 9% x 6% x an $1; No. 643, 
1 qt 10% x 7% x 2%, $1.17; No. 
644, qt., 11% x 8% x 2%, $1.33. 

Pudding Dishes—Round.—No. 021, 
1% qt., 6 x 2%, 40c.; No. 022, 1 aqt., 
6% x 2%, 57c.; No. 023, 1% at., 7% 
x 3, 67c.; No. 024, 2 qt., 8% x 3%, 80c. 

—e Dish — Square.—No. 053, 
1% qt., 7% x 2%, 67c. 

Bread or Loaf ler ie ak .—No. 
213*, 4% .. 1. 17c.; No. 


%, $1. 
Covered Baking Dish—Two Piece 
Oval.—No. 110, 10 x 7% x one $1.33. 
“a Plates—Round. —No. 205*, 4% x 
, 17c.; No. 208, 8% x 1%, 50c.: No. 
268° 9% x 1%, 60c. : No. 210, 10% x 
1%, 67c.; No. 211, 11% x 1%, 
Pie Plate - — Hexagonal. — Ne “200, 
9% x 1%, 6 
Biscuit * —No. 235, 11% 
x 55% x 1%, 83c. 
Bean Pots—Round.—No. 504, 1 
7 $1.17; No. 506, 2 qt., ae 
5%, $1.6 
Cake Sich—Round -—No. 221, 9% x: 
1%, 60c. 
Double wet anaes Dish. 
No. 130, 9% x 1%, $1. 
a © Gratin Dish. Bony 331, 9 x 5% 
x 
| Ph neal 316, 155% x 11% 
x %, $1.33. 
Utility ea a oe 231, 
6% 


10% x x 2, O. 232, 12% 
x 8% x 2, 17. 
Individual Baker — (Ramekin) — 


Round—Wide Rim.—No. 442%, 4 oz., 
3% x 1%, 13c. 

Custard Cups—Round.—No. 424%, 
4 oz., 3% x 2%, 13c.; No. 426%, 6 oz., 
% x 2 17c. 

individual Deep Pie Dish—Round.— 
No. 452*, 6 o 44% x 1%, 17c. 

Cake bish=Beunre. —No. 809, 91, 
x 1%, 73c. 

Teapot Tile.—No. 706, 6 x %, 40c. 

Percolator Tops.—No. 953, Diam- 
eter, 2%, 7c. 

Measuring Cup—Round.—No. 8, 33c. 

YREX is packed in individual car- 
FR dees Pon items marked with *%, 
which carry six to a to a carton. 


Fair Demand Reported on 
Oil Cook Stoves 


Oil cook stoves are fairly active in 
the New York wholesale hardware 
markets. Prices have been unchanged, 
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BRUTE STRENGTH 


Towing the huge sections of a 10,000 ton drydock from New York to 
Mobile, in the face of a succession of the worst storms ever known on the 
Atlantic Coast, is an achievement credited to Columbian Rope. 


During the entire journey, a 12-inch circumference Columbian Tape- 
Marked Line, out a full 200 fathoms kept the dock in tow. Throughout the 
frenzy of a mad sea, when a bridle of 14-inch steel wire snapped, the 12-inch 
Tape-Marker Hawser held. 


This is another demonstration which shows the extra margin of strength 
in Columbian Rope. Brute strength is descriptive of such remarkable per- 
formance. 


Sell your customers this kind of Rope. There is a Columbian Jobber in 
your vicinity. Write us for his name and address. 





Columbian Rope Company 
352-80 Genesee Street 


Auburn, “The Cordage City,’ N. Y. 


Branches: New York Chicago Boston New Orleans 
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and wholesale stocks appear to be satis- 
factory. Because of the high price and 
searcity of coal the hardware trade in 
this section has enjoyed an unusually 
wide sale of oil heaters. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Oil Cook Stoves 

PERFECTION— 


ek et 2 ee.  seiccsiveseete $17.50 
on, Te BS BUPMOTS. 00s vcsdesect 22.50 
con, ee OS MEN, 6cieccecosseccss 28.50 
on. Ta i SE... ccc nccneeenees 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (improved Model)— 
No 


I SD Pc seéues tb deeeeere $17.50 
SS FG, ere TT 22.50 
ee FG 28.50 
Puritan discounts same as lerfec- 
tion. 
NESCO— 
oe, 8 2 oe. .crenneeweeel $9.50 
i 2 2 on cc useuenecee 17.35 
a, See Be Ws oc eevee sscess 22.00 
Se, Bae 6 BERGE. cccccecesévve 28.00 
MO. Bib B BUPMST. cccck cuccceve 39.50 
No. 1102 high shelf only......... 5.25 
No. 1103 high shelf only......... 6.50 
No. 1104 high shelf only......... 8.00 
No. 1105 high shelf only......... 9.75 


With vitreous enameled stove tops 
and splash backs: 


ee, Bee BS BERETS. cc0sccccecteus $35.50 
Bee, BEE 6 DUP MOTRs vince cecccceesy 44.50 
Nesco dealers’ discount, 30 and 
5 per cent. 
Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 
Dealers’ discount, 30 and 5 per cent. 


Ovens 
PERFECTION— 
No. 211 1 burner plain door....$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 112G 2 burners glass door... 6.00 
ar 6.15 


Dealers’ discount, on 10 or more, 

30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 

No. 42G 2 burners glass door... .$5.50 

Dealers’ discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 

No. 05 1 burner solid door...... $2.00 
No. 5 1 burner glass door...... 2.15 
No. 010 1 burner solid door...... 3.50 
No. 10 1 burner glass door...... 3.75 
No. 020 2 burners solid door..... 4.25 
No. 20 2 burners glass door..... 4.50 
No. 030 2 burners solid door..... 4.90 
No. 30 2 burners glass door..... 5.20 

Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 

Perfection No. 412.............. $40.00 
Perfection No. 421....ccccsccecss 80.00 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Linseed Oil Declines 


in New York Market 


Linseed oil prices continue to show 
decline in the New York market. This 
tendency has been very evident since 
Dec. 1. Current offerings f.o.b. New 
York on linseed oil are as follows: In 
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lots of less than 5 bbl., 11.5c. per Ib. 
the equivalent in cents per 7% Ib. gal., 
being 86%4c. In lots of 5 bbl. or more, 
ll.le. per lb., the equivalent in cents 
per 7% lb. gal. being 83%c. Calcutta 
linseed oil in bbl., 16.1c. per Ib., the 
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equivalent in cents per 7% Ib. gal., 
being $1.20%. 

Boiled oil is 4/10 cents extra per lb. 
Double boiled oil is 5/10 cents extra per 
lb., and oil in half barrel lots is 7/10 
cents per lb. additional. 





Spring Prices on Garden Tools 


as Quoted by New York Jobbers 


Since the first of the year New York hardware jobbers have been very active 
delivering garden tools and other spring merchandise. The bulk of these orders 
were placed last fall and called for March 1 delivery. Current demand for 
spring merchandise is very light, as early stock orders have been placed in 
most instances, and it is too early for much consumer demand on these items. 
Aggregate orders placed for spring goods suggest complete market confidence 
among retailers. No serious price changes are anticipated among jobbers. 


Wholesale stocks are in good condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Garden Hoes 


Black finish, 7 in. steel blade, solid 
shank, 4% ft. ash handle, 48c. each. 
Same with 6 in. blade, bronze finish, 
79c. each; and with 7 in. blade, 
bronze finish, 80c. each. 

Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
62c. each. 

Meadow hoes, forged steel blade, 
19 gage, polished and bronzed, socket 
shank, 4% ft. handle, $1.12 each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. ash handle, 7 in. blade, 80c. 
each. 

Onion hoe, square top, polished 
forged steel blade, 7 x 1% in. bronze 
finish, 41% ft. handle, 80c. each. 

Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 95c. each. 
Schuffle type hoes, 92c. each. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1 to $1.12 each. Same 
with 2 holes and 10 in. polished stee 
blade, $1.14 each. 

Mortar hoes are packed 12 in a 


bundle. 
Garden Sets 


Three pieces—hoe with 4 in. blade, 
round point shovel with iron D han- 
dle and curved 6 tooth rake, stand- 
ard forged, $1.48 per set. Same, 
medium quality, $1.07 per set. Each 
set packed in a bundle. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 45%c. each; with 14 
teeth, 49\%4c. each; with 16 teeth, 54c. 
each. 

Medium bronze finish, r+ 
teeth, 5% ft. ash handle, 12 teeth, 
63c. to T76c. each; 14 teeth, 69%c. to 
82c. each; 16 teeth, 47c. to 88c. each. 

With 14 curved teeth, polished 
bronze head, 87c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.07 each; with 14 teeth, $1 
each. 

Rakes packed 12 in a bundle. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft. ash han- 
dles, 59c. each, same with 5 forged 








steel adjustable prongs and 4% ft. 
ash handle, 8lc. each. 
Packed 6 in a bundle. 


Potato Hooks 


Solid steel, goose neck, bronze fin- 
ish, 4% ft. handle, 5 round tines, 
$1.01 each. Same, with bent head, 
polished and bronze finish, 4 angular 
back tines, 95c. each. These are 
packed 12 in a bundle. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.68 each. 
Same, 5-13 in. tines, $1.86 each. 

Strapped ferrules, steel capped, 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in, tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dle, with 4 oval 15 in. heavy tines, 


$2.14 each. All of these manure 
forks are packed 6 in a bundle. 
Hay Forks 


Strapped ferrule, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.13 each and with 6 ft. bent 
handle, $1.37 each. 

Hay forks are packed 12 in a 
bundle. 


Spading Forks 


Boys’ spading forks, for floral use, 
etc., 4 light angular tines, malleable 
iron plain ferrule, D handle, 78c. 
each. 

‘With malleable D handles, strapped 
ferrule, with 4 angular drop forged 
tines, black finish, 95¢c. each; with 
heavy tines, bronze finish, $1.39 each. 

With wood D handle, strapped 
ferrule, bronzed and polished with 
four heavy angular tines, $1.74 each; 
with 5 heavy tines, $2.14 each. 

Spading forks are packed 6 in a 
bundle. ; 

Miscellaneous Items 


CLAM HOOKS, solid steel, polished 
and bronzed, 26 in. ash handle, with 
4 broad angular tines, 99c. each. 
Packed 6 in a bundle. 

TURF EDGERS, forged _ steel 
blades, polished and bronzed, 4% ft. 
handle, solid shank, 86%c. each. 
Packed 12 in a bundle. 

FERRULES, wrought iron, plain 
for farming tool handles, rake style, 
7c. each. Strapped for manure forks, 
20c. each. 





Beating the Peddler by Peddling 


in a really big successful way unless 
you take them to your trade.” 

Then W. H. Blanning, Lykens, Pa., 
chipped in. “In the builders’ hard- 
ware line we would probably get very 
little of the business if we didn’t can- 
vass. We canvass the contractors and 
the home builders, and I think this 
class should be canvassed by all up- 
to-date hardware men. We think 
canvassing pays—whether it is a 


Reading matter continued on page 92 





(Continued from page 66) 


washing machine, a line of paint, a 
bunch of household brushes, or any- 
thing else.” 

By this time we were on the edge 
of our chair listening with both ears 
and working our editorial pencil over- 
time. Gee—we were almost tempted 
to do a little talking ourselves. But 
—Providence saved that crowd from 
our oratory. “Time’s up,” said Presi- 
dent Ditz, as he banged his gavel. 


Question box will be resumed in this 
room tomorrow at 10.30 a. m. We 
will now listen to an address by 
I forget his name. You see my mind 
is still on that peddler and what’s 
coming to him in the Pennsylvania 
district when all the Pasha merchants 
start canvassing. Looks like a lot of 
front door artists will be writing the 
factory for carfare home during the 
coming outdoor season. 
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a Full Line 


se or Two Models? 


oe - Ha. KAUFMAN a 


to the mooted question 





‘A full line, by all means,” says 
Frank Lehman. He has found that 
carrying a full line of Perfection 
Stoves increases sales. 


By F. E. Gibbs 


many years I’ve used a Perfection in 
my own home, and so have most of 
theclerks. Naturally, our customers 
feel that we know what we are talk- 
ing about when we are demonstrat- 
ing Perfections. They know that we 


Of course Kaufman’s 

use their display-win- 
dows to mighty good advantage. 
Perfection Stoves and Heaters are 


Store, Nappanee, Indiana, any 
often given the entire exhibition 


S sc into the A. H. Kaufman 
day in the year. In the front 








of the store they display every kind 
of Perfection Stove. 

You’re impressed. You can’t help 
it. And thereby hangs the tale of 
Kaufman’s big success selling Per- 
fection Stoves. 

Seeing’s Believing 

‘‘That display of Perfections is our 
best advertisement,’ says Frank 
Lehman, who for 25 years has headed 
the firm. “‘When a customer sees our 
big display she can’t help feeling that 
we must have confidence in the stove 


to have so many.”’ 
And the proof of Lehman’s theory 


lies in his sales figures. 

1125 Perfections Sold o% 
In the last 15 years 1125 Per- 
fection Stoves have been sold at ( 
Kaufman’s, in this town of 


2800 population. 


IMPORTANT: Sell only genuine Perfection wicks for 
all Perfection and Puritan stoves. Others cause trouble. 


A Full 
Line of. 












space. 

From time to time 
cooking demonstra- 
tions are held. They 
are thoroughly ad- 
vertised in the Nap- 
panee papers, and by 
dodgers announcing 
the event. 


‘*Your Money 
Back’’ 


A money-back 
guarantee goes with 
every stove. And, 
in all the years that 


the Kaufman Store has been in busi- 











EAD these true 
stories of suc- 
cessful Perfec- 


tion dealers. One every 
month. In the next 
issue, ‘Making a ‘Fitney 
Demonstration Pay,” 
the story of Ira ‘fohnson, 
of Hallowell, Kansas. 

















have proved our own 
word.”’ 

‘Stock a full line 
of the product in 
which you have 
faith,’ is Lehman’s 
advice. And he has 
proved its success 1n 
selling Perfections. 

- F-F 

Perfection Stoves 
have been extensive- 
ly advertised for 
many years.  Dis- 
counts are good. If 


you are not already a Perfection 


ness, not a single Perfection has dealer, write us, and we'll tell you 
how to become one. 


& been returned. 


“We know exactly what 
» Perfection Stoves will do,”’ 
“For a good 


Lehman says. 





PERFECTION STOVE COMPANY 
Formerly The Cleveland Metal Products Co. 
7609 Platt Avenue, Cleveland, Ohio 


Perfection Stove Co., 


In Canada, the 
Ltd., Sarnia, Ont. 


Attracts 


PERFECTION OIL STOVES -cams 
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Chicago Jobbers Preparing for Increasing 


Business—Prices Firm to Strong 


(Chicago office of HARDWARE AGB) 


OW that the annual conventions of the Middle Western States 
are all over, dealers are back in their stores and are giving 
serious attention to replenishing their stocks in anticipation 


of the opening up of the spring business. 


Exhibitors, both jobbers and 


manufacturers, at the various hardware shows report that the dealers 
placed more orders at the booths this year than for several conventions 
past, and although the volume of convention sales did not reach that of 
pre-war days, it was for the most part satisfactory. 

Jobbers report that sales are running somewhat ahead of the same 
period last year and there is every indication that the warmer spring 


weather will mean a general pick up in all lines. 


Of course, at pres- 


ent there is the usual seasonal lull and building construction is practi- 


cally at a standstill. 


Prices generally are firm but unchanged, although there may be a 


slight upward turn on some of the staple items at an early date. 


The 


exception to this general condition is linseed oil and alcohol, both of 
which experienced a sharp break during the past week. 

Steel mill operations in this district continue to show a slight in- 
crease, running now at a shade better than 90 per cent capacity. Second 
quarter buying has not started, however, and the price situation is un- 


changed. 


AUTOMOBILE ACCESS ORIES.— 
Sales have been good, especially in tire 
chains. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each: Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each: lots of 
100, 56c. A. C. Special Ford, 44c. 


each. 
sopet 3280, 


Horn.—A. A. Electric (Ford), $4 


each. 
Jacks.—National Standard No. 21, 
14%, -in. 


Light.—Anderson, No 


$1.20 each. 

Pumps. — Rose, 
$1.55. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes.—30 x 314, oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each: gray inner tubes, 30 x 
31%, $1.80 each: red inner tubes, 30 x 
314, $2.25 eac 


AXES.—Sales are normal and prices 


stationary. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle: special 
unguaranteed handled axes, $12 per 
doz. base. 


BOLTS AND NUTS.—tThere is a slight 
increase in the demand and prices are 


firm. 

We quote from jobbers’ 
f.o.b. Chicago: Carriage bolts, 
thread, 45-5 per cent discount; 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, 
cut thread, 50-5 per cent discount; 


cylinder, 


stocks, 
cut 
small 


small machine bolts, rolled thread, 
50-10-5 per cent discount: all stove 
bolts, 75-5 per cent discount; lag 


screws, 60 per cent discount. 
BUILDERS’ HARDWARE.—tThere is 
a lull in buying, as is only to be ex- 
pected at this season of the year, with 
its inclement weather. 











We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair: heavy steel bevel in- 
side sets, $6.25 per doz.: steel bit- 
keyed front door sets, $1.65 per set; 
wrought brass bit-keyed, front door 
sets, $3.25 per set: cylinder front 
door sets, $7.50 per set. 


CHAIN.—Prices are firm and sales are 
reported as satisfactory. 


We quote from jobbe rs’ stocks, 
f.o.b. Chicago: *%-in. proof coil 
chains, $8.50 per 100 Ib.; Teams. Bull 


Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4 % electric 
welded cow ties, $2.75 per doz. 


RIVETS AND BURRS.—Prices are un- 
changed. Sales are normal. 
We quote from jobbers’ 


f.o.b. Chicago: Copper rivets 
burrs, 45 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—The demand is holding 


up well and prices are unchanged. 
quote from jobbers’ stocks, 
f.o.b. Chicago: 
Electrical Merchandise. — No. 14 
rubber-covered wire, 
ft.;: in 1000-ft. lots, $7.25; 
lamp cords, $14.25 per 1000 ft.: in 
1000-ft. lots, $13.65: %-in. brush 
brass key sockets, 18¢. each; two- 
way plugs, 45c. each: in lots of 10, 
40c. each; two-piece attachment 
plugs, 12c. each: dry cells, boxes of 
50, 32c. each; less than case lots, 
36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766. $1.40 each; No. 767, $2.62 
each; No. 770, gy each: No. 772, 
$2.62 each: No. 486, $3.85 each. 

Battery Cha rs.—Apco line, 
of less than 10. 413! 50 each, net. 

Loud Speakers.— Western Electric, 
No. 522W, $9.50 list. Discount, 30 per 
cent. 

FIELD FENCE.—Current orders are 
being placed in a very satisfactory vol- 
ume. Prices are firm. 

We uote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1848-6-14%, $43.62 per 100 
rods. 


stocks, 
and 


lots 
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FILES.—Prices are firm and the de- 


mand is steady. 

We quote from jobbers’ stocks, 
f.o.b. oe American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—Jobbers are 
offering specials on single sizes—other- 


wise prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvani lized 


after made tubs, No. 1, $6.4 
40: 10- -qt. galvanized 


$7.20; No. 3, ' 
after made pails, $2. 25; 12-qt., 
14-qt., $2.75; 5-gal. galvanize ‘ oll 


cans, ‘galvanized breast, $7.50 doz. 
GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales are normal for this 
time of year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, ood 
quality, molded hose, %-in., 12\4c. 
per ft.; %-in., 14%c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. 
per ft.; %-in., 11%c. per ft. Lawn 
sprinklers, Rain King, $28 doz.; orig- 


inal fountain sprinklers, $8 4doz.; 
Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are sat- 


isfactory and prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. bracket, 
82 per cent discount; single strength 
A, all other brackets, per cent 
discount; double strength A, all sizes, 

82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb.; commercial, 
$3.40 per 100 Ib. 
HATCHETS.—tThere is a good active 
demand and prices are strong. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.: medium quality hatchets, 
2 shingling, $7.25 doz.; medium ‘qual- 
ity hatchets, No. 2 broad, $10.50 doz. 

HANDLED HAMMERS.—tThere is a 
steady improvement noticeable in the 
demand as warmer weather approaches. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Vaughan-Bushnell, 
16-oz. nail hammers, $10.50 doz.; 
Maydole, $12.60 doz.: other makes, 


16-0z. machinist hammers, $7.85 doz.; 
Competitive grade, 16-o0z. nail ham- 
mers, $4.50 to $6. 


HANDLES, AGRICULTURAL.—Sales 
are normally good and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


as and bored, best grade, 4%- 

ft., $4.50 doz.: 5-ft., $5.50 doz.; -» dl 
Fe $4 doz. : 5- ft., $4.80 doz.; x, 

ait , $2.40 doz.: 5- ft., $2.80 doz. 

— 'Fork Handles.—Bent, chucked 


and bored, best grade, with strap, 

ferrule and cap, 4%-ft., $7.50 doz.; 

5-ft., $8.50 doz.; XX bent, with strap, 

ferrule and cap, 4-ft., $5. 50 doz. - 444- 
$5.75 doz.: xx. bent, 4%, -ft., " $4.50 

doz, 5-ft., $5: 50 doz.; x. bent, 414- 
$3 doz.; 5-ft., $3 3.40. 

"eee Fork Handles. —Bent, best 
grade, 4-ft., $4.75 doz.; 4%4-ft., $5.10 
doz. ; , bent, 4-ft., $4.15 doz.; 4% - 
r.. $4. 40 re bent, 4-ft., $2. 60 doz. ; 
41 - ft., $2.9 


= rden “Hoe "Handles. XX. 4\,-ft., 
, $2.40 doz. 


‘ i. % 
ft., $5.25 doz.; X, 5%-ft., $3.25 doz. 


or Handies.—Regular re 
xX, 4% -ft., $5.90 doz.; X, 4%-f 
3. 90 doz.: D handle, best grade, $7. 98 


- 4 grade, $6 doz. 
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Painted by Frances Rogers Copyright 1926, P&L 


OA ifter all, there 2 nothing like Vitralite Enamel! 


is there to stay —so durable and 
long lasting that it is guaranteed 
for three years, inside or outside, 
eee doors it lasts so long 
luous. 


The beautiful, smooth, porce- 
lain-like surface of Vitralite, she 
Long-Life aay 


and furniture, 









like enamel ¢ 
characteristi 
will not hic 


level out Ii ES Lambert 


satisfaction 
lay + fF 

Pratt & Lambert Varnish Products are 

used by painters, specified by architects 

and sold by the better paint and hard- 

ware dealers everywhere. 


will enable the least experienced 
person to actually see and fee/ 
the difference. 

And when applied, Vitralite 


“Gave the surface and Pratr & Lampert-Inc. 114 Tonawanda St., Buffalo, N. Y. 
yn a Canadian Address: # Courtwright St., Bridgeburg, Ontario 
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The Longi e 
Enamel 
<> vs A 





Placed on the market in 1905, Vitra- 
lite, the Long-Life Enamel, was the first 
*‘Jong-oil"’ or European type of enamel 
to gain widespread popularity in the United 
States and Canada. 

Although designed for the finest of 
architectural decorative work by painters 
and decorators, its ease of application and 
free tlowing without brush marks, at- 
tracted many housewives and other ama- 
teur wielders of the brush. 

It is these qualities, combined with the 
rare charm of the tints available, that 
have made Vitralite such an ideal house- 
hold enamel. 

At the same time, the great durability 
and long life of Vitralite brought about its 
use where resistance to wear, water and 
weather was of primary importance, as in 
kitchens, dairies, laundries, bakeries, hos- 
pitals and on ships, even though the cost 
per gallon was nearly twice as high as the 
cost of paint used for such purposes. 

The Miller-Parrott Baking Co., of 
Terre Haute, Indiana, used Vitralite seven 
years ago on the bakery walls and Mr. 
Miller of this company states that despite 
the necessity for washing and keeping it 
clean, the surface still has the same sheen 
and luster as when first applied. 

There are three distinct types of Vit- 
ralite: the regular or architectural ( used 
by painters, decorators and householders), 
Vitralite Automobile Enamel (for auto- 
mobile painters) and Vitralite Railway 
Enamel (especially designed for railroad 
coaches and street cars). 

Ralph De Palma, the famous auto- 
mobile race driver, is one of many who 
appreciate a long-lasting paint job. His 
racing car is finished with Vitralite Auto- 
mobile Enamel. 

One, of the biggest railroads in the 
United States (name on request), a large 
user of Vitralite Railway Enamel, has had 
a test coach on a daily run, for over seven 
and one-half years. The exterior of this 
coach was finished with Vitralite Railway 
Enamel when the coach was first put in 
use and it is still in good condition ! 

All of which is a casual everyday kind 
of evidence of the character and quality 
of the hundreds of other Pratt & Lambert 
varnishes, enamels, stains and finishing 
materials made for all classes of trade, 
industry and home use. 

If you have a finishing problem, tell 


us aboutit. We believe we can help you. 





SSO 
— 


—_ 


v'a® a “s 








93 













SF RR F > REE S -- REROG WIRY HF Ry 





FS ER FS VRP FRR 













pt ed 


FS RY HS ’. 


» 


Tae as he ae ae ae or he ee ee 


5 =e 





ee 2 * o> ee 


and 


4 
« 








94 


Spade Wandies.—QD handies, best 


grade, $7.75 doz.; X grade, $6 doz. 
HANDLES, TOOL.—Prices are very | 
strong and the demand heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handiles.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hamnier Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—-Sales are very good. Prices 
are unchanged. 


We quote 
f.o.b. Chicago: 





from jobbers’ stocks, 
Heavy strap nineee. 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., $4.30 

-r doz. pairs; extra he avy T hinges, 
n bundles, 4-in., $1.56: 5-in., $1.66: 
6-in., $2.08; 8- -in., $3.56; 10- in., $5. 10 
per doz. pairs. 


ICE CREAM FREEZERS.—tThere is a 
steadily increasing volume of business 
being placed. There is no change in 


prices. 
jobbers’ stocks, 
, $4.85 list; 2-qt., $5.65 list; 3-qt., 
list; 4-qt., 25 Hst; 6-qt., 
Chicago: White Mountain, 
5 list; sont’ $13.50 list; 


quote from 


. e Ss 
55 list; 4- a 
$11. 10 list. 
dis- 


$5. 
- 6-qt., list; 8-qt., 
1 the above less 50 
count. Alaska, 1-at., 
$3.45 list; 3-qt., 
list; 6-qt., : 
10-at., $10. 5 
15-qt., $17 list; 20 - -qt., 
discount of 20 ‘and 10 per cent on all 
above prices. 


LANTERNS.—tThere are some orders 
for future shipment being placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LAWN MOWERS.—tThe sales volume 
is holding up in a very satisfactory 
manner. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing. 
5-knife, ll-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 
wheels, $10 each; 16-in., plain bear- 
4-knife, 10%-in. wheels, $8.65 
ball 4-knife, 


4-knife, 9-in. wheels, $7.35 
ball bearing, 4-knife, 
$8 each; 16-in. plain 
8-in. wheels, $5.85 


stocks, 


bearing, 
each; 16-in. 
8-in. wheels, 
bearing, 3-knife, 
each. 
NAILS.—Prices are unchanged 
sales are somewhat slow. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
3.15 per keg base; cement coated, 
2.20 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
—_ longer, $2.25 for shorter than 
-in. 
OIL STOVES.—Prices are unchanged 
and the demand is very satisfactory. 
These are list prices. Dealers’ dis- 
counts are noted after each group. 
PERFECTION— 


and 





NR eer $17.50 
No. 73 $ burners............ -oo oe 
ee 2 re... ceecsoseues 28.50 
es ee eased 39.50 
Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more: on 
less than 16, 30 per cent. y 
PURITAN—(Improved Model)— 
ee, Ge ate cecccceeses $17.50 


| 
| 
| 
| 
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Dee, Ge cs ovccveceucets 22.50 
Bee, GE | Bese ccvsccckecnns 28.50 
ht aes discounts same as Perfec- 
tion. 

NESCO— 
No. Se Ore oe ey $9.50 
me RO 17.35 
Bee. Bee © WP ONe cues cc ccctcee Eee 
DEO. Bae | WBUWGR. 2. cc cccsvccss 28.00 
ae ee 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 

Nesco dealers’ discount, 30 and 5 
per cent. 
Ovens 

PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
Dk DE sencntdedcehdeteetnasseae 6.15 

Dealers’ discount, on 10 or more, 

30 and 5 per cent; less than 10, 30 
per cent. 

PURITAN— 


No. 42G 2 burners glass door.. .$5.50 


Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. ~ 

NESCO— 
No. 05 1 burner solid door...... $2.10 
No. 5 1 burner glass door...... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 101 burner glass door...... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door..... 4.40 
No. 030 2 burners solid door. 5.40 
No. 30 2 burners glass door. 5.70 

Dealers’ discount. 30 and 5 per 
cent. 

Water Heaters 
Pemeepccswem Bee. G82. .....ccvccdes $40.00 
Peseecuem NG. E21... ..cscocsser 80.00 

Perfection discount, 30 and 5 per 


cent in lots of 10 or more: tess than 


10, 30 per cent. 
Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND OILS.—Linseed oil and 
alcohol take a decided drop. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 99c. 
per gal.; 5-barrel lots, 96c. per gal. 

Linseed Oji!l.—Boiled, barrel lots, 
ot.se per gal.: 5-barrel lots, 99c. per 
a 


Turpentine.—Barrel $1.18 per 


cook 


stocks, 


lots, 


gal. 
Denatured Alicohol. — Barrel lots, 
52c. per gal.; steel drums, extra 
returnable. 
White Lead.—100-lb. kegs, $15.25; 
500-Ib. xt less 10 per cent; 50-Ib. 
Lg 5; 25-lb. kegs, $3.90; 12%4- 


$2. 
Sheliae. mn A lb. cut) white, $2.90 
per gal.; $2.60 per gal., 
English “Venetion Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
. Dry Paste.—Barre! lots, 
). 


PYREX WARE.—Pyrex sells well at 
this season, particularly when featured 
in a and store displays. 


qu uote from jobbers’ 
Py Chicago: 
212, $7.20 doz.; 


Bread Pans.—No. 
New Handled Casseroles.—Round, 


7%c. per 


stocks, 


No. 214, $12 doz. 


No. 622, $12 doz.: No. 623, $14 doz 
Oval, No. 632, $12 doz.: No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.: 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 doz.: No. 
209. $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.;: No. 
232, $14 doz. 


ROLLER SKATES.—Sales are rather 
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dragging at this time. Prices are un- 


— 


qapte from jobbers’ stocks, 
4 Cc cago: Union roller skates 
$1.40 per pair; for girls, 

. Chicago roller skates 
1.30 per pair; for girls, 


for boys, 
$1.50 
for boys, 

$1.40 per pair. 


ROOFING AND PAPER. — An _in- 
crease in sales is anticipated with the 
first spring weather. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Cileane- Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade talc surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—Sales are good and there is 
change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Standard 
per lb.: No. 2 Manila, 


brands, = ee: 

24%4c. per Ib.; No. 1 Sisal, ay wee. 

lb.; No. 2 Sisal, ié%%e per Ib. 
SASH CORD.—tThe demand is showing 
some improvement. There is no change 


in prices. 


per 





Me ee. from jobbers’ stocks, 
f.o No. 7, standard 
ae $8. iB bee doz. hanks; No. 8, 


$9.65 per doz. hanks. 


SASH PULLEYS.—Prices are firm and 
sales are satisfactory. 


We Fans from jobbers’ stocks, 
f.o.b. hicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—tThere is a steady demand 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head  0obright 
screws, 7714-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
721%4-20-10 per cent new list; jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Sales are reported as good and prices 


are strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $43 per 100 Ilb.; medium 45- 
55 solder, $42 per 100 Ib.; tinners’ 
40-60 solder, 1 
speed babbitt metal, 
angers No. 4 babbitt metal, $13 per 


STEEL SHEETS.—tThere is a good ac- 
tive demand. Prices are unchanged. 


We qpete from jobbers’ stocks, 
f.o.b. tet 28-gage galvanized 
sheets, ¢. .25 per 100 lb.; 28-gage black 
sheets, $4.25 per 100 0 Ib. 


WIRE GOODS.—tThe demand is grad- 
ually improving as milder weather ap- 
proaches. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.05 per 100 Ib.: No. 9 gal- 
vaniz plain wire, $3. 50 per 100 Ib.: 

catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 ; 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $3.50 
er 100 Ib.; 12- “ey black wire cloth, 
1.75 per 100 \.. % t.; 12-mesh galva- 
nized wire cloth, $2 per 100 sq. ft.: 

14-mesh bronze wire cloth, $5.75 per 
100 sa. ft.: valvanized poultry net - 
ting, 57%- 5 per cent discount; gal- 
vanized after made poultry netting, 
52%-5 per cent discount. 





%. 





In receiving from distant points it is important that 
the signal level be above the static level. Unfortunately 


A Thought on Radio 


we have found that many of the DX programs to which 
we have listened were scarcely above the level of static. 








Reading matter continued on page 96 
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COBURN HANGER 









































Coburn Sliding Door Hardware Set, No. 444-18 on doors of 3-car garage 


You can sell this equipment to-day 
because this happened 40 years ago 


How the present type of 
SLIDING DOOR HARDWARE was invented 


Only COBURN 
SLIDING DOOR 
HARDWARE 
has all 
these features 
The Coburn Round. 
Trough Track 


The Round Trough Track, 
invented and patented by 
Coburn, is the strongest and 
most rigid type of track 
known today. The round 
troughs the wheels, 
lessen friction and eliminate 
door wobble. 


The Coburn Hanger 


The strong, true cast-iron 
wheels used on Coburn Hangers 
run on case-hardened cold- 
rolled steel bearings. Stud 
and bushings are also case- 
hardened, cold rolled steel. 
Pendant is drop-forged steel. 
This construction explains why 
Coburn Hardware gives lasting 
satisfaction. 


The Coburn Brackets 


The Coburn Bracket is the 
only cast iron bracket made. 
It is twice as strong and 
rigid as the usual wrought 
iron brackets. Holds track in 
perfect alignment longer—as- 
sures smoother operating doors 
for years without attention. 

These features of construc- 
tion, together with the sales 
aids described to left present 
a real sliding door hardware 
profit combination. 





HE sight of his son struggling to open 

an old barn door which ran on an old 
type flat bar trolley was the inspiration that 
brought about the invention of the present 
type of sliding door hardware by Mr. 
Lemuel Coburn in 1887. 

“Couldn’t a sliding door be so hung that 
it would slide freely back and forth with- 
out sticking, jamming and jumping its trol- 
ley?” thought Mr. Coburn as he watched 
his son one day straining to lift the old 
barn door back on its trolley. 

Suddenly the idea came to him! A 
A closed-trough trolley track' He drew 
up a plan and had a working model made. 
The doors slid freely back and forth—just 
a touch to open or close them. No sticking. 
No jamming. And they couldn’t jump the 
track! He took his model to Washington 
and had it patented. As a result of this 
patent the Coburn Trolley Track Mfg. Co. 
was formed in 1888. They have grown and 
prospered. Coburn Sliding Door Hardware 
is now found in public buildings, offices, 
homes, industrial plants and garages all 
over the country. 

These features (described to left) as- 
sure satisfaction after sale. And the sales 
aids described below assure an ever-increas- 
ing number of sales. 

































Big space advertising campaign to increase 
demand for Coburn Sliding Door Hardware. 


To increase the demand for Coburn Slid- 
ing Door Hardware and thus help “our 
dealers to increase their sales and profits 
we are running an advertising campaign of 
full page advertisements in some of the 
leading architectural and building publica- 
tions in the country this year. 

Packaged in complete sets for easier 

handling 

To save time and simplify stocking, all 
Coburn Sliding Door Hardware for garage 
doors is packaged in complete sets. Each 
package contains all necessary hardware 
(except track) and complete instructions 
for installing. 

Other Valuable Sales Aids for Coburn 

. dealers 

Sales aids for use in your store include 
an attractive folder for use as a counter 
hand-out or envelope stuffer and a hand- 
some 5-color, metal display sign. Sturdily 
constructed, handsomely painted working 
models of sliding doors equipped with Co- 
burn Hardware are available to Coburn 
dealers. And a most valuable sales aid is 
our brand new catalog, No. 140. It has 
been gotten up to be used as a sliding door 
reference book. Send coupon below for 
your copy; also complete information on 
how you can get other dealer sales aids. 


COBURN TROLLEY TRACK MBG. CO. 
Main Office and Works: 
(Dept. B1) seOE- YORE, MASS. 


Branches: 


BOSTON 


PHILADELPHIA CHICAGO 

















INVENTORS AND MAKERS OF PRESENT TYPE 
SLIDING DOOR HARDWARE SINCE 1886 





§ Coburn Trolley Track Mfz. Co. 
a Dept. (B1), Holyoke, Mass. 
§ Kindly send me your latest catalog together with com- 
: plete information on your other dealer sales aids. 
| a. ME 66nd bss ceRnse ths oeteedaslbee de beotewedeeea 
SLIDI G DOOR i Row RE : CS St ee a a a a ae a 
Ry A A : : eT eee Sm DW is ciedetyecvns 
\ in 4 Pe 61 o's duh henneiedSdwed bdo cenecséue 
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HARDWARE AGE 


Business Lags in Pittsburgh— 
Retailers Report Business Slow 


HESE are not very rushing times for Pittsburgh hardware jobbers. 
While they are moving a fair amount of goods for spring and early 
summer use, carrying advance datings current business is nothing 
to brag about. The retailers are still complaining of slow business and as 
has been their wont in recent years they are disposed to let the jobbers 
and manufacturers carry the stock until there are demands upon them. 


(Pittsburgh office 


of HARDWARE AGE) 


The expectation is strong that it is going to be a good year. 


of the extreme length and severity of the winter it is figured that the 
spring should arrive early and afford a fairly long outdoor work season. 
Retailers are not over supplied in any direction and the idea is that 
once the retail stores begin to move 


jobbers for supplies. 


tone of the market is better described as steady than strong. 


ter of fact, jobbers here seem to feel that a good many items will be re- 
These expectations con- 


some goods they will be after the 


Prices show no special change, but the general 
As a mat- 


vised downward before the year is half gone. 


verge on those lines in which there was no recession in the past year 
and prices were maintained chiefly on the score of protection to old 
Collections are still fair in this district. 


stocks. 


AUTO ACCESSORIES.—tThere is a 
fairly good business, but there are few 
engaged in the trade who are entirely 
satisfied. It has been a remarkable 
good winter in chains because of recent 
snows, but the demand for that product | 
is now on the wane. 


Prices from jobbers’ 
Pittsburgh, follow: 

Spark Plugs.—A. C. 
less than 10, 65c. each: lots of 10 to 
49, 58c.: lots of 50 to 99, 55c.; lots of 
100 to 200, 57c.; lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.; lots 300 or 
more, 37c. 

Motor Meters. 
lots of less than 10, 25 per cent off 
list: lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 


off list 

° single lots, 33 1., 
$60 list and over, 
$90 list and over, 


stocks, f.o.b. 


plugs, lots of 


— Standard makes, 





per cent off list; 
40 per cent off list; 
40 and 5 off list. 
Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 
Jacks.—Millers Falls, No. 145, $3.75 
each. 
Pumps.—Anthony line, $2.20 each. 
Chains.—Single pairs 30 per cent 
off list: lots of 10 to 50 pairs 35 per 
cent off list, lots of 50 pairs and ove 
i? per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
--Those lines of tires and tubes han- 
dled by the hardware trade are moving 
very well. The season is at hand for 
replacements and jobbers are making 
pretty intensive sales efforts. Dealers’ 
prices on Mansfield tubes and tires fol- 
low: 
Fabric Tires. 


Size Non-Skid Grey 
Fabric Tubes 
20x 3Cl $7.80 $1.80 
30 x 31% Cl 8.91 2.05 
Cord Tires. 
Heavy 
tiegular Duty Grey Tan 
(‘ord Cord Tubes Tubes 
30 x3Cl $10.40 $1.80 $2.35 
30x 3% Cl $9.95 13.50 2.05 2.50 
30 x 3% S.S. 11.85 15.75 
32x 2% S.S. 17.30 2.45 3.00 
31x 4S.S. 15.50 18.70 3.00 3.70 
32x 48.8. 17.15 21.40 3.20 3.75 
33x4S.S. 17.75 22.068 3.25 3.80 
24x48S.S. 18.50 22.75 3.30 4.00 





' 























In 


view 





| CARPET 
| report a very steady demand for this 





Size fegular [vuty Grey Tan 
Cord (‘ord Tubes Tubes 
32x 4148.8. 28.10 4.50 
33x 4% SS. 28.90 4.40 
$4x4%58.S. 29.5% 4.60 
35x 4168.8. 30.40 4.65 
36x 414 S.S. 31.20 4.85 
33 x5S.S. 37.60 ».6% 
oo x 5 S.S. 39.00 6.05 
Truck Cords. 
Size Tan Tubes 
32x 4% $35.50 $4.30 
33 x 4% 36.25 $400 | 
34x4% 37.15 4.60 
30x 5 42.00 5.15 | 
33 x 5 45.30 5.65 
34x 5 46.45 5.75 
35 x 5 47.60 6.05 
32 X6 71.85 9.65 
36x 6 79.85 10.90 
34 x7 106.05 13.25 
38 x 7 118.00 14.75 
40x 152.50 17.75 
Balloon Tires. 
To fit 20 in.-21 in.-22 in.-23 in. Rims. 
Garey 
Piy Casings Tubes 
29 x 4.40-21 in. 4 $14.20 $2.95 
29 x 4.75-20 in. 4 18.40 ' 3.55 
30 x 4.75-21 in. / 19.15 3. 70 
29 x 4.95-20 in. 4 21.05 3.70 
30 x 4.95-21 in. 4 21.75 3.75 
31 x 4.95-22 in 4 22.40 3.80 
30 x 5.25-20 in. 4 24.10 4.00 
31 x 5.25-21 in { 24.85 4.10 
30 x 5.77-20 in fj 31.75 4.70 
32 x 5.77-22 in i 33.75 4.85 
33 x 5.77-23 in iF 34.85 4.90 
33 x 6.00-21 in t) 33.75 5.70 
32 x 6.20-20 in 6 36.50 6.25 
33 x 6.20-21 in iF 38.10 6.55 
33 x 6. 75-21 in. fj $2.05 6. 70 
34 x 7.30-20 in. 6 47.55 7.60 


BATTERIES.—Strong demand still is 
for radio batteries and other 
kinds are moving steadily with prices 


noted 


holding at recent levels. 


Jobbers’ quotations to retailers, 
f.o.b Pittsburgh 
Broken Unit 
Packages Packages 
Each Each 
"es «sees dbo e's $1.05 $0.97 
SA, EE ccceseeb eos 1.22 1.14 
om, Me on6eadtases 1.32 1.22 
a, ounces deeeee 1.40 1.30 
on  wesnscbanen 2.62 2.44 
e We coccsbauees 2.62 2.44 
on WE ovnee debe, 3.33 3.00 
a i, ¢ebbesewiep .42 .39 
a VEE asémenastius .40 35 
No. 6 dry cells, ignition type, unit 
packages, 32c. each: broken, 36c. 
Flashlight. No. 935, 9%c. each: 
No. 950, 10%c.; No. 790, 22¢c.; No. 
705, 21%c.; No. 750, 18¢.; No. 751, 
24c. 








March 11, 1926 


Hot Shot.— No. 1461, $1.70; No. 


1662, $2.35. 


BOLTS, NUTS AND RIVETS.—There 


is no special change in the situation in 
these products except that manufactur- 
ers report that there is a little more 
tendency to buy beyond actual needs 
than has been the case recently. Bolts 
and nuts have not changed in price for 
more than a year and consumers and 
jobbers no doubt have more faith in the 
stability of the market than they had 


previously. The rivet market is rather 
weak. 
We quote out of jobbers’ stocks as 
follows 
Machine bolts, small rolled threads, 


cent off list; all sizes 
eut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
per cent off list: tire bolts, 40 and 
10 per cent off list: nuts, hot pressed 
blank or tapped, 3.35c. off list, c.p.c. 
and t. blank or tapped, 3.35c. off list; 
rivets, small wagon and tinners’, 60 
per cent off list. 


SWEEPERS.—Jobbers here 


20 and 10 per 


line. Toy sweepers have only a fair 


sale in this territory. Jobbers quote: 


$44 per 
$42; 


japanned, 


Grand Rapids, 
Universal, 


doz.; nickled, 
Standard, $36. 
Toy sweepers, Little Gem (3 and 
6 doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10 and Junior, 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 
GALVANIZED WARE.—tThere is not 
much complaint about business in these 
lines for either prompt or future deliv- 
ery. Prices are unchanged. Jobbers 
quite: 


Washtubs.—With wringer attach- 
ment, No. 22, $8.50 per doz., No. 23, 
$10.00; without wringer att: ichments. 
No. No. 3, $9. 00. 

-—Water, 12-qt., $2.65 per doz.; 
fire, 12-qt., $4; cement, 
14-qt., chamber, 10-qt., 
12-qt., ; well buckets, 10- -qt., 

Refrigerator Pans.—No. 2, 34. 50 pe r 
doz.; No. 3, $6; No. 4, 5 

Garbage Cans.—Cans with "tas. Se- 
curity, No. 1, $3 each: No. 2, $3.50; 
No. 3, $4: Hercules, No. 171, “$3: No. 
181, $3.25: No. 191, $3.60. 


GARDEN IMPLEMENTS. — Future 
business is good in tools, but has not 
yet developed real volume in hose and 
sprinkling cans. Jobbers quote: 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 per doz.: 
spading forks, $10.80 to $21.00 per 
doz.; haying forks, 3-tine, first qual- 
ity, $12.75 per doz. : German hoes, 
No. 3-0, $7.20 per doz. 

Hose.—In 250-ft. reels, % in., 9%c. 
to 10c. per ft.; % in., 10%ec. to 1le.: 
% in., 114%c. to 12c.; Gem spray noz- 
zles, $6.80 a doz. 

Sprinkling Cans.—4-qt., 
6-qt., $6.60; S8-qt., a 10- -qt., 
12-qt., $10; 16- -qt., 12.60. 


ICE CREAM FREEZERS.—While a 
few orders are coming through the local 
jobbers, the advance in business as a 
whole leaves something to be desired. 
It seems to take hot weather to start 
business going in this part of the coun- 
try. 


9» 


14-qt., 


$6 per doz.: 
$8.10: 


ee prec ieg —I1 qt., $2.95 each: 
as 45 each; 3 qt., $4.10 each: 
"$5 y 6 qt., $6.30 each; 8 qt., 


Reading matter continued on page 98 
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E€asy—so easy 


‘‘How easily it rolls on Bassicks”’ is the title of a serial 
story that #% presented in a bright fresh style to almost 4 
million people a month. 


Easy reeding advertisements——easy rolling Bassicks. The 
ads and the casters can do a great deal to help your busi- 
ness roll along easily and profitably. 


G| Look for Bassick Complete line of casters, to do every kind of job right. 
advertising in The First class displays—free if you order our special stock 
Saturday Evening assortment 25. And advertising that reminds people over 
Post, March 6; also and over again how much trouble they’d save if their 
March issue of Good furniture moved on Bassicks. 





Housekeeping. Easy to make money on a set-up like that. 


Ba SSI C Casters 


The BASSICK COMPANY 
Reg. U.S. Pat. Off, 


BRIDGEPORT, CONN. 
For thirty years the leading makers of high grade casters 
for home, office, hospital, warehouse and factory 
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$10.75 each; 12 qt., 
$14 each; 15 qt., ‘$17 each and 20 qt., 
$21.50 each, These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 qt., 
$3.35 each; qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
7.25 each; 8 qt., $9.35 each; 10 qt., 
12.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt., 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each; and 10 qt., $18 each. 
These are list prices awd are sub- 
a to a dealer’s discount of 50 per 


$8.20 each; 10 at., 


cen 
Blizzard, ae $4.65 each; 2-qt., 

eS 50; 3-qt 00; 4-qt., $8; 6-qt., 
10; 8-qt., 10-qt., $17; subject 


to a dintcamt of 55 _ 7% per cent. 


~ 00: Sgt —1- 4.65 yong a 
$5. 50; * $5. 60; ate, “385 

“$3: 10-q $17; at 

ga: sublent “+ a a, of 85 per 


cent. 

Arctic.—1-qt., $4 each; 2-qt., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.60; 
8-qt., $11.10, subject to a discount of 


50 per cent. 
LAWN SUPPLIES.—Jobbers are get- 
ting fairly good releases against or- 
ders for mowers and also beginning to 


get some orders for rollers. Jobbers 
quote: 

Mowers. — Plain bearing, S-in. 
wheels, 12-in., $5 each; 14-in., $5.25; 
ball bearing, 9-in. wheels, 14-in. 
$7.75; 16-in., $8; supreme ball bear- 
ing, 10-in. wheels, 14- in., $10.75; 
16-in., $11.25; 18-in., 

Rollers. —No. 3 size, “511 each; No. 

5, $12.50; No. 7, $15. 


OIL STOVES AND OVENS.—Good 
business is reported in stoves and ovens 
for future delivery, but current de- 


mands are moderate. . 
Oil Cook Stoves 
PERFECTION— 
a a oe. sebeseeues $17.50 
Se ae PD. canoe oeeees 22.5 
a, St i, ccoceseveceeek 28.50 
ee FEF ee 39.50 


Perfection dealers’ discount, 30 and 
§ per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PURITAN (improved Modei)— 
ah <a) 2. Pi << esseeceee eet $17.50 
Se oe ME... neodcctoenvss 22.50 
BuO. G6 & DUPMOTB. ccc ccccscccoss Bee 

Puritan discounts same as Perfec- 
tion. 

NESCO— 
ee $9.50 
eG ee 17.35 
hs ° 2 oe SD, «6 ceecececeebe 22.00 
Re 28.00 
I OF Ere 39.50 
No. 1102 high shelf only......... 5.25 
No. 1103 high shelf only......... 6.50 
No. 1104 high shelf only......... 8.00 
No. 1105 high shelf only......... 9.75 


With vitreous enameled stove tops 
and splash backs: 


i, Ba a ero oewoséwoosed $35.50 
No. rr RO eee 44.50 
Nesco dealers’ discount, 30 and 
5 per cent. 
Oil Ranges 
Nesco Rolo, 5 burners and oven. .$90.00 
Dealers’ discount, 30 and 5 per 
cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 112G 2 burners giass door... 6.00 
Reena iee abe pagel a eee 6.15 
Dealers’ discount, on 10 or more, 
30 and 5 per cent, less than 10, 30 
per cent. 
PURITAN— 


No. 42G 2 burners giass door...$5.50 

Dealers’ discount, 10 or more, 30 
and 6 per cent: less than 10, 30 per 
cent. 
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NESCO— 

No. 05 1 burner solid door..... $2.00 
No. 5 1 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No. 101 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 
—— discount, 30 and 5 per 
SECURITY —(Net prices - deren x 

No. mn. Piain Door......-- 
No. 35 13- in. Plain neor ee tt: 
No. 36 26-in. Plain Door........ 4.00 
No. 20 21-in. Glass Door........ 3.20 
No. 25 13-in. Glass Door........ 2.45 
No. 26 26-in. Glass Door........ 4.20 
No. 40 21-in. Twin Glass Door.. 3.20 

No. 45 21-in. Twin Glass Door 
RN nt rer re 3.80 
No. 46 26-in. Twin Glass Door. 4.20 
No. 50 12%-in. Plain Door...... 1.35 
No. 55 12%-in. Glass Door...... 1,45 


Water Heaters 
Perfection No. 412.............. $40.00 
,....... oo SS : 80.00 

Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


PAINTING SUPPLIES. — The com- 
plaint of poor business is still a com- 
mon one in the trade here so far as 
current business is concerned. Advance 
orders for spring shipments are re- 


ported to be fairly good. 

Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more; turpen- 


tine, $1.10 per gal. in barrel lots: 
— oil, 12.6c. per Ib. in barrel 
ots. 


POULTRY NETTING.—tThe approach 
of spring is helping this line. Jobbers 
quote a discount on galvanized netting 
of 50-10 and 10 per cent off list before, 
and 50 and 10 per cent off list after 
weaving. 

PRU NERS.—Pruning shears and prun- 
ers still are moving well locally. Job- 
bers quote: 

Pruning shears $2 to $24 per doz.; 
wood handled tree pruners $1.30 to 
$2.40 each. 

SCREEN WIRE CLOTH.—tThere is a 
steady pick up in the demand and in 
shipments as spring approaches and 
householders get ready to check the in- 
vasion of flies. Jobbers quote: 


Black, 12 mesh, $1.75 to $1.85 per 
100 sq. ft. Opal, 12 mesh, $2.15. Apex, 
12 mesh, $2.25. Bronze, 14 mesh, 


$5.75. 
SHEET METAL.—Prices are _ un- 
changed. Cusrent business is rather 
slow, but there is a fair amount of or- 
dering for future shipment. 
We quote sheet copper at 22%c. per 


lb. from jobbers’ stocks in lots of 
300 Ib. or more and 26%c. per Ib. in 


single sheets; sheet zinc, l4c. per 
lb. in loose sheets: 13c. in 100 Ib. 
casks; 12%c. in 300 lb. casks and 
12%c. in 600 Ib. casks. 


SHEET STEEL.—Practically all man- 
ufacturers now are quoting black sheets 
at 3.35c., base Pittsburgh, galvanized 
4.60c. base, and blue annealed at 2.50c. 
base on second quarter business. Busi- 
ness is being done at these prices, but 
it cannot be said that concessions of 
one to two dollars a ton have entirely 
disappeared. Local jobbers are hold- 
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ing to prices based on the full mill 
quotation and are doing a fairly good 


business. 

Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.60 
base per 100 Ib.; corrugated No. 28 
gage, 2%-in., $4.74 per square; one 

s cold rolled black, No. 28 gage, 
$43 35 base per 100 Ib. Armco ingot 
iron galvanized flat, No. 28 gage, 
$6.35; Toncan metal galvanized fiat, 
No. 28, gage, $6.35; all for lots of one 
to nine bundles. 


SKATES.—Steadily improving demand 
is noted for roller skates. There is not 


much interest in ice skates. Jobbers 
quote: | 
Roller Skates.— Union Hardware 
Co. line, No. 2, 65c. -—? om No. 3, 
75c.; No. 10, $1.05; 6, a. 50; 
_. line, No. 38%, ot 50; . 38, 
ice Skates. — Winslow ine, No. 


38%, $1.50 pair; No. 38, 
Hardware Co. line, No. 


STOVE PIPE AND ELBOWS.—Very 
good volume of business for delivery 
later in the year is reported here. 


Jobbers quote: 
Blue nested pee 


1.65; ‘Union 
. $1.50. 


me crate of 25 


joints, 3-in. $2.95; $3.10; ‘7 to 
5-in., $3.33; 5% to vs “a $3.61; 7-in., 

$4. 20: elbows, per doz., 3-in., $1. 07: 

4-in., $1.19; 4% to 5-in., $1. 36: 51% to 
6-in., $1.48; 7-in., “ 96; nickeled pipe, 
per ‘dozen Joints, to 4-in., $8.70; 

5-in., $12.50; 6-in., S14 60; elbows per 
doen, _ to 4-in. ¥ - 'b-in. -.» $8.25: 
6-in., $9.25. 


TIN AND TERNE PLATE.—tThere is 
a very firm market in these lines be- 
cause of the very high rate of engage- 
ment of mill capacity, due to an un- 
usually big demand for container tin 
plate for this time of year. Current 
business with jobbers in furnace and 
roofing plate is a little slow, but they 
are getting good orders for later de- 
livery. 
Pittsburgh warehouse prices: 
Roofing ternes, 8-Ib. I. as 20 x 
in., $13.90 per pkg.; 20-Ib. , $19; 
25- ‘Ib., $21; 30-Ib., $22.50; 10-16. C., 
$25. 25; Follansbee for a an roofing, 
$25.75: furnace plate, I 0 x 28- 
in., $13.50 per box of 112 pit 
I. X. L., $15.50. 


WIRE PRODUCTS.—Jobbers here still 
report demands for nails, barbed wire 
and woven fence a little slow. There is 
some irregularity in resale nail prices, 
but on barbed wire and fence the mar- 
ket is firm. 
We quote from Pittsburgh jobbers’ 
stocks: 


Fence Wire: 
(per 100 Ib.) 


28 - 


Annealed Galvanized 


No. 6 to 9 gage...... $3.00 $3.45 
SED 6660 ce+e eas 3.05 3.50 
IE ~ ok etine pth mata 3.10 3.55 
a Ee socescececuteere 3.15 3.65 
a: 2 vedawuet sedaeed 3.25 3.80 
_ errr ty 3.35 4.00 
me seeceensc+e men 3.55 4.30 
Ne : Tn “geese deusebee on 3.75 4.50 
Barbed wire (per 80-rod spool). 
I ED «o0006es ones enneees $3.01 
ga RE NS eR 3.22 
PY Sconce vue eee nneee eae 3.22 
Cn. coke penewnbineseee4 -4 3.48 
2-point cattle (special).......... 2.28 
ield: Woven wire fence (per 100 
rods) 
SS S iccneads oe 00 ee es nee $39.00 
(Sarees 64.75 
Poultry 
wath wotedsess «oben $35.60 
No. io errr ee 43.00 
Se. ED . none oe eteiidekaeiess 8.50 


right nails base per keg, $2.95 to 
$3.00. 








Radio has certainly developed a nation of experi- 
menters in this country and many men who would 
have failed at any other calling have become radio 
Only the other day we were thinking we 


experts. 


Reading matter continued on page 100 


A Radio Thought 


ought to write something on this subject under the 
title “Radio Experts—Pro and Con,” in which we 
would point out that for every two who are “Pros” 
there are a hundred “Cons.” 
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E TIMKEN 





BEARINGS 
FOR ICE 


Absolute reliability — perhaps the biggest 
factor in economy —is the greatest sales 
help household refrigeration can get. 


The hardest-worked places in the mech- 
anism are given the greatest endurance 
when Timken Tapered Roller Bearings 
are used. This is true of household appli- 
ances as it is of Timken-equipped motor 
cars, and the whole array of Timken- 
equipped machinery working:at many of 
the toughest jobs in industry. 


The Timken name itself stands for just 
such mechanical excellencein the public 
mind. This is due not only to Timken 
national advertising but to the actual fa- 
vorable experience of so many of your 
prospects with Timken Bearings. 


The mention of Timken Bearings in re- 
frigeration machinery or other appliances 


makes sales easier. 
THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
































































RE SE LE, OLE LE LLL ET: Be 
PSSM | 
FHV) 


















100 


HARDWARE AGE 





March 11, 1926 


Business Is Better in New England but 


Is Still Below the January Level 


(Boston office of HARDWARE AGB) 


USINESS is better in New England, and is gaining every day, yet 
is still somewhat below the January level, according to the shelf 


hardware jobbers here. 


It is expected improvement will progress 


because most of the recent heavy snows experienced have disappeared, 
and although there remains much ice, making going rather hard for 
automobiles and wagons, people are getting out more and more each day 
and buying some of the many things needed. The whole outlook for 
spring business appears sound and rather flattering. Some of the pes- 
simists call attention to the fact that the recent severe smash in secur- 


ity values will leave its impress on business in general. 


That break in 


security values was inevitable, according to bankers, who assure us 
that monetary losses in New England were comparatively small because 
people in this section of the country are given more to investing than 


to speculation. 


Fundamental conditions in New England are sound, and it is because 
of this fact that the hardware trade takes an optimistic view of the 


business outlook. 
more than a year. 


Industrial activity is greater than it has been in 
The metal working industries are especially busy, 


which suggests not only local but national activity in manufacturing 


circles. 


Even the textile industry, which suffered for months from the 


lack of business, is perking up and the old established New England 


shoe industry is busier than it has been in more than a year. 


All classes 


of manufacturers are in the market actively for various kinds of mer- 


chandise handled by the hardware trade. 


In addition, they are giving 


employment and good wages to a very large number of people, and these 


people are beginning to spend money more freely than heretofore. 


It 


is difficult to figure out how the hardware business can be poor with 
practically every industry working on full time. 


AUTOMOBILE ACCESSORIES.—Re- 
tailers’ interest in automobile acces- 
sories is increasing. Jobbers take an 
optimistic view of the 1926 outlook. 


We quote from Boston jobbers’ 
stocks: 

Spark Plugs.—A. C., in lots of 10, 
58c. each net; in lots of 50, 54c.; in 
lots of 100, 52c.;: in lots of 300, 47c. 
Ford numbers, in lots of 10 ,44c.: in 
lots of 50, 42c.; in lots of 100, 39c.; in 
lots of 300, 37c. 

Tires.—Mansfield line, cord, straight 
side, 30 x 3%-in., $11.85 each net; 32 
x 3%-in., $13.25; 31 x 4-in., $15.20; 
32 x 4-in., $17.15; 33 x 4-in., $17.75; 
i $18.50. Heavy duty cord, 
straight ee ite 30 x 3%-in., $15.75; 32 x 


31% -in., 31 x 4-in., $18.70; 32 x 
4-in., go1'40- 33 x 4-in., $ 02.05; 34 x 4- 
in., $22.75: 32 x 4%-in., $28.10; 33 x 
414 -in., $28.90; 34 x 4%-in., $29.55; 
35 x 4% - in., $30.40; 36 x 4%-in., $31.20. 
Truck cord, 32 x 4%-in., $35.50: 33 x 
414-in., $36.25: 34x 4% -in., $37.15: 30 
x 5-in., $42: 33 x 5- -in., $45.30: 34 x 
5-in., $46.45: 35 x 65- in. $47.60; 36 x 
6-in., $79.85. 


BATTERIES.—tThe shortage of Ignito 
batteries, existing for two or three 
weeks, has been somewhat relieved by 
recent arrivals of stock from manufac- 
turers. There is an active demand for 
all kinds and makes of batteries, espe- 
cially those adaptable for radio set use. 


BICYCLES AND TIRES.—Continued 
good reports are had from jobbers re- 
garding bookings for bicycles. Quite a 
noticeable increase in bicycle tires busi- 
ness has developed the past week or so. 
We quote from Boston jobbers’ 


stocks: 
Bicycles.—Men’s 20-in., $30.50 each 





























net; 22-in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
32.75. Women’s, 20-in., $32.75; boys’, 
18-in., $29. 

Bicycle Tires.—Guaranteed, 
pair net; Thomproof, $4.25. 


CROQUET SETS.—Local jobbers have 
begun to take orders for croquet sets, 
to be delivered later in the year. Book- 
ings to date are satisfactory. 


We quote Boston 
stocks: 

Croquet ge a makes, 5% 
in. mallet, 4-ball, No. os 38 per set 
net; No. H, $2.75: 8- ball. . B, $3.38; 
6-in. mallet, 8-ball, No. N $4: 8-in. 
mallet, A-ball, No. AA, $4.50: No. 


AA, 

SCREEN DOOR SPRINGS.—Interest 
in screen door springs is beginning to 
perk up now that screens and doors are 


in order. 


$4 per 


from jobbers’ 


’ 


We quote from Boston jobbers 
stocks: 

Screen Door Springs. —Gem line, 
No. 1, $3.25 per doz. net; No 2.60; 
No. 3, $2.10. Champion, No. 41 "930. 
each: No. 62, 27c.; No. 63, 41c. Per- 
fection, cone end, No. 11, 45c. a dozen 
net; No. 12, 50c.; No. 13, 55c.; No. 14, 


60c.; No. 15, 65c. 
EGG CARRIERS.—Now that the New 
England hen has begun to lay freely | 
there is a much better demand for egg | 
carriers. 


We quote from’ Boston 
stocks: 

Egg Carriers. — New model egg 
crates, metal, capacity ee doz. 88c. 
each net; 2 doz., $1.05; doz., $1.23; 
4 doz., $1. 40; 6 doz., $1. os Regal, ca- 
each net; 30 eggs. 
100 eggs, 84c. Cases 
15 doz., $1.95 


jobbers’ 


pacity 15 eggs. 14c. 
26c.: 50 eggs, 47c.; 
with. fillers, 


Reading matter continued on page 102 


capacity 




















— Poultry shipping crates, $1.68 
eacn. 

FARMING TOOLS.—Jobbers here al- 
ready have shipped out a_ sizable 
amount of farming tools on orders 
placed some time ago. Current busi- 
ness is holding up well, thanks to be- 
lated buying by the stay-laters. 


We quote from Boston jobbers’ 
stocks: 

Forks.—Hay, 3-tine, 
12-in., No. 34, a 
34%, $10.44; 13- -in., 
No. 133%, 


$13. $3. No. 143%, $11.04; 
144, $11.52: No. 144%, $11. 88. 
tine, strap ferrule, 13-in., No. $133%, 
$12 per doz. net; No. $134, $12.48; No. 
$1341, $12.84: No. S135, $13.20. 


FILES.—Jobbers have closed a larger 
amount of file business so far this year 
than they did in any similar period in 
recent years. The demand embraces 
all kinds and makes, from the smallest 
to the largest, from the finest to the 
coarsest. 


We 
stocks: 

Files.—Nicholson line, 50 per cent 
discount; Arcade, 60 and 10 per cent. 


FREEZERS. — Things are moving 
along nicely in the freezer market, ac- 
cording to jobbers here. These firms 
are of the opinion that retail stocks are 
small, this belief being based on current 
orders. 


plain ferrule, 


.28; No. 


quote from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Freezers. — White Mountain, l- $6.15: 
$4.85 list; 2-qt., sahyF 3-qt., 
4-qt., $8.25; 6-qt., $10.45; 8-qt., si35 
10-qt., $18; 12-qt., $21. 50; 15- -qt., $25. 
20-qt., $33.20; 25- -at., $42.6 60. 

Arctic, i-qt., $4 list; 2-qt., ph 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.60 
S-qt., $11.10; 10-qt., $14.80; 1 -at.. 
$16.65; 15-qt., $23.30: ob. -qt.. $30. 


Jobbers a 50 per cent from 
store or fact 

Alaska, 1- — Yeo, 95 list; 2-qt., $3.45; 
3-qt., $4.10; 4-at., $5; 6-qt., $6. 30; g- 
qt., $8.20; 10-qt., $10.75; 12- -qt., $14; 
15-at., $17. Discount, 20 and 10 per 
cent. 

Auto Vacuum, 1-qt., $5 list; 
$6: 3-qt., 8; 4-qt., $10. 
3344 per cent 


GRAFTING WAX.—Grafting wax has 
begun to move out of jobbing stocks. 
Another week, it is expected, will see a 
big improvement in business. 

We quote from Boston jobbers 


stocks: 
Grafting Wax.—lIn 1-lb. sticks, 33c. 
net; in %-lb. sticks, 35c. per Ib.; in 


%4-lb. sticks, 37c. per Ib. 
GUNS AND AMMUNITION.—Local 
jobbing houses are beginning to secure 
orders for guns and rifles to be deliv- 
ered to the retail trade next September. 
Orders also are being booked for loaded 
shells. 


«~We quote from Boston jobbers’ 
stocks: 

Drop Shot.—Air rifle, B and larger, 
$3.25 a bag net; Boy Scout, $4.85; 
Bullseye, $3.50. 

Guns.—Stevens air rifles, No. 12%, 
$4.05 each net; No. 26, ; No. a 


2-qt., 
Discount, 


, 


21; No. 330, $ 
. Savage, bolt action, 
single shot, No. 04, $6; repeating shot 
gun, No. 21A, $41. 75. Baker Batavia 


leader, double barrel, $32; Black 
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A Steady Procession 


LD Man Winter is slipping away and, as usual, is leaving behind 

him a trail of weather-beaten roofs which require new life. The 
Ruberoid Boys are following close on his heels with Ruberoid Roof 
Coatings, Ruberoid Liquid Fibre Cement, and Ruberoid Plastic to 
repair the damage. 


Are you prepared to supply these quality products to the steady 
procession of home owners who will ask you what to use on their 
battered roofs? Are you ready for the roofers and builders who 
know Ruberoid Quality and ask for it? 


Ruberoid Roof Coatings have proved their quality on thousands of 
roofs for over thirty years. You can recommend them with perfect 
confidence in repeat sales and substantial profits. 


The RUBEROID Co 


Chicago New York Boston 


U-BER-OID 


ROOF COATINGS 








= The RUBEROID Co. 
®* 95 Madison Ave., New York 


© (] Ruberoid Plastic 


: Address 
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J 
Gentlemen: Please send me . 


s . . . . 
« prices and descriptive literature = 


regarding the Ruberoid Products = 
checked below. . 


[-] Ruberoid Roof Coatings 
[] Ruberoid Liquid Fibre Cement 


Name 
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Beauty, double barrel, $50. Page & 
Lewis, 22 action, model D, $3.75. 


NAILS.—Quite a decided improvement 
is reported in the demand for wire nails 
from stock. Business in other kinds 
of nails also is on the increase, but 
wire kinds appear to hold the center of 


the stage. 

We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, from store, $3.70 per 
keg, base; from mill, in car lots, $2.70 
per keg ; in less t car lots, 
$2.95. Cement coated, in count kegs, 
from mill, in car lots, $2.40 per keg 
base, f.o.b. Pittsburgh; in less than 
car lots, $2.65; from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg ., wey —_= floor, 
direct shipments, $8.10 eg 
Western cut nails, eek | shipments, 
in car lots, $3.50 per keg base f.o.b. 
Pittsburgh: in less than car lots, 
$3.65. ae es cut nails, direct ship- 
ments, $3.95 per keg f.o.b. Ware- 
ham, Bey hardened steel floor nails, 
direct shipments, $7.60 f.o.b. Ware- 
ham. Cement coated nails, from store, 
boxed, $4.60 base. Factory shipment, 
in count kegs, car lots, .50 base: 
in less than car lots, $2.30, f.0.b. 
Pittsburgh. 


PLANES.—In quite a few instances 
retail dealers are replenishing their 
stock of planes in anticipation of spring 
demands. Prices for the popular kinds 
have not changed for many months. 
We quote from Boston jobbers’ 
stocks: 
Pianes.—aAll steel, Stanley line, No. 
S4, $3.15 each net; No. S5, $3.60. 
PRUNING TOOLS.—Now that snows 
and ice are fast disappearing and green 
grass and buds are in order, retail deal- 
ers are taking pruning tools more lib- 
erally. Sales by jobbers so far this 
month have been gratifying. 


We quote from Boston jobbers’ 
stocks: 
Shears.—No. 30, ladies’ or rose, $8 
net; French wheel, No. 8, 
$23; draw cut, No. 5403, 
5402, $28; No. 5406, $15.50; 
No. 5406 in lots of six or more, $14; 
Handy Andy, No. 5404, $12.50. No. 
10, ladies’ or rose, $65; full size, No. 0, 
$4.50: No. 23, $6: No. 65, $8: No. 40 


$15; No. 240, $19; No. 290, $23: Amer- 
ican wheel, No. 39, $9.50: No. 263, 
9-in. $10. 

Pruners.—McKenney, No. 0, $2.34 


1, $2.67; No. 2, $3.67. Ber- 
8-in., $8 per doz 

40, 16- “a $9.70 
20-in., $11. 


each: No. 
nard, No. 25, 
Saws.—Disston. No. 
per doz. net; 18-in., $10.35: 
Atkins, No. 3, 16-in., $13.40; 18-in., 
$14.25: 20-in., $15.10: No. 4, 20-in., 
$13.75; York State, 20-in., $13.35. 


ROOFING MATERIAL.—The demand 
for shingles is steadily expanding and 
today is of goodly proportions. Other 
roofing material also is selling quite 


freely, especially paper. 
We quote from Boston jobbers’ 
stocks: 
Sheathing Paper.—Jap, $65 a ton 
net; Neponset black building paper, 
in 250-ft. rolls, $1.39 per roll net; in 
500-ft. rolls, $2.78; tarred felt, Jap, 
$70 a ton; double thread duck, mag- 
nolia, 12-o0z., 29-in., 40c. oo yard. 
Stormtite.—Li uid, blac in bar- 
rels, $1 per gal.; In half Tn $1. 07: 
in 15-gal. containers, — 
lots, $1.20: in 5-gal. lots, $1.27: in 
lots. Maroon, 
, - ; in 5-gal. 
$1.60 in one-gal, $1.67. Grete. 
in 10-gal. lots, per gal.: in 5- 
gal. lots, $2.27; in one-gal. lots, $2.34. 

Roof Cement.—Plastic, black. 100- 
Ib., $12 per cwt., 50-Ib., $12.67: 25- 
Ib., $13.34: 10-Ib., $14; 5-Ib., $14.67: 
one-lb., $16.67. Maroon. 10- Ib., $17.34: 
5-Ib. $18: one-Ib., $20. Red and 
green, 5-lb.. $24.67: one-lb., $26.67. 

Primer.—Iin one-gal. containers, $1: 
in 5-gal. containers, 94c. per gal. 


RULES AND LEVELS.—In anticipa- 
tion of a good spring business, retail 
dealers are investing in rules and levels 
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on a larger scale. The average order 
received by the jobbers calls for variety 
rather than quantity, however. 


We quote from Boston jobbers’ 
stocks: 

Rules.—Stanley line, re 61, square 
joint, $2.63 per doz. ne No. 3, 
$3.48; No. 68, fourfold, $1. %1: No. 42, 
ship carpenter's, $5.04; No. 61, draft - 
ing scale, $3.42. 

Levels.—Stanley line, No. 0, 28-in., 
$1.31 each net; No. , 36-in., $2. 22: 
No. 30, 28-in., $2.68; No. 237, 24-in., 
$4.08. Sand, No. 30, $5 each net; No. 
28, $4.67; No. 30, $65. 


SCREENS AND DOORS.—Additional 
business in screens and doors has been 
taken by jobbers here so far this month. 
Sales this year to date are well in ex- 
cess of those to the corresponding date 


last year. 
We quote from Boston jobbers’ 
stocks: 

Doors.—No. 241, o/h. $17.88 per doz. 
net from. store; 2/8, $18.75; 2/10, 
$19.82: pF $20.75; No. 384, 2/6, HY 
2/8, $26.88; 2/10, $28.13; 3/7, $29. 
No. 4 1G, 2/6, $21.25; 2/8, $22.44; 2 40° 
23.75; 3/7, $24.94. No. 454G-14, 2/6, 

0; 2/8, $33.12; 2/10, $35.06; 3/7, 
$36.75. No. 345G-14, 2/6, ry 88; 2/8, 


$41.31; 2/10, $43.06; 3/7, $44 
Screens.—Competitor, No. “* iad 
dozen net oe "si No. 3, $4. “a 
Hummer, No 4.38; No. 2433, 
$5.19; No. 2437, $5.56: + No. 2837, 6.50: 
No. '1833G, oh 58: No. 2433G, ei 
No. 2437G, Diamond E, 2, 


$10: No. 3, rie: No. 12, $14; "og 13, 


SPRAYS AND SPRAYERS.—Business 
in this branch of the shelf hardware 
trade is really brisk for the first time 
this season, say wholesale houses. 


We quote from Boston jobbers’ 
stocks: 

Arsenate of Lead.—Swift’s, in paste 
form, in case lots, 1-lb. cans, 21%c. 
per Ib. net; 6-lb. cans, 18%6c.; ‘ 
cans, 16%c.; 25-lb. cans, 14'%c.; a 
cans, 13%c.; 100-lb. cans, 12%%c.: 
dry form, in 1-Ib. bags, 23c. « Pe: 
in 4-lb. bags, 20c.; ¥ 10-lb bags, 
20c.; in 100-Ib. bags, 2 
Pyrox.—In case hy i- lb. jars, 24 

to the case, $7.80 per case; in 5-lb. 
crocks, 12 to the crate, $15; 10-Ib. 
crocks, 6 to the crate, $13.50; 25-Ib. 

containers, 4 to the crate, $20.50; 50- 

Ib. kegs, $8.75; 100-Ib. _— $14.10. 

Dry Lime Sulphur. —In 1-lb. pack- 
ages, 20c. net: in 5-Ib. BE, 18¢. 
per Ib.; in 10-Ib. packages, 16c.; in 
25-lb. drums, 12c.; in 560-Ilb. drums, 
lic.: in 100-lb. drums, 10c. 

Fungi-Bordo.—Dry Bordeaux mix- 
ture, in 1-lb. packages, 24c. net; in 
4-lb. packages, 17c. a Ib.; In 65-Ib. 
packages, 19%c; in 25-lb. packages, 
16%4c.; in 50-Ib.,  /pzae 1444c.; in 

100-Ib. packages, c, 

Sprayers. — Midget, $2.50 per doz. 
net; Cyclone, $4; Continuous, $6.50; 
compressed air, galvanized, $4.50; 
brass, $6.25; standard spray pump, 
$3.50: fog sprayers, $4.50; bucket 
sprayers, $3.05. 

STOVES.—The call for stoves is 
broadening. The continued high cost 
of coal, notwithstanding the ending of 
the coal strike, will, it is believed in 
jobbing circles, materially help the sale 
of oil stoves this spring and summer. 
For this reason they are urging the re- 
tail trade to cover its probable require- 


ments. 
Prices to Retailers, f.o.b. Boston 
These are list prices. Dealers’ dis- 
counts are noted after each group. 


Oil Cook Stoves 
ast Ay 
i ee . coc cccnbaee $17.50 
No a, Ce. . -ccoccéubeesé 22.50 
Se OE, « ccc coedebecoes 28.50 
Te oe ee 8 ve euen eee wee 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (improved Model)— 
Be. 46.8 BaseeiBcccvcccosecseves $17.50 
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er | ee 22.59 
See Ge We SE, cccccccevesstes 28.50 

ee discounts same as Perfec- 

NESCO— 

a, ee, re. tes oneeede $ 9.50 
a 2 Pe i cccccoseeete 17.35 
a, ee Ge DE oo ccvcosceeoss 2.00 
No. 214 4 burners........... soce Ee 
Ee 39.50 
No. 1102 high shelf only......... 5.25 
No. 1103 high shelf only......... 6.50 
No. 1104 high shelf only......... 8.00 
No. 1105 high shelf only......... 9.75 

Nesco dealers’ discount, 30 and 5 
per cent. 

Ovens 
PERFECTION— 

No. 211 1 burner plain door...... $2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door..... 4.90 
No. 122G 2 burners glass door.... 6.00 
DE BP Wiastbs 00606 Co seibae 60s 0% 6.15 


Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 


No. 42G 2 burners glass door... .$5.50 
Dealer’s discount, 10 or more, 30 
and 6 per cent; less than 10, 30 per 


cent. 
a 
No. 05 1 burner solid door...... $2.00 
No. 51 burner glass door...... 2.15 
No. 010 1 burner solid door...... 3.50 
No. 101 burner glass door...... 3.75 
No. 020 2 burners solid door..... 4.25 
No. 20 2 burners glass door..... 4.50 
No. 030 2 burners solid door..... 4.90 
o. 30 2 burners glass door..... 5.20 


N 
Dealers’ discount, 30 and 5 per 


cent. 
Water Heaters 


Prewewction No. 418. ....ccccocsece $40.00 
Prersection No. 431... .ccccccses 

Perfection discount, 30 and 5 per 
cent in lots of 10 or more: less than 
30 per cent. 


Oil Cook Stoves 


’ 


NEW PROCESS, WICK— 
No. 545 enamel shelf............ $48.50 
No. 545 plain shelf.............. 43. 
No. 545 4 chimneys............. 36.50 
No. 544 enamel shelf............ 48.50 
No. 544 plain shelf.............. 42.00 
No. 544 4 chimneys............ 34.00 
No. 543 enamel shelf............ 38.50 
No. 543 plain shelf.............. 33. 
No. 543 3 chimmneys.............. 26.50 
No. 542 enamel shelf............ 30.00 
No. 542 nlain oer S Tis osuddat deve 25.20 
No. 542 2 chimneys............. 0.00 

NEW PROCESS, WICKLESS— 
<p RRM era pentieeie $18.50 
RE Fe ar yee ree 13.50 
ME. chou bos weds ebbee 60 oc0eee 12.50 
i ii a a ie ork ees be 9.50 
RR Pe eee er 7.00 

New Process dealer's oe on 
lots of 10 stoves, 30 and 5 ner cent: 
less than 10, 30 per cent. 
Ovens 

NEW PROCESS— 
ata sdd.é sataeed heb Vee inner $3.70 

Re ee eee 2.30 
No. 11A swing door.............. 2.90 
 _— ff ae 3.50 
No. 128A swim@ GOOr.........ccccs 3.40 
ne hake ke ee ee 4.30 
No a Sf ey <r 4.75 
ES a a edt seca cdbneh cue coe 4.10 
No. of Sl a a an tal la eel 2.50 
nh: ee Gee MENS -« os. 6 ce 0s 0a 60 eee 5.70 
a a a lk 5.30 
ES PEA OG St OP Pr oe e 5.90 
i le ee ee ld 5.3 


Discounts on ovens are the same as 
on stoves. 


SWEEPERS.—All kinds and makes of 
sweepers are selling in larger volume, 
report jobbers. 


We quote from Boston jobbers’ 
stocks: 
Sweepers.— Carpet. Grand Rapids. 


ball-bearing. japanned, $44 per doz. 

net; nickeled, $48; Standard, ja- 
panned. $36: Universal, japanned, $42: 
nickeled. $46; American Queen, $54: 
Parlor Queen, $56. 

Tov Sweepers.—Per gross. Little 
Jewell, $119: Little Queen, $41. Per 
doz., Little Gem, $3.75: Bissell Jr., $16. 

WATER GLASS.—More activity is 
noted in the demand for water glass. 
Now is the time for the retail hardware 
dealer to urge the public to put down 
eggs. The big packing interests are 
about to put eggs into storage. 


Reading matter continued on page 104 
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Regular $1.50 
Ualue 





Double Your Aluminum Business 
With This LIFETIME Double Boiler 

















This sturdy Liretime Double 
Boiler is one of the biggest sel- 
lers in the Lirerme Line. 


It is made from extra hard, 
aluminum sheets, rolled in our 
own mills to our own specif- 
cations. 


{he top insert never sticks, 
yet is gauged to fit snug, pre- 
venting boiling over. The folded, 
hollow handles are always cool, 
making it an all-around satisfac- 


tory utensil. 


“Selling prices” alone will not 
build aluminum business, yet 
Lrretm™e™ has achieved a new low 
price and a new high quality 
which have put this Line in a 
class by itself. 

Dealers may sell the Liretm™e 
Line with confidence that, in or- 
dinary use, every piece will last 
the customer a lifetime. 

Make your Aluminum Depart- 
ment begin to show a perma- 
nent profit. Write for our dealer 
proposition. 


ALUMINUM PRODUCTS COMPANY, La Grange, Illinois 







4h, © 


18T, 
os ee RADE 
° cel 


ReAluminum 25 
r=: ware 
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Jobbers’ Sales Decrease in Cincinnati— 
Prices Continue Steady 


(Cincinnati office of HARDWARE AGE) 


OCAL jobbers are disappointed because the volume of business in 
the first two months of 1926-and in the first week of March has 
fallen considerably short of that in the Same period a year ago. 

Business early in January was exceptionally good. but it declined sharp- 
ly about the middle of the month and has been quiet ever since. 

The blame for the poor showing made by jobbers is attributed almost 
solely to the continuation of winter weather beyond its ordinary bounds. 
As long as temperatures hover around and helow the freezing point 
neither the retail dealer nor the public can be expected to display much 


interest in spring goods. 


The advent of real spring weather, however, 


will undoubtedly be accompanied by a tremendous spurt in business and 
by a demand from the retail trade for rush deliveries on many products. 


Prices have retained strength in the face of a 


lagging market. Screws 


have advanced approximately 5 per cent, but other quotations have re- 


mained unchanged, with the exception of a 


tine. 


slight reduction in turpen- 


Staple items have been moving at a satisfactory rate and good sales 


are anticipated in the next few weeks. 


The paint market is particularly 


good for this time of the year and a big business is looked for this 


spring. 


AUTOMOBILE ACCESSORIES.—Con-. 


tinuation of cold weather has been a. 


deterrent upon sales of spring goods. 
Jobbers state that their volume of busi- 
ness in the first two months 
year fell considerably below the cor- 
responding period in 1925. However, 


of this. 


it is expected that favorable weather | 


will have a most stimulating effect and 
will restore trade to normal. 
prices on passenger and commercial 
types of tires and tubes have been an- 
nounced and are given below. 


We quote from Cincinnati jobbers’ 
stocks: 

Tires.— 
$6.75 each: 
ings, $.50; 


30 x 3 Beaver fabric casings, 
30 x 3 Badger fabric cas- 
30 x 3 Beaver cord cas- 
ings, $7.50; 30 x 3% Beaver cord cas- 
ings, $9.85; 30 x 3% Badger standard 
cord ¢ asings, $11.60: 30 x 3% 

commercial cord casings, $16: : 


Reaver cord casings, $15.40; 31 x 4 
liadger standard cord casings, $19.25; 
43 x 4 Leaver cord casings, $17.60: 33 
x 4 BDadger standard cord casings, 
$22; 32 x 4% Beaver cord casings, 
$22.40; 32 x 4% Badger standard cord 


C asings, $28: 29 x 4.40 Radger stand 
ard balloon cord casings, $13.85: 29 x 
1.40 Beaver balloon cord = casings, 
$20.50; 31 x 5.25 ey ~t standard bal- 
loon cord casings $24.15. 

Tubes.—30 x 3 Badger standard, 
$1.80 each; 30 x 3% Badger standard. 
$2.05; 31 x 4 Badger standard, $3: 
x 4 Badger standard, $3.25: 322 x 
» Badger extra heavy, $4.30: 29 x 
1.40 Badger extra heavy for balloon 
tires, $2.95. 

Jacks.—No. 
% Ajax, 
each, 

Pumps.—No. 
Roy, $1.55 ecah; 


1 ! , 


No. 
50 


10 Ajax, 85c. each: 
$1.05 each; No. 60 Ajax, $2 


ll, 55c. each: Big 
Arvin, $1.85 each. 
Bumpers.—Marquette Ford front 

bumper in black, $3.32 each: Mar- 

quette Ford front bumper in nickel. 
$4.02 each; Marquette fender guards 
for Fords, $6.12 a pair. 
Fenders.—Ford fenders, $7.45 a set: 
commercial fenders, $3.10 a pair. 
Luggage Carriers.—-l.uggage car- 
riers, 90c. each; 80c. in quantities of 


30 x 3% Ford cord tires, $8.25 each: 
$x. 


in lots of 10, 


AXES.—Sales for the spring season. 





have not reached sizable proportions, | 


Reading matter continued on page 106 


Revised | 


but an improvement is ‘looked for in 


! 


a 


a — 





weather have 


light, 60, 10 and 10 off; extra heavy 
T, 60, 10 and 5 off. 

Hasps. — Common hinges, 70 off; 
safety hasps, 3-in., 95c.; single per 
doz., 4'-in., $1.25; 6-in., $1.75. 

Butts.—Steel, dull —. and an- 
tique copper, case a ty 3% x 3h, 
IXc. per pair net; * , , 28c. In less 
a case lots, 31% 3%, Z1c.; 4 x 4, 
30c. 


Sash Weights.—Sash weights, 1.85c. 
inside Sets.—Square bevel inside 
sets in case lots, $5.10 a dozen. 


CROQUET SETS.—A few scattered or- 


ders are being received, but real spring 
buying has not opened up. Jobbers 
have set the prices given below for the 
season. 


We quote from Cincinnati jobbers’ 
stocks: 


No. 5, four-ball set, $1.50; No. 10, 
six-ball set, $1.85; ‘No. A, eight- 
ball set, $2.15: No. 3, eight-ball set, 


$4.20; No. 1, eight- ball set, $3.15. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Business has been only fair at 
best. Jobbers have had a fair call from 
the retail trade, but the snow and cold 
interfered with sales. 


_ Prices are firm. 


the near future. Retailers are reluctant 


to carry stocks in excess of those for 
immediate needs. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single bit base 
weight handle axe, $19.65. Dread- 
naught single bit base weight un- 
handled axe, $14.85; double bit base 
weight handle axe, $24.75: double bit 
base weight unh:z indled axe, $20. 


AGRICULTURAL HANDLES. — Ship-| 


ments to the rural districts are now 
beginning and jobbers feel that business 


has been fairly good, especially in view 


residential 
are slow 


of the handicap imposed by the weather. 
Quotations are steady. 
We quote from Cincinnati jobbers’ 
stocks: 
fork, 514-ft., 2.85; 5'%-ft. 


Hay ss 
hay fork, $3.30; long manure 


bent 
fork, $2.45: cotton hoe ow $1.85; 
$4.8 


wood D shovel handle, 
BOLTS AND NUTS.—There is a con- 
sistent demand from the retail trade 
and dealers are well stocked to fill their 
customers’ requirements. Prices are un- 


changed. 

We quote from Cincinnati jobbers’ 
stecoks: Machine bolts, large, 50 and 
10 off: small. 50, 10 and 10 off: car- 
riage bolts, large, 50 off: small, 50 
and 10 off: stove bolts, 75 off; semi- 
finished nuts, 9-16 in. and smaller, 75 


off; larger sizes, 65 off 


BUILDERS’ HARDWARE.—A survey | 


of the local market shows that residen- 
tial construction work this year will 
not be as extensive as it was a year 
ago. The supply of houses has about 
caught up with the demand for the mo- 
ment. However, industrial building is 
already running ahead of that in the 
early part of 1925 and will probably be 
sufficiently heavy to offset the loss in 

construction. 
in opening up. 
holding well. 


We quote from Cincinnati jobbers’ 
stocks: 
Hinges.—Heavy, 10 


Prices are 


60, and 10 off: 





Operations | 





jobbers’ 
trough, 
corru- 


Cincinnati 
o-in., eaves 


We quote from 
stocks, 2s-gage, 
$5.75 per 100 ft.; 28-gage, 3-in. 
gated conductor pipe, $5.50 per 100 
ft. 28-gage, 3-in. corrugated con- 
duc tor elbows, $1.94 per doz.; 29-gage, 

-in. corrugated conductor’ elbows, 
$1. dL per doz. 


FILES.—No change in the local situa- 
tion has occurred. There is a moderate 


demand and prices are steady. ' 
We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 
and 10 off list: Keystone files, 70, 10 
and 5 off list. 
CARPET SWEEPERS. — The retail 


trade is buying a fair amount of goods 
and spring business is expected to at- 
tain liberal proportions. Prices are 
given below. 

We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per doz.: Universal japanned 
sweeper, $42 per doz.: Grand Rapids 
nickel-plated sweeper, $48 per doz.: 
Little Helper toy sweeper, $2 per doz. 

GALVANIZED WARE.—Business is 
about normal for this time of the year 
and sales have been equal to those in 
the same period a year ago. Dealers 
are carrying diversified stocks. Prices 
are showing strength. 


We quote from Cincinnati jobbers’ 


stocks: 

Galvanized Pails. —10-qt., $2.30 per 
doz.: 12-qt. 2.55 per doz. : 14-qt., 
$2.90 per doz.: 16- .. $3.40 per doz.: 


galvanized tubs, No. 1, $6.50 per doz. 
GARDEN sie Sobbers have been 
taking orders for delivery in March 
and April. Trade has been rather 
light, but will undoubtedly open up ex- 
tensively within a few weeks. Prices 
are the same. 
We quote 
stocks: 
Rubber Hose.— 5-ply, '%-in., 
per ft. in 50-ft. lengths; 6-ply, ‘%-in., 
10c. per ft. in 50-ft. lengths; 7-ply, 
\%-in., 12c. per ft. in 50-ft. lengths; 
double braid in %-in., 500-ft. coils, 
10c. per 


GARDEN TOOLS.—Orders received by 
jobbers have totaled a fair volume, 


from Cincinnati jobbers’ 


8I4c. 
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Simplifies stock! 


Do you sell colored Globes? 


Ground Right, Perfect Fit—and— 
are SOLID Colors—not painted or flashed 


Dietz exclusive LOC NOBS that prevent 


ipping. 


Moreover, one style Dietz Globe—FITZ- 


ALL—fits both No. 
Blast Lanterns. 


Cl Get i GLOBES! Full Weight, 


sl 


Dietz Globes 


on—but genuine Pot Ruby, Blue, Green and 


Amber. 


. 


Ask Your Jobber 


R. E. Dretrz COMPANY 


NEW YORK 
Largest Makers of Lanterns in the World 





FOUNDED 1840 
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with prospects bright for an excellent 
spring business. 
We quote from Cincinnati jobbers’ 


Forks. — 030% os: hay forks, 
$12.26 doz.; 4 = manure 
forks, $15.60 doz.; OHW Iowa spad- 


a for 
akes.—14SM rakes, $5.64  doz.; 
No. 314 Peerless rakes, $9.84 doz. 

GLASS.—There has been a perceptible 
improvement, but sales continue to be 
below normal. Here again the blame 
rests primarily upon weather condi- 
tions. Prices are strong and there is 
little likelihood of a change in the im- 
mediate future. 


We quote from Cincinnati jobbers’ 
stocks: Single strength first 
bracket, 4 r cent discount; single 
strength B rst bracket, 89 per cent 
discount; single strength A second 
and third brackets, 85 per cent dis- 
count; — strength B second and 
third brac ets, 87 per cent discount; 
single strength A over the third 
bracket, 83 r cent discount; sin- 
gle strength over the third bracket, 
85 per cent discount; double stre 
A, 85 oe R -. discount; double 
strength B to 54-in., 88 per cent 
discount; foal le strength RB over 54- 
in., 87 per cent discount. 


HAMMERS AND HATCHETS.—Busi- 
ness has been maintained at a moderate 
pace and the outlook is favorable for a 
prosperous trade in the next two 
months. 
We quote from Cincinnati jobbers’ 
— Hatchets, a 2961, $12.50 
hammers, No. , $12 doz.; Boy 
Soot. $11 doz. 
HOSE REELS.—Retailers have bought 
little as yet, but inquiries are better 
and jobbers expect to close consider- 
able business shortly. 
We quote from Cincinnati jobbers’ 


stocks: Wooden hose reels, $14.75 
a os Victor iron hose reels, $2 
each. 


ICE CREAM FREEZERS.—A gradual 
improvement is discernible. Activities, 
however, are still restricted to small 
orders for late spring delivery. 


We quote from Cincinnati jobbers’ 
stocks: 

Peertess.—2-qt., $3.45; 3-qt., $4.10; 
4-qt., $5; 6-qt., $6.30; 8-qt., $8.20. 
Peerless dealer’s discount is 25 and 
10 per cent off above list. 

=e Mountain.—2-qt., 
6.75; 4-qt., $8.25; 6-qt., 
13.50. White Mountain dealer's dis- 
count is 50 per cent off above list. 


LADDERS.—Prices for the spring sea- 
son are quoted below. 
We quote from Cincinnati jobbers 
stocks: 

ladders, 24c. a ft.; single 


Rodded 
. up to 16 ft.,; ex- 


ladders, 20c. 
tension ladders, 30c. a ft. up to 32 
50c. a ft. 


ft.; best grade ladders, 


LAWN MOWERS.—Jobbers have a 
fairly good number of orders on hand 
for shipment in March and April. 
Additional sales this month will prob- 
ably attain a satisfactory total. Prices 
are unchanged. 

bn from Cincinnati jobbers’ 


with plain bearings, 


Cheap grade 
P 14-in., $5.25 each; 


$5 each; 


lain bearings, 
: 16-in., $6.50. 

_ bearings, 
14-in., $7.25 


Medium grade with ‘Dall pone. 
¢- -in., $8.25 16-in., $8.85 18-in., 
20. 


with ball bearings, 14- 
$11.50; 18-in., $12; 


ae grade 
$11; 16-in., 
20. ‘in., $12.75. 


LAWN SPRINKLERS.—Demand is at 
a low point and little business of con- 
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sequence is anticipated in the immediate 
future. It will probably be a month be- 
fore trade will assume extensive pro- 
portions. 

We quote from Cincinnati jobbers’ 
stocks: Fountain ring ~eo41-y’ $6 
doz.; Rain King sprinkler, $28.20 doz. 

MOPS.—The proximity of the spring 
house cleaning season is stimulating 
the sale of mops. Prices are the same. 

We quote from Cincinnati jobbers’ 
stocks: O’Cedar line with handles, 
No. 3, $12; No. 44, Rat No. 5, $10; 
No. 8, $12; No. 15, 

OIL STOVES, Prondnanth AND WATER 
HEATERS.—An increase in orders has 
been noted by local jobbers. The spring 
season is expected to yield a most 
profitable business in these products. 


These are list prices. Dealer’s dis- 
counts are noted after each group. 


Oil Cook Stoves 


PERFECTION— 
Ne $17.50 
i eo. SP ewes hes 22.50 
ah ae Oe I, oc cacewasssoeese 28.50 
ROOT OTT 39.50 


Perfection dealers’ discount 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (improved Model) 
Pe; Ge oP Es « ce ccoesbbvcees $17.50 
BUG, GS BS WUPMSTBs oc cowcccccccccs 2% 
TN ee 
— discounts same as Perfec - 
tion 


NESCO— 
ER rrr Te $9.50 
se FB 17.35 
GC 22.00 
No. 214 4 puraere ee ee 28.00 
Mo. S335 § DUPMOTB. ..ccccccsccos 39.50 
No. 1102 high. shelf eR Ce 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 


With vitreous enameled stove tops 
and splash backs: 
BU, SEO BS WUUMOGB. «cece ccccescess rye 
ee Se SE. cn. a oe tuececes 44. 
Nesco dealers’ discount, 30 anil 
5 per cent. 


Oil Ranges 
Nesco Rolo, 5 burners and oven. .$90.00 


Dealers’ discount, 30 and 6 per 

cent. 
Ovens 
PERFECTION— 

No. 211 1 burner plain door... .$2. 50 
No. 211G 1 burner glass door. 5 te 
No. 121G 1 burner glass door... 4.90 
No. 112G 2 burners glass door... 6.00 
Se ED wcnnd ecdawoeds oueeseeens a 15 


Dealers’ discount, on 10 or mor: 
30 and 5 per cent; less than 10, 
per cent. 
PURITAN— 


No. 42G 2 burners glass door...$5.50 


Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 05 1 burner solid door...... $2.00 
No. 65 1 burner glass door...... 2.15 
No. 010 1 burner solid door...... 3.50 
No. 101 burner glass door...... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 

Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 
Perteatios IO. EBB. cccccccccesess $40.00 
Perfection No. 421...........0.0- 80.00 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 


10, 20 per cent. 

PAINT.—Further improvement in sales 
has taken place and jobbers are opti- 
mistic about the outlook for the next 
few months. Linseed oil has dropped 
off slightly in price, and turpentine 
shows a 5c. per gallon decrease. Other- 
wise prices are the same. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.50 per gal.; linseed oil, single bar- 
rels, 89c. per gal.; turpentine in 2- 
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barrel ate 97c. ~_ gal.; white and 
red lead in 600-lb. kegs, 15%c. per 
lb. less 10. iear cent. 
POULTRY AND WIRE NETTING.— 
Conditions continue unchanged, with 
retailers placing an encouraging num- 
ber of orders for spring delivery. 
Prices are steady and un 
We quote from Cincinnati jobbers’ 
stocks: 12 mesh black wire netting 
$1.75 per 100 84. ft.; 12 mesh o al 
wire netting, $2.05 per 100 r° 
14 mesh opal wire netting, $2.45 aa 
100 sq. ft.; poultry netting galvanized 


after, 57 off list; poultry netting 
galvanized before, BTL a and 10 off list. 


RADIO BATTERIES.—tThere is a con- 
sistent demand in this market and re- 
tailers are well protected with sizable 


stocks. Prices are firm. 
We quote from Cincinnati jobbers’ 
stocks: 22% volt B radio battery, 


f 
$1.30 each; two cell tubular flashlight 
battery, c. each; three cell tubu- 
lar flashlight battery, 27%c. each; 
small monocells, Sac. each; large 
monocells, 9%c. ea 

A battery, 35c. cash: ignitor dry- 
cell battery, 32c. each. 


REFRIGERATORS.—A few orders are 
being placed, but the bulk of the busi- 
ness will probably not materialize until 
April. 

We quote from Cincinnati jobbers’ 
stocks: 

No. 264 white enameled refrig- 
erator, $33.25 each; No. 764 porcelain 
refrigerator, $52 each; No. $64 stone 
white refrigerator, $55 each. All of 
the above models are of the three- 
door front icer type. 

ROOFING MATERIAL.—The price sit- 
uation is still unchanged, but jobbers 
anticipate revision of quotations in the 
near future. Business has been fairly 
good in view of the unfavorable 
weather. 


We quote from Cincinnati jobbers’ 
tocks: 





Roofing Paper. — Light, standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; red and green slate 
surface, $2. 


Roof Coating. — Coal tar, refined, 
in barrel lots, 24c. per gal. ; ; in half 
barrel lots, 27c. per gal.; in half 
crude, in barrel lots, 25c. per gal.; 
in half barrel lots, 28c., per gal. 


Roofing Cement.—In 1-lb. cans, 32 





to the case, 15c. per Ib. net; in $- Ib. 
cans, 12 to the case, 13c.; in 5-lb. 
cans, 12 to the case, llic.; in 10-Ib. 


cans, 10c.; in 25-lb. cans, Se. 


ROPE.—As far as fresh orders are 
concerned the market has been quiet. 
Shipments for spring are beginning to 
be made by local jobbing houses. 

We quote from Cincinnati jobbers’ 
stocks: Best grade Manila _ rope, 
Ocean brand, 25%c. per lb.; Plym- 
outh brand, 36% c. per 1lb.; sisal rope, 
15%ec. per Ib. 

SAWS.—Conditions are looked upon as 
satisfactory and retailers are absorb- 
ing a normal amount of stock. Prices 
are the same. 


We quote from Cincinnati jobbers’ 
stocks: Disston D8 ne, 20-in., 
$24.40; 22-in., $26.20; 26- in., $29.50; 
Atkins junior Mechanic, 20- -in., $19. 


WIRE CLOTH.—tThere has been a 
moderate demand for wire cloth. Prices 
are given below. 


We quote from Cincinnati jobbers: 
stocks: eo bronze, 14 mesh, $6.25; 
16 mesh, $6.7 wire cloth, 12 
mesh, $2. 05; ie mesh, $2.45; mesh, 
2. Apex wire cloth, 14 mesh, 
2.50: 16 mesh, $3.15. 
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for all purposes 


used by man 
made by the makers of 
the famous 


WEED . 
TIRE CHAINS 








Se ne 


Link by link ~ 
| the symbol of 


DEPENDABILITY! 





This is the ACCO trademark— 
the guarantee of integrity in 
manufacturing. Impossible for 
you or your customers to test 
each link! You must rely on the 
maker. 





e 


Handle the line made by the 







world’s largest manufacturer— 
ACCO. A style and size for 
every purpose—in bulk or as 
chain specialties. 

e 
Ask your jobber about ACCO— 
start now to enjoy the profits 
from a complete stock of chain. 


AMERICAN CHAIN COMPANY, Inc. 
Bridgeport, Connecticut 
In Canada: Dominion Chain Co., Limited, Niagara Falls, Ontario 


District Sales Offices: Boston Chicago New York Philadelphia 
Pittsburgh San Francisco 











aaa 
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Conditions Improve in Northwest— 
Prices Show Tendency to Advance 


(Minneapolis office of HARDWARE AGE) 


HE change of conditions for the better in the Northwest is very 


clearly shown by the increase in attendance at the hardware 


conventions, which have just come to a close. 


At the Minnesota 


convention, for instance, the attendance was the largest that it has 
ever been, and the interest in the sessions greater than for a number 


of years. 


The merchants are showing a greater interest in what the 


immediate future is bringing them and are preparing for a far better 


year than last. 


The recent automobile show was 
sales were very satisfactory. 
planning a more complete assortment of stocks. 


years, and 


better attended than for some 
Dealers in all lines are 
Hardware retailers 


report a very substantial increase in sales for the first part of the year. 

There has been some talk of an advance in the prices of some of 
the basic hardware items, but so far no advances have come through. 
The markets seem to be very stable, which is another indication of 
better conditions and the expectation of heavier buying. 


ASH SIFTERS.—Sales are normal, 
with prices holding unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 
sifters at $2: metallic rounds, $4.25; 
and wood barrel at $6 per dozen, net. 

AXES.—Demand for axes continues to 


be very good, with ample stocks from 





which to draw. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 


weight axes at $14.50, and double bit 
base weight axes at $19.50 per doz., 
net. 
BOLTS.—Prices are firm, with an im- 
provement in sales. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 per 
cent; stove bolts at 75 per cent, and 
lag screws at 55 per cént from list 


BRADS. an even basis, 
with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


BUILDERS’ HARDWARE.—tThere is 
a good volume of business for this time 
of year, with indications of excellent 
trade with the opening of the season. 
Building has already begun to some 
extent. 

COAL HODS.—Sales are _ running 
lower as the end of the colder weather 
approaches. Stocks are being lowered, 
and prices are firm. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open coal 
hods, 17 in., $3.75; 18 in., $4.25: ja- 
panned funnel, 17 in., $4.80: 18 in., 
$5.25; galvanized open, 17 in., $5.25: 
18 in. _ 45.80: galvanized funnel, 17 in., 


$6.70: and 18 in., $7.40 per dozen, net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demend is light at 
and stocks in dealers’ hands 
However, some dealers 






are 
are their spring shipments 
started forward. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint 28 ga. 
5 in. single bead eaves trough at 
$6.95 per 100 ft.; 29 ga., $5.50 per 

















3 in. conductor pipe 


100 ft.; 28 ga., 
elbows, 


at $5.40 per 100 ft.; 3 in. 
$1.73 per dozen, net. 


FIELD FENCE.—Prices are steady on 
fence, with stocks still light. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 13 ga. intermediate type 
of fence at $30.04 per roll with other 
sizes and weights in proportion. 


FILES.—There is a fair demand for 
files, with prices holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Shipments of 
galvanized ware are beginning to go 
forward to dealers. 
light, with prices very firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
_No. 3, $9.45; heavy tubs, No. 1, $12.60; 
No. 2, $13. 80: No. 3, $15: stamdard 
10-qt. pails, $2.70; 12-qt., $3.05; 14-qt., 
$3.40: stock pails, 16-qt., $5, and 18- 

” $5.50 per dozen, net. 


GLASS AND PUTTY.—Demand has 
improved to some extent. Prices are 
unchanged, and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 

per cent, and _ strictly 
in 50-lb. drums at $4.85 


strength, 85 
pure putty 
cwt., net. 


HAMMERS AND HATCHETS.— Sales 


'are very good, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
carpenters’ hammers at $12.60; 


Plumb No. HF81, $10.50: Plumb No. 
2 broad hatches, $14.45; No. 2 shin- 
gling, $11.20, and No. 2, claw, $12.50 
per doz., net. 


ICE CREAM FREEZERS.—Spring or- 
ders are being placed in a fairly satis- 
factory volume. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Peerless ice cream 
freezers, 1 qt., $2.10; 2 qt., $2.45: 3 
qt., $2.95: 4 qt., $3.60; 6 qt., $4. 55, and 
8 qt., $5.90 each, net. Arctic freezers. 
2 qt.. $2.30: 3 at., 2.78: 4 qt., $2.98: 
6 qt., $4.30 each, net. White Mouin- 
tain, 2 qt., $2.83: 3 qt., $3.38: 4 at., 
$4.13: 6 qt., $5.22 each, net. Alaska 
freezers in both grades, 29-10 per 











Stocks have been 





cent from list. Auto Vacuum freez- 
ers, 3344 per cent from lists. 


LANTERNS.—Prices are steady, with 
sales fair. Stocks are being kept well 
filled for the late winter trade. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per dozen, 
net. 


NAILS.—The rumored changes in nails 
and wire products have not mate- 
rialized yet. Stocks are rather low 
with the dealers, and sales are showing 
a slight improvement. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Prices are_ steady 


and firm. Sales are normal for this 
time of year. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5.32 each, net. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Sales are normal for the 
season, with prices firm. Dealers are 
beginning to prepare for the spring 
demand. 


Prices to retailers f.o.b. Twin 

Cities. 
Oil Cook Stoves 
PERFECTION— 

A BS Pere Pree yyy 
ee Cs sccoseeeveces 2.50 
No. i Cs cca céh ee6e-nee 38. 50 
ee rE, co eccces eens ea 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (improved Model)— 


a, Te Oe. EE bc cossenencann $17.50 
POO, Ge OB Pec cescecccecees 22.50 
Dee ee - ces dowesée veka 28.50 


Bees discounts same as Perfec- 


| N ESCO—Zone 1 Prices 


ee Be IN ccd s Fece vba0ee $ 9.50 
No Bae Be WOOT obicd ccc ctctes 17.35 
Rl GO er 22.00 
ee sce desten 28.00 
, == FQ OTe 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 

With Vitreous Enameled Stove 
Tops and Splash Backs: 

RE GT a ee a ee $35.50 
ae. a i), Pe ere 44.50 
Nesco dealers’ discount, 30 and 5 


per cent. 
Oil Ranges 
Nesco Rolo, 5 burners & oven. .$90.00 


Dealers’ discount, 30 and 5 per 
cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door...$2.50 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.99 
No. 122G 2 burners glass door... 6.00 
. SY <stuteuessenedoskae tenes 6.15 
Dealers’ discount, on 10 or more, 
30 and 5 per cent: less than 10, 30 
per cent. . 
PURITAN— 
No. 42G 2 burners glass door...$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
Cent. 
ae ree 1 Prices 
5 1 burner” solid door... .$2.00 
No : °. 1 burner” glass door.... 2.15 
No. 010 1 burner’ solid door.... 3.59 
No. 101 burner” glass door.... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 


Reading matter continued on page 110 
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Lift balloon tired cars ? 


with this’ Hydraulic 
p) Reliable 








balloon tired cars—one which will slip under 


= 
sf i 7 % P "7 
rs te: 
OU need a garage jack which will work with ped 
es 


ee 
+ 


{ | the axle when one of the tires is flat. That’s Lia 3% 
why you need this new Reliable Hydraulic No. 50. ‘eae 


EET 
Pa 
* 
teh 


Be 


This jack can be used on any car equipped with balloon : 

tires or regular tires. Its low starting height, its full 10-inch 

raise and the unusual ease with which it can be rolled into 

! position and operated, make it fill a demand which every 
| garage has for a truly universal garage jack. 





ar fae 
eee 
: 


This is not a back-breaking jack! You don’t have to pull 
down on the handle with all your might to lift a heavy car. 
Instead, you pump the handle back and forth or pull it all 
the way down and the heaviest car is raised easily and 
quickly. 

The release valve is controlled by a handy lever at the side 
of the handle. Opening this valve lowers the load at once 
or by degrees as you prefer. 


This jack has roller bearings in the wheels. It is lower 


than other jacks, yet it still has ample clearance for use on Northwestern Branch: e 
uneven floors. Any axle can be reached either from the back G. A. Ashton Co., St. Paul, : 
of the car or under the running board. There are no trick Minn. $s 
ratchets, dogs, foot levers, chains or toggles on this jack. (Complete stock carried in ; 


Ashton Bldg.) 











This Hydraulic Garage Jack and the two regular balloon 
tire jacks are only a few of the complete line of Reliable Southwestern Branch: 
Jacks for all kinds of passenger cars, trucks and busses. The Carroll Co., Dallas, Tex. 
‘ (Complete stock carried in 
Put in a supply of these jacks and reap the profits of their Carroll Warehouse. ) 
easy sale. Your jobber can supply you. ee 
Sales Representatives: bd 
Motor Products Co., Pa 
Church St., New York, f4 
The L. E. Spencer Co., 
415 Nashville Trust Bldg., 
Reliable Jacks Nashville, Tenn. pe 
A. E. Mohrig, 
1904 1450 Pine Street, | 
ASHLAND. OHIO San Francisco, Cal. 
fp 


> - , 
AS ee et net ce Ld 







Specifications: 
Low point 5'/, inches 

High point 1542 inches—ten inch raise 
Weight 133 Ibs. 

Length of jack 4 ft. 

Length of handle—44 inches 

Overall length of jack and handle—7 } ft. 






















Tire JACKS 
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No. 30 2 burners glass door. 5.20 
Dealers’ discount, 30 and 5 per 
cent. 
Water Heaters 


Perfection No. 412......ccccsese $40.00 
Perfection No. 121.......ccccecss 80.00 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 
Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—De- 
mand has been and still is very good, 
with the heavy call for materials for 
inside painting and decorating. Prices 
have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
aints at $2.80 per gallon, in 1 gal- 
on cans, and white lead in 100 Ib. 
kegs at $14.29 cwt., net. 
PAPER.—Call for paper is light, with 
stocks in dealers’ hands still low. Or- 
ders are being placed for future de- 
livery, for the opening of the building 
season. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 


PYREX OVENWARE.—Sales are very 
good in the larger centers on this line 


cook 
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Dealers are filling in 
Prices show no 


of merchandise. 
for the coming sales. 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 casseroles, 


pots, $2, and No. 

each, net. 
ROPE.—Call for rope is increasing. 
Prices are steady and strong. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 27%%c. Ib. ge and best grade 
sisal rope at 19%c. Ib. base. 

SANDPAPER.—Sales are fair, with 
stocks well assorted but rather low. 
Prices are unchanged. 

We quote from jobbers’ 
f.o.b. Twin Cities: Best grade No. l 
—— ye on $6.65 per ream; second 
grade 1, $6 per ream, and garnet, 
No. 1, $16. 50 per ream. 

SASH CORD AND WEIGHTS.—Sales 
are light, with some interest on the 
part of the dealers in stocks for spring 
delivery. Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: est grade sash 
cord, 78%c.; second grade, 45c.; cast 
iron sash weights at $2.10 cwt., net. 


SCREWS.—Changes upward have been 
made in some markets on screws, but 


stocks, 
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no alteration has been announced in 
this market. Stocks are in fair con- 
dition, with sales normal. 
We quote from jobbers’ stocks, 
f.o.b. Twin ag ae lat head bright 


per cent; fiat 
head japanned, 65-25 per cent; round 


head blued, 70-25 per veent: flat head 

brass, 70- 25 per cent, and round head 

brass, 70-20 per cent from lists. 
SIDEWALK SCRAPERS.—Sales are 
are very good, with stocks being graded 
down for the end of the selling season. 
Prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ohler’s sidewalk 
scrapers at $5 per dozen, net. 


SNOW SHOVELS.—<As with the item 
above, there is a brisk sale of snow 
shovels at present. Stocks are being 
reduced, and prices are firm. 


We quote from jobbers’ 
f.o.b. Twin Cities: 
eis $19; steel blade, straight handle, 

4.50 0; galvanized steel blade, D han- 
ue 15% x 17, 80, and 16 x 21, 
$11.50 per dozen, net. 


SOLDER.—The market on solder is 
strong, with sales only fair. Stocks 
are in fairly good condition. Price is 
a little higher than last week. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Warranted half 
and half solder at 42%c., and strictly 
half and half at 41%c. per cwt., net. 


stocks, 











Says the Man Behind the Counter 


HERE are two salesmen in a retail hardware 
a I sometimes visit. One is of such an easily 
discouraged temperament that when a customer 
turns him down, he strikes with a thud like a lump 
of soft putty, and has no more comeback to him. 
The other bounces like a rubber ball when he is 
thrown down. He comes right back up and keeps 
coming. I get quite a kick myself from watching the 
bounce boy bounce, but it makes me feel sick to see 
the putty boy stay put. 


* * * 


The retail hardware business is a fine business for 
the young man who wants to learn it thoroughly and 
ultimately become the proprietor of a store of his own. 
It is also a fine business for the young man who does 
not have it in him to grow to proprietor size, but must 
continue through life as a salesman in the employ of 
someone else. But it is a mighty poor business for 
the young man of either type if he does not make 
himself master of the facts about hardware merchan- 
dise. 

* * * 

The fellow who is making a success of a small job 
is far ahead of the fellow who is making a failure 
of a big job. And before long the fellow who failed 
big is going to see the fellow who succeeded small 
come along and take the big job and make a success 
of that. 


* * * 


Dogs are worth something to the hardware store 
that sells collars, leashes and muzzles. They may also 
be made to aid business indirectly, if the salesman 
will take pains to notice the dog that comes in with 


its owner, or to ask a man who has a good dog how 
that dog is getting along. It is the same plan the 
politician is following when he makes capital out of 
the voter’s baby. 

You may not like dogs. You may consider them a 
nuisance. You may even be afraid of them. But it 
will not do to let the man with a dog see how you feel. 

The man with a dog may think other people’s dogs 
are a nuisance. He may even think other dogs are 
dangerous. What he does not admit is that there is 
anything out of the way about his own dog. “Love 
me, love my dog,” has more to it than a clever sound. 
You can make friends of men through their dogs and 
of women through their babies. Be as careful about 
kicking a dog or putting it out of the store as you 
would be about doing the same thing to a baby or a 
small child that became obstreperous. 


At Columbus Circle 
(J) Sew vor the street at busy Columbus Circle, 





New York, a nervous lady attempted to dodge 

an approaching car by retreating—and in do- 
ing so came within an ace of being run over by one 
passing directly behind her. 

“Niver shtep backwards, leddy!” said the kindly 
old Irish policeman at the crossing. “That’s how so 
manny folks get hurted.” . 

Pretty good advice for life and for business, too, 
we thought. 

“Niver shtep backwards’—don’t 
change policies too suddenly. 

Keep going straight on and the world knows where 
to have you. 

“Niver shtep backwards.”’—The EKaglet. 


falter—don’t 


Reading matter continued on page 112 
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‘‘No Tangle—No Waste” Says Sammy Shakeproof— 
The Tangle Proof Lock Washer 


“Sammy Shakeproof,” the new and 
improved lock washer, was looking at 
‘‘Toothless Tommy,” the old timer, 
buried in the middle of a tangled mess. 


“Don’t you know it costs people money 
to untangle washers like your” asked 
Sammy. “You’re not only shy of grip- 


ping teeth, but you also have the unhappy faculty of getting all tangled up. 
“No wonder your employers are beginning to check up on you.” 


cleaner work, weigh less, save bolt lengths and 
cannot spread. 

Those are facts of real interest to every manu- 
facturer and dealer reading this. 


Free and Ample Quantity for Shop Test 





“Every picture tells a story”’—and a true one. 

“Sammy Skakeproof,” built on the exclusive 
tunsted tooth principle, saves money and improves 
products in these good ways: 

Hangs on with a bull dog grip that Vibration 


cannot loosen. Saves labor costs because of the . 
tangle proof feature. Gladly Furnished 


Add to these outstanding and exclusive features Type 15— Sizes up to 1%”—made in steel, brass and 
that Shakeproof Lock Washers effect neater, Counter Sunk bronze. 


Shakeproof Lock Washer Company 


Incorporated 


2505 North Keeler Avenue Chicago, Illinois Type 12—Internal 








Type 11—External 


ip?” -on “Overhanging” 
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SAW FILING TOOL ~~ = aaron) 


A Novice Can Use This Tool with Perfect Results | (~~ I a no 


This well made tool does away with the need for 
skill in filing saws correctly. A beginner can use 
it and get as good results as the expert. 





The saw is placed in the vise and fastened, with 
the handle on the right. Set the filer in position as 
shown in cut. After filing one side the saw is turned 
around and the other side sharpened. When the 
filer is set correctly every tooth will be altke. 


Made entirely of steel and iron. Should any part wear out LZ Saw Jointer and 
it can be promptly duplicated from stock. Skate Sharpener 
This handy tool is well con- 


E. C. STEARNS & COMPANY structed and simply designed. It 


Syracuse, N. Y., U. S. A. is adjustable to any thickness of 
saw blade and may be used with 


any common file. 





Sales Representatives: 
W. R. VOORHEES & CO., 417 Market St., San Francisco, Cal. 





THOMAS A. TROY, 150-152 Chambers St., New York, N. Y. “—- ; F 
GEO. J. M. RAMSDEN, Canadian Representative, St. Thomas, Ont. Finished in black japan. 
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Tie-up With The 


gn? 





Advertising Campaign 


In These National Magazines 


Saturday Evening Post Motor Boating 

Literary Digest Pacific Motor Boat 
Cosmopolitan Hardware Age 

American Magazine Hardware World 

Red Book Commercial Car Journal 
Country Gentleman Bus Transportation 
American Fruit Grower Mill Supplies 

Farm Journal Electric Railway Journal 
Farm & Fireside Railway Age 

Successful Farming Railway Purchases & Stores 


National Petroleum News 


Will bring the PYRENE story 


to an enlarged market 


A profitable partnership exists be- 
tween this company and its dealers. 
Backed by this intensive campaign, 
now in full swing, your Pyrene sales 
for a year will run up into big figures. 
Sell more Pyrene fire extinguishers by 
displaying them and asking prospec- 
tive customers to buy. Show ’em, 
Sell ‘em;—Hide ’em, Keep ’em. 
Push Pyrene—the improved Pyrene 
extinguisher. 
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You Know Pyrene But You Don’t Know 


The 
IMPROVED 


ng 





EXTINGUISHER 


During the past two years many important improve- 
ments have been made in the Pyrene 1 quart and 1'2 
quart extinguisher. These improvements have made a 
good extinguisher better. These new features will be 
fully explained to you by Pyrene sales representatives 
and your jobber’s salesmen. 


Order Now Through Your Jobber 


THE PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


“Fortify for Fire Fighting’”’ 


Advice to Customers Sells 
Guns and Ammunition 


(Continued from page 58) 
if it’s not given proper care by its owner, it will soon 
be ready for the scrap heap. The salesman must be 
in a position not only to demonstrate the cleaning of 
rifles, but automatic pistols, as well. Only one out 
of every hundred gun users understands the handling 
of automatics. 
“They Look to Us” 

“In recommending a firearm for quail or duck hunt- 
ing, we usually let the customer select the gage for 
himself, but we explain that the smaller bore guns 
do not have the same spread as the larger. As a 
matter of fact, the residents of Utica and the sur- 
rounding territory have come to look to our store for 
advice in all matters pertaining to hunting. We see 
to it that our men are informed where game is run- 
ning, details regarding hunting licenses, etc. In sell- 
ing a customer a supply of shells, we ask him how long 
he intends to be gone, in order that we can give him 
definite information regarding the supply he needs. 
Where a customer shows any indecision in respect to 
the load desired, we draw on our own experience as 
che basis for our recommendations in this respect. 


Why We Handle Guns 
“Every community, whether in the metropolitan 
or outlying sections, has its sport lovers, and the hard- 
ware store is a logical medium for the sale of guns 
and ammunition. Guns are sold the year around 
and not only represent a handsome margin of profit in 
themselves, but establish contacts that are invaluable 
in the sale of other merchandise. Our stock of fire- 
arms is valued at well over $20,000, and we carry ap- 
proximately 50 different models, including rifles and 
shotguns. Our ammunition stock is valued at over 
$5,000, and we turn this stock 31% times yearly. 
“When a person enters our store they are im- 
mediately struck by the general atmosphere of cleanli- 
ness and orderliness that prevails. We have long 
made a point of cleanliness, for it is not only some- 
thing valuable in itself but somehow or other conveys 
an atmosphere of reliability. 
Remember the Kiddies 


“Air rifles constitute an important part of our busi- 
ness and bring many of the little folk into our store 
who are also prospects for the sale of sleds, skiis, 
toys, wheel goods and other articles of sporting goods. 
Air rifles are not properly firearms, but we have lo- 
cated them in a corner of our department. We do 
this for the reason that they have more authority, 
as it were, with the little folks when they are in the 
neighborhood of the regular guns. Also kids are 
usually accompanied by their dads who are in this 
way brought into touch with our firearms, and sales 
have frequently resulted. 





To some extent it seems to have gone out of 
fashion for youngsters to ask questions. Perhaps 
that is one reason why junior clerks appear so well 
satisfied with what they know while knowing so 


little. 











—— 
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Report of Va. Convention | 


(Continued from page 73) 
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National Retail Hardware Association, that this prob- 
lem would be approached in a spirit of mutual helpful- 
ness to all agencies of distribution. 

“It is a most serious condition. We have reports 
and complaints of this encroachment from all parts 
of our State, and it is a matter of deep concern, and 
one of sincere regret, that we have been unsuccess- 
ful in convincing our friends that such a policy is not 
only destructive but tends toward an added demorali- 
zation in our business. 


Entertainment 


There was an entertainment and smoker held in 
the exhibit hall. The program was comprised of 
singing, musical and dancing acts, with a special 
orchestra which played the entire evening. One of 
the performers was John Hartsook, who is known 
throughout the South, being with E. C. Atkins & Co. 
John played several selections on his hand saw. 

The Wednesday morning session opened with an 
address on “Who Is Your Competitor?” by William 
Nelson Taft, editor of Philadelphia Ledger. 

The afternoon session featured an address by 
Herbert P. Sheets on the subject, “One-Nine-Two- 
Five,” in which was breught out many pointers for 
the dealers to take heed and make this year show a 
profit. Following this talk was an address by W. N. 
Neff of Abingdon, Va., on “The Problems of the 
Hardware Dealer Today and Their Remedies.” 


Dinner 


The evening was given over to an entertainment 
and dinner in honor of the dealers, given by the 
jobbers and. manufacturers of Richmond, Va. Alvin 
Smith acted as toastmaster and Claiborne R. Watkins 
was chairman of the entertainment. 

Thursday morning opened with W. A. Clarke, 
secretary Virginia Retail Merchants Association, 
presenting a report on the work of that organization’s 
legislative committee in relation to the current 
General Assembly. 

This was followed by Question Box, led by Luster 
of Blacksburg and Mr. Small of Norfolk. 

It was the general theme of the dealers that a com- 
mittee meet with the Carolina committee in regards 
to holding a joint convention in 1927 and it was hoped 
that the committee would accept Richmond as the 
meeting place. 

Election of Officers 


The following officers were elected for the ensuing 
year: Harry B. Price, Norfolk, president; Ben R. 
Roberts, Chase City, vice president; Thos. B. Howell, 
Richmond, secretary and treasury, and Robin A. 
Frayser, assistant secretary. 

An executive committee was appointed, consisting 
of S. E. Rice, Charlottesville; W. W. Hill, Lynchburg ; 
J. F. Small, Norfolk; W. N. Neff, Abingdon; Rutcliffe 
Carter, Danville, and Chas. W. Vaughan, Jr., 
Richmond. 
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Some 
extra 
business 
for 
you 


Business with a fine profit, too! 


Counter and aisle-table business on a 
line that will sell itself. It’s a new 
kind of glassware, sold in a new and 
different way. It is-No-nik Safedge 
glassware—sold in striking display 
cartons (six glasses to the carton). 
Your customers see, are reminded, 
buy, and carry the ready-packed 
carton home. This box saves pack- 
ing-room charges for you. 


No-nik Safedge glasses and tum- 
blers are made on an entirely new 
principle in glassware construction. 
Thin, beautiful glassware with two 
patented features that make it chip- 
resisting and reduce breakage. The 
first is a patented edge. The second 
is a patented curve below the rim 
that strengthens the side of the glass, 
and protects against bumps and 
knocks. Cost? Not much. And 
every resale means a good profit for 
you. Advertised . . . and the hard- 
ware store listed as an outlet. 


The Libbey Glass Manufacturing 
Company 
Toledo, Ohio 


Vlo-nik 


SAFEDGE GLASSWARE 
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Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, have not in 
all instances been verified by us. 

The Centinolli Hardware Co., recently formed by L. A. Jen- 
nings has recently established a new store at 4421 South Broad- 
way, Los Angeles, 

The Farmers Hardware & implement Co., has recently been 
organized and incorporated at Fairfield, Idaho, nad is reported 
to be planning the establishment of a local harware store. 

S. Quint, has succeeded to the hardware business of D. W. 
Bower at Russell, Kan. 

D. W. Foulk, has established a retail hardware and under- 
taking establishment at Turon, Kansas. 

William Newvine, operating a retail hardware store at 
Waddington, N. Y., recently suffered a fire loss of $2,000. 

The B. J. Brown Hardware Co., 1408 Woodland Ave., Cleve- 
land, Ohio, announces that its basketball five challenges any 
hardware basketball team in the state of Ohio or the entire 
country. 

Frank J. Koback & C. C. Lewis are reported as having pur- 
chased the interest of C. W. Upeard in the Lewis Hardware 
Company, Amherst, Wis. 

B. D. Burdeaux and Ben W. Tommer are about to establish 
a retail hardware store at Huntsville, Tex. 

Harry Johnson has succeeded to the retail hardware business 
of the Tupps Hardware Company, at Otsego, Mich. 

Emma Wolkoss has acquired the retail hardware and elec- 
trical supply store and business of Jacob Mandel, at 3226 
Central Avenue, Cleveland, Ohio. 

Burt Harris has acquired the interest of Lawrence Fowler in 
the Rodrick Hardware Company at Lucas, Kan. 

BD. C. Barr, Monmouth, IIll., has succeeded to the retail 
business of C. J. Candell in that city. 

The Johnson Hardware Co., has been recently incorporated 
at 420 West Chicago Avenue, Chicago, Ill., with a capital 
of $10,000 by Gust Johnson and associates. 

The John Kiely Hardware Co., California, Mo., has acquired 
- hardware stock of the Morrow Furniture Company in that 
city. 

R. L. Johnson has established a retail hardware store at 
Hampton, Ark. 

Utter & Henderson have succeeded to the retail hardware 
and ~o business formerly conducted by the Mason- 
Kinch Hardware Company, at DePews, Okla. 


Russell & Cam =n, .G Greeneville, Tenn., have succeeded to 
the business of Lowey & Son, in that city. 

The M C Hardware has recently been organized by Samuel J. 
Roisen and associates, to take over and continue the operation 
of the retail hardware business formerly conducted by Julius 
Tanenbaum, at 302 Seven Mile Roads West, Detroit, ich. 

John Boliman is reported as having succeeded to the business 
of the Hamilton Hardware Co. of Ferndale, Wash. 

J. A. Crow has we a to the hardware, implements and 
harness business of A. . Harteney, at Corwin, Kan. 

The Austin Co. has Praidhen to the Thompson-Bauer-Austin 
Hardware Co., 511 Kansas Street, Topeka, n. 

A. F. Laird has succeeded to the hardware, implements and 
furniture business of F. R. Wildman at Mexia, Tex. 

Henry Brown has succeeded to the hardware and implement 
business of A. F. Hundley at Belton, Mo. 

Ss. B. Call is reported as egg his sporting goods, 
hardware and toy store and stock at 272 Bridge Street, Spring- 
field, Mass. 

The Pearson Hardware Co., of which Harley Pearson is pro- 
prietor, on West Canal Street, Wabash, Ind., is planning to 
discontinue business and close out its stock. 

Stanley Hardware and Piumbing Store has recently estab- 
lished a new store on Main Street at Depew, N. Y. 

The Nelson Tool Store, owned and operated by Mr. Joseph 
Nelson, 317 Bleecker Street, Utica, N. Y., will move to 335 
Bleecker Street within the next month. 

The Work Little Hardware Co. at 1823 Avenue E, Ensley, 
Ala., is discontinuing business as of March l. 

R. C. Hall, in the hardware and implement business at New 
a. Iowa, is planning to retire from business at an early 
ate. 

The Odell Hardware Co., Greensboro, N. C., is reported as 
having bought the stock owned by the late W. E. Phipps in 
the Phipps Hardware Co., 211 North Elm Street, in that city. 

Olson Hardware Store at Park River, S. D., is planning to 
—_ a line of harness in connection with his regular hardware 
stoc 

Fred Walters has succeeded to the hardware and implement 
business of W. W. Trout at Lincoln, Kan. 

W. D. Woodgood is planning to establish a retail hardware 
store at Osceola, Neb. 

E. Arnsparger & Sons have discontinued their hardware, 
grocery and paint business at North Pleasureville, Ky. 











Long Needed, Inexpensive 
Screen Numbers 


Eighteen pair of steel numbers and 
plenty of brads for fastening to screens 
and window frames, packed in an eye- 


Number 
One- 





catching, two-color box. 


plates and nails are rust proof. 





third gross packages to a carton. 

A bargain counter value at a profit 
producing price. Sample carton on 
request. 


The Hart & Cooley Co. 


Dept. H.W. New Britain, Conn. 
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New England Dealers Discuss 
‘Glorified Peddler’’ 


(Continued from page 76) 





but eventually it will be economical and a sound 
method of distributing hardware and its kindred 
lines and the laws of distribution must be closely 
followed to be successful. 


Hardware Trade Versus Other Trades 


“Conditions in the hardware trade are no different 
than in other industries, in fact, I think they are 
better than in the majority. Even the chain stores 
are having their troubles. I am told that the sale 
of cigars is falling off and that the chain cigar stores 
are looking for profitable items to fill in. I have 
lately noticed in these stores lines of cutlery of the 
pocket variety, Ingersoll watches, razors, etc. The 
coal dealer is having his troubles also. .Many of 
them are ‘knocking’ oil heaters. I think a more prof- 
itable way would be to obtain the agency of some 
good brand and sell them. The textile industry has 
been hard hit by new conditions. The mills which 
have been alert enough to manufacture a specialty 
the public demands are prospering—those doing 
business in the same old way that prevailed five 
years ago are running half time. 

“The same laws of distribution apply to all lines of 
business and I believe the next four or five years are 
going toebe a severe test for all merchants. It has 
been comparatively easy during the past five years 
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Bath Room 


- This 24-page booklet with its illustrations will help 
you select the proper bath room trimmings for either 
the humble bungalow or mansion. Our ‘‘SNO-WITE”’ 
products, numbering more than 200 items, include 
both surface and recessed type trimmings, medicine 
cabinets and mirrors. 








AMERICAN ENAMELED 





2101 INDIANA AVENUE SXtnanet 
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I think in the coming five 


> 9 


to “go into business.’ 
years it will be easier to ‘go out of business. 


Russell Tells of Western Federation 


The Western Hardware Federation was explained 
by Robert Russell, president. He told of the associa- 
tion of about thirty hardware dealers in western 
Massachusetts and its work. The members are not 
affiliated with any parent association although mem- 
bers belong to their state association and meet to 
solve the problems which confront them in their 
particular localities. Speakers are engaged for their 
regular meetings while round table discussions are 
held at other times. These merchants have felt that 
much could be accomplished by restricting their trade 
to their own territories and that a great deal of valu- 
able information on prices could be gathered as well 
as making it possible to more accurately determine 
and anticipate the wants of their customers. 

Mr. Russell told of the bill introduced by Senator 
Capper allowing the establishment of certain retail 
prices under certain conditions and urged the sup- 
port of the movement to make this kind of a measure 
a law to eliminate unfair price cutting competition. 


Playgrounds and Recreation for America 

Eugene T. Lies, Chicago, spoke very forcefully to 
the members about the program for playgrounds and 
recreation centers in the country. This is a nation- 
wide movement and the dealers found much of vital 
interest in Mr. Lies talk and his announcement of the 
plans to put more playgrounds and recreation centers 
in the country. 

















The most important room in the home can also be 
the most beautiful by equipping with ‘““SSNO-WITE”’ 
Bath Room Trimmings. 

“SNO-WITE” trimmings are made of enameled 
iron, finished in glistening, vitreous porcelain enamel 
under a special process originated by us. 


Originators of Porcelain Enameled Bathroom Trimmings 


(cutmmy| PRODUCTS COMPANY 


CHICAGO, ILLINOIS 



























The new way — 
ice cools, but never 
touches the water. 
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The old way — 
“Ker-plunk’’ into 
the water. 
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“handled 
reaches your coolei 
lim means well—-RI’'T ’ 


A graphic picture 


of why we say there is profit in 
“XXth Century’’ 


O man likes to have dirty “handled” 

ice in his drinking water. Yet 60% 
of all coolers now in use have “handled”’ 
ice floating in the drinking water... a 
tremendous opportunity for replacement 
| business. Easy to sell, and a profit from 
one item that pays a clerk’s salary for a 
day—or an errand boy for 2 or 3. Don’t 
make the mistake of thinking coolers are 
a hot season selling item. Hundreds of 
dealers sell them summer and winter. 





People don’t stop drinking 
water when the birds fly 
south. If they did we’d have 
more undertakers. 


Write our Service Depart- 
ment for ways to make 
money on coolers the whole 
year long. Cordley & Hayes, 
Os 10 Leonard Street, New York 
ue XXth Century City, world’s largest makers 


Cooler pays for %t- 
self very oO h ° sd . . 
oe Saving alone Of Sanitary drinking devices. 
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Electrical merchandise in the hardware store has 
been called by several names but it seems that N. D. 
Vea, Dover, Ohio, has solved the problem. He calls 
these new lines “Electrified Hardware” and says there 
are very few items which have not grown out of some 
hardware item. He called attention to the electric 
irons, percolators, washing machines and vacuum 
cleaners which were only electrified sad irons, coffee 
pots, washing machines and carpet sweepers. 

The central stations and power plants started to 
sell electrified hardware or electrical goods because 
they wanted to sell more current and at that time a 
state of perfection had not been reached to enable the 
regular line of merchants to handle the merchandise. 
Mr. Vea pointed out that department and hardware 
stores were ranking third and sales increasing very 
fast. He showed that the demand had to be created 
by electrical dealers and central stations while there 
was a natural flow through hardware stores on account 
of the lines being regular hardware items electrified. 


DeChant on Public Demand 

The meeting was clased by Prof. Frank DeChant 
in a very interesting and instructive talk on “What 
Is the Buying Public Demanding From Every Hard- 
ware Dealer?” 

Much interest was manifested in this talk by Pro- 
fessor DeChant and his blackboard illustrations. He 
showed how business rested on a foundation of confi- 
dence just as a house rested on a foundation. He then 
explained that the foundation must rest on bed rock 
as confidence in business must rest upon satisfaction. 

Professor DeChant told how a little amount of fire 
gave off a small amount of heat and the greater the 
fire the greater the heat. This, he said was the same 
as service. 

Election of Officers 

The annual election was concluded Wednesday after- 
noon. The various committees reported and the show- 
ing made by each was satisfactory giving proof the 
association was ably managed and in good condition. 
A recommendation was made relative to giving greater 
activity and powers to the ladies of the members and a 
committee was appointed to confer with the board of 
directors on the matter. 

Robert P. Adams, Elmwood Adams, Inc., Worcester, 
Mass., was elected president; Henry Duncan, Henry 
Duncan Corp., Everett, Mass., first vice-president; 
Arthur E. Moreau, J. J. Moreau & Son, Manchester, 
N. H., second vice-president; Directors for Three 
Years—The following were elected: Robert W. Rus- 
sell, J. Russell & Co., Holyoke, Mass.; F. E. Mason, 
Bay State Hdw. Co., Boston, Mass.; Russell Sanders, 
H. M. Sanders Co., Boston, Mass.; L. E. Jacobs, 
Auburn, Me. 

Election of New England Hardware Associates 
were: President, Bernard A. Burke, Corning Glass 
Works; Vice-President, Geo. A. F. Perry, Decatur & 
Hopkins Co.. Directors—E. W. Hinckley, Berry Bros., 
Inc.; J. M. Kennedy, Bigelow & Dowse Co.; Eben W. 
Smith, Carpenter & Morton Co.; John M. Gillis, 
American Steel & Wire Co.; John E. Pingree, Chad- 
wick-Boston Lead Co.; William M. Barnard, Wads- 
worth & Howland Co., Inc.; Secretary and Treasurer— 
F. W. Armour, Chadwick-Boston Lead Co. 
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Selling the Woven Legends of 


the Navajo Indians 


(Continued from page 57) 





upright in the ground. Crossbeams are lashed to 
these, one on top and the other on bottom. A smaller 
frame of lighter wood is placed inside this, and then 
the squaw is ready to ‘send up her prayer,’ for, as 
you no doubt know, the majority of rugs made by 
the squaws are prayers. The pattern always lies in 
the individual’s brain, though sometimes rugs are 
made from sand-paintings, the colored sands for this 
being taken from our Painted Desert. She winds 
her different colored threads on short sticks. The 
woof having been set in the second frame and running 
from top to bottom, she begins her weaving by draw- 
ing one of these threaded sticks from side to side, 
going in and out of the alternate strands of the woof. 
The colors most generally used are black, white, gray 
and red; however, quite often such colors as purple, 
orange and brown are found. 





Almost Everything Sold in 
Retail Stores 


Note:—The general manager of a house-to-house 
concern says this list is entirely too short. “I could 
give you a list of over a thousand articles I know of 
that are being sold from house-to-house.” 

If you think hardware items are overlooked by 
the Glorified Peddler, study this list and note the 
items checked. 


fp to the Merchants’ Service Bureau 
of The National Cash Register Co.: 


Peddlers Are Selling 


“ Mops Photographs 
Silks “Stove polish 
— Handkerchiefs 
a einen Tooth brushes 
-R Women’s coats 
azors ; 
Hosiery Men’s underwear 
Matches Patent medicines 
Luggage “Washing machines 
Groceries Flavoring extracts 
Bed linen ™ Automobile accessories 
Ash trays Rugs 
Toothpicks Books 
Garden seed Candy 
Curtain rods “Lamps 
Men’s clothing “Paints 
Picture frames Needles 
Hot-water bags Brushes 
Automobile tires Neckties 
Embroidery outfits Lingerie 
“Lighting equipments Calendars 
“Toys Overcoats 
Shoes “(Oil stoves 
Cigars Maple syrup 
Towels Phonographs 
Jewelry Men’s shirts 
Cameras Rubber goods 
Curtains Toilet goods 
Perfumes Women’s dresses 
Hardware “Vacuum cleaners 
Raincoats Kitchen utensils 


Men’s caps “Fire extinguishers 
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they sell fast 


play, 
handle. 
repeat orders. 


AKLADE 


HARDWARE 
O*rYS 


ARCADE TOYS are sturdily built. They 
are beautifully finished, and present a pleas 
appearance. Toys for out-door and in-door 
you will find the line a _ profitable one to 
Satisfied customers are your guarantee of 

















No. 51 GARDEN SET 


The time for out-door play is near, as well as the demand for 
this toy Garden Set. The blade of the Hoe and Shovel are made 
of heavy gauge steel. The Rake is made of selected castings, 
nicely nickeled. The hardwood handles are strong and free from 





imperfections. Dig up sales, and rake in profits with this small 
set. 
JACK N 
o. 15 
SET 
This set includes ten nickel-plated Jackstones, und an extra lively 
rubber ball. They are packed in bags of individual 4 
isplay 


white and blue—presenting a very attractive appearance. 
these sets, and watch your sales increase. 












True to its name, the toy Clipper Lawn 
Mower will clip off sales for you at an 
astonishing rate. A complete and work- 
manlike article with a very realistic 
four-bladed reel, which turns when the 
toy is in action. Finished in beauti- 
ful colors—wheels green with gold 
trimmings, side, bar and blade 


gold bronze, and 


reel aluminum, 


teel brac blue striped with 
cold. an overs ‘a9 toy, that TOY 
is sure to please. 
CLIPPER 


LAWN MOWER 


Ask us for 
catalog 


ARCADE MANUFACTURING CO. 
FREEPORT, ILL. 
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New Coaster Wagon 
Has Exclusive Feature 


The Gendron Wheel Co., Toledo, O., 
has introduced a new exclusive feature 
in the construction of certain numbers 
of their 1926 line of coasters and all- 





steel wagons, which is perhaps one of 
the most important since the use of 
rubber tires became general in the 
manufacture-of these vehicles. 

Instead of the old rigid type chassis 
which has been used for so long, they 
are using a new spring-gear chassis, 
full-floating and shock proof. The 
construction of this chassis is shown 
in the accompanying illustration. The 
springs are of high quality steel, flexi- 
ble, yet tough enough to withstand the 
most severe tests without bending or 
breaking. 

This new chassis, and the heavy rub- 
ber tires used on the wheels of these 
vehicles, have transformed the old- 
time toy into a smooth-running, noise- 
less, comfortable vehicle. 





Mossberg Socket Set 
of Chrome Molybdenum 


Neatly contained in a practical kit 
of the satchel type, with a definite place 
for each item, readily accessible to the 
mechanic’s hand, the Frank Mossberg 





Co., Inc., Attleboro, Mass., has recently 
placed on the market its Mossberg 
socket set No. 82. This set contains 
eighteen sizes of tee handles, speed 
brace wrenches, offset wrenches and 
other combinations. All socket openings 
are % in. square and are interchange- 











ee ee 
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able with all standard makes of mul- 
tiple sets. 

Chrome Molybdenum steel is used in 
the construction of all sockets, which 
prevents the sockets from becoming 
round or splitting, even when incor- 
rectly fitted or subjected to excessive 
use. Also, the use of this special steel 
allows ._the sockets to be made thin 
enough to get to nuts in the tightest 
places. 


Combined Pet Cock Wrench 
and Cleaner 


Made of 3/16-in. round steel, 22 in. 
long and with a stamped steel attach- 
ment for turning the pet cock, the Ban- 
ner Accessory Mfg. Co., 2629 LaSalle 


Street, St. Louis, Mo., has recently 
placed on the market what is known in 
the trade as its No. 34 pet cock wrench 
and cleaner. 

It is designed especially for use in 


opening the oil cocks on transmission 
cases of automobiles and also for open- 








.ing the pet cock in the bottom of the 


radiator to drain out the water. 

The cleaning device is an added ad- 
vantage. This is made substantial and 
strong. Will not break off in service. 
The cleaners are the right size to pass 
through the opening in any Ford pet 
cock. 

The wrench is finished in red enamel, 
and its use will prevent soiled clothing 
and much inconvenience. 


Electric Range Has 
Aluminum Lined Oven 


The Standard Electric Stove Co., 
Toledo, O., has announced four recent 
model additions to its line of electric 
ranges, a special feature of which is 








a reliable, sturdy and automatic oven 
heat control. Its model No. 952, in 
regular finish, illustrated herewith, is 
also available in a super-finish of white 
porcelain, gray castings and in white 
porcelain and nickel. 

Other models are 421, 521 and 953, 
which have practically the same fea- 
tures as the model described above, ex- 
cept that they are furnished with a 
larger oven. All Standard ovens are 
real aluminum lined, thereby prevent- 
ing rust and chipping off into the food, 
and permitting easy cleaning. 

Glass doors in the oven permit in- 
spection without opening the doors, 
thus saving heat and current. 
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Automatic and Mechanical 
Toy Pistol 


Made of highly polished gun metal 
blue finish steel, five inches in length 
and indestructible, the J. C. Mfg. Co., 
1310 Wildwood Ave., Jackson, Mich., 
has recently placed on the market what 
is known in the trade as the American 
Boy toy pistol. | 





A slight pull of the trigger makes 
a sharp report like that from a rifle, 
although the pistol requires no ammuni- 
tion, the operation being entirely auto- 
matic and mechanical. The return of 
the trigger is so rapid that by suc- 
cessive pulls a fusilade can be produced 
like that of a machine gun in action. 


Wheel Puller with Marked 
Improvements 


Made in four sizes, from 5/8 in. to 
1 in., and designed to fit practically all 
makes of automobiles, the Banner Ac- 
cessory Mfg. Co., 2629 LaSalle Street, 





St. Louis, Mo., has recently announced 
its Banner wheel puller. 

It is purposely made short so that 
a slanting blow will not break off the 
end of the axle, as is usually the case 
in using the longer puller. 


New Dealer Desires 
Prices and Catalogs 


William L. Whigam, it is reported, is 
planning to open a retail hardware store 
at Pine Bush, N. Y., within the near 
future, and is interested in receiving 
catalogs, price lists and literature from 
dealers, manufacturers and jobbers. 





Mitchell & Pell to 
Have Branch Store 


Mitchell & Pell, retail hardware deal- 
ers, Pilot, N. C., have plans under ad- 
visement for the erection of a new 
building at King, N. C., which will be 
equipped and utilized as a_ branch 
store. 


Reading matter continued on page 120 
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Lrkiyses, t fpr ck 
AERRYWILE ARRYVILLE Z 
; —CONN.USA 


No. 04811 — ILLUSTRATED 
CASE, 1% in. high 1% in. 
diameter. 


No. 04810—CASE, 1% in. 
high, 1% in. diameter. 


Service for a Life Time 
Pin Tumbler Padlocks Nos. 04810 and 04811 
Sell Lock Satisfaction for You 


When your customer asks for security and durability in 
a padlock you can be sure he’H be more than satisfied 
with the protection and service these padlocks give him. 


The mechanism of the lock is contained in a solid brass 
block over which is drawn a heavy brass jacket. This 
forms a solid case which cannot be crushed or wedged 
apart. Outside case is highly polished and most attrac- 
tive. 


The shackle is of steel, nickel plated and is case hardened 
to resist attack by any instrument. The shackle is 
locked in the case by a double rotating bolt which en- 
gages in two notches at both ends of the shackle. This 
practically insures against the successful use of force. 


The Eagle Quality Line 
Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 


Front Door Sets Padlocks 
Wood Screws 


Eagle Lock Co. 


General Sales Office 
26 Warren St., New York 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 


Works at Terryville, Connecticut 
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CHINAWYTE BATHROOM 
FIXTURES ARE REMOVABLE 
FOR WASHING 


“Kasy-Set”  fea- 
tures are so many 
and distinctive 
that they attract 
notice whenever 
these beautiful 
bathroom fixtures 


are displayed. 


The removable feature per- 
mits the housewife to remove 


and wash them whenever 





























cleaning is necessary, so that 
they can always be kept white 
and sanitary. 


An investigation will con- 
vince you of ‘their profit- 
making possibilities. Write 
for our instructive booklet 
“Suggestions”. 


J. H. BALMER CO. 
259-267 Plane St., Newark, New Jersey 


/ 


“e] 
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Look for these Advertisements 
in National Magazines 
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Improved Pipe Wrench 
Has Three Working Parts 


The Ridge Tool Co., manufacturer 
of the Ridgid line of tools and 
wrenches, Elyria, Ohio, has recently de- 
veloped and placed on the market a 





available 


wrench, 
6, 8, 10, 14, 18, 24, 36 and 48 in. sizes, | 


clean cut pipe 


and two designs as illustrated. A spe- 


in | 





a 


cial feature of this new wrench is the. 


fact that it contains but three working 


parts and therefore there is practically | 


nothing to get out of order. 

The jaws are made of the best grade 
tool steel, hardened by the most im- 
proved methods. The jaw housing and 
[ beam handle are one solid construc- 
tion of certified malleable. This de- 
sign is stressed as embodying strength 
and the elimination of breakage in 
housings, saddles or handles. The ad- 


justing nut rides free in an open hous- | 


ing. 


—_— 


The New Gendron Sidewalk 
Cycle 


The constantly increasing volume of 
heavy vehicle traffic on our city streets, 
reaching out and even including the 
more secluded residential sections, has 
made bicycle riding in the streets a 






SIDEWALK CYCLE 
No.-12 





perilous proposition even for grown- 
ups. 


! 
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bearings, hubs, spokes, chain, saddle | 
and handle bars are all regular bicycle 


stock. The frame is _ tubular, 
brazed joints. Wheels are 12 
equipped with corrugated tread solid 
rubber tires. 

It is available in four models: Nos. 
10 and 11 without brakes or fenders; 
No. 12 with hand brake on front wheel, 
and fenders; and No. 13 with New De- 
parture coaster brake, fenders and 
over-size tires. 


New Charcoal Camp 
Cook Stove 


W. D. Fraser, 11004 Ashbury Road, 
Cleveland, Ohio, is now marketing the 
1926 model charcoal auto cook and 
camp stove, an outstanding feature of 





with | 
in., | 








which is that it is designed to cook food | 


in less time than the average camp 


| stove. 


a 


| 


To operate the stove it is only nec- 


essary to cover the grate with two. 


inches of charcoal, pour a little alcohol 
on the charcoal around the air pipe; 
then fill the balance of space with fuel 
and light it. 
one standard size, 5 in. x 9 in. x 17 in. 





Aluminex Combines 
Two Features 


The Buckeye Aluminum Co., manu- 
facturer of aluminum ware, Wooster, 
Ohio, has recently announced its new 
product, Aluminex. 

Aluminum ware has always been 


sold on the strength of its dutability. 
Enamel ware has found a market be- 


Consequently, a demand was estab-. 


lished for a vehicle that could be used 


on the sidewalks and still retain the | 
desirable features which were found in | 


a bicycle. The scooter filled the place 
for a time but its range was limited and 
the method of propulsion not altogether 


popular with the youngster who wanted | 


some mechanism in the make-up of his 
conveyance. 

The Gendron Wheel Co., Toledo, O., 
has met the situation with the sidewalk 
cycle. This new vehicle is really a bi- 
cycle, with the frame and wheels cut 
down to. sidewalk size. 


| 


! 
' 


Sprockets, | 


cause it is easy to clean. In Aluminex 
these two important features are com- 




















bined into a kitchen utensil that also 
features square beaded edges, double- 
folded handles, thermoplax knobs, extra 
heavy fittings and a double boiler, as 
well as a combination of household 
uses. 


The stove is available in | 


re 
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Remington Cartridge for 
Russian Rifles 


Following the World War thousands 
of Russian military rifles were disposed 
of by the Director of Civ- 
ilian Marksmanship and 
possibly through other 
sources, to ~-riflemen 
throughout the country 
and many of them fell 
into the hands of big 
game hunters. 

Complying with re- 
quests that have been 
coming into the offices of 
the Remington Arms Co., 
25 Broadway, New York 
City, that company has 
just placed on the market, 
through its regular chan- 
nels of distribution, a 
game cartridge to fit this 
type of rifle. 

The new cartridge is 
loaded to develop a muzzle 
velocity of 2800 foot sec- 
onds and energy 2600 
foot pounds. It will be 
known as the 7.62 M/M 
Russian 150 grain bronze, 
pointed expanding. 


New Ratchet Handle 
for Boring Machines 


CMM OD 
RUSSIAN pet : 


7.62 ph 


\ 





The “Jones” ratchet handle for chain 
drive boring machines has just been 
put on the market by the L. W. Jones 
Tool Co., manufacturer of ball bearing 








boring machines, as an attachment to 
its machine. This handle may, how- 
ever, be used on all boring machines 
using regulation No. 25 sprocket chain. 
It works on a ratchet and is made of 
cast aluminum. 

This ratchet handle makes the opera- 
tion of chain boring machines very 
easy and overcomes the electrician’s 
principal objection to their use. The 
pull is reduced to a minimum and the 
handle slides back on the chain very 
easily. Gloves are unnecessary and there 
is very little physical effort necessary 
to drive a bit fast in difficult places. 
Practically every user of a chain, ma- 
chine who has seen this handle has 
bought one. The sales of this product 
are being handled by the Judge & Wil- 
son Co., 90 West Broadway, New York 
City. 





New Catalog Issued by 


Gold Medal Furniture Co. 


The Gold Medal Camp Furniture 
Mfg. Co., manufacturer of folding fur- 
niture, Racine, Wis., has recently 
issued a new thirty-two page catalog, 
printed in green and black and hand- 
somely illustrated. 

It shows the company’s complete line 
of folding furniture for camping, tour- 
ing, yachting and home use, including 
its new Junior line of equipment. Each 
item is pictured and contains a brief 
description of the specifications, etc. 
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WOOD SCREWS 
MACHINE SCREWS 


DRIVE SCREWS 
STOVE BOLTS 
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Friction Stay 





Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 








When applied to Doors, Hinged Windows swinging in, ot 
lransoms, holds them in any desired position, and when they 
are closed absolutely prevents rattling. 


It is designed on the principle of a multiple dise clutch, and 
has six friction surfaces one inch ‘in diameter, with the fric- 


tion adjustable to meet varied conditions. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. 


NEW YORK OFFICE, 101! 


CHICAGO, ILLINOIS 


PARK AVE., N. Y. 











SELF-SELLING DISPLAYS 
SAVE SELLING EXPENSE/ 


Sales-resistance is overcome when customers see the 
natty display cartons filled with things they need. It’s 
the most tempting way to show the goods and the 
easiest way to sell. 


In highly colored display cartons 








“AUVECOLITE” 
MOULDING FOR 
Running Boards — packed 














in cardboard tube with 
sealed ends. 12 six-ft. 
HIT *EM TRIMMING lengths. 
NAILS 
for all trimming and No. 150 
upholstering purposes. ‘ Rivets 
TRIMMERS’ 
TACKS 
sharp pointed 
NATTITRIM tacks that are 
54” gimp of black arti- easy to handle. 
ficial leather. | 
€ Guilo-Velucie Pawtiis Co, 
Manufacturers 


3319 Colerain Ave., CINCINNATI. OHIO 












Step Ladder Logic 


Any step ladder that is 
not SAFE for a man or 
woman to USE is not 
SAFE for a dealer to 
SELL. 


And any ladder that is 
a burden to move ofr 
carry is not practical. 
That is why every 
Trade-Mark 


Super-Strong 


Step Ladder 


is made extra strong to in- 
sure SAFETY and_ as 
LIGHT as is practical to 
insure easy handling. 

We truss each Super- 
Strong Step Ladder at the 
point of strain by a Pat- 
ented Steel Step Support 
which reinforces each step 
and holds it securely. No 
nails. No slots. No 
grooves. 

Our ladders sell on merit. 





lVrite for Discounts. 


The Superior Ladder Company 


516 East Madison St. (Lincoln Highway ) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied line. 
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OW THE J 
ec 
TOP STRAP 
Sea fom A line of high-power, hand- 
= fe =Ky= operated, cutting tools, known 
= — == in every civilized country for 
== =B-y= quality, durability and effi- 
> = = = cIency. 
: = = = Sold by all good hardware 
== = and tool stores and carried in 
stock by leading hardware ‘ 
jobbers everywhere. 
H. K. PORTER, INC. 
Everett, Mass. 
Poac 
eatineasiiad | CHAIN CUTTER WITH SEARCH HOOK 
ee The Lad 
Perfect 
AVUUEQILUORLHAELYELLUAUEAU LAUT UVR ULTRA RUT A JUHU HLL tL 
The Customer Who Leaves It 
To Your Judgment 

When it is left for you to decide—you become not the 
‘‘judge’—but the Defendant! It is your trial, so to 
speak, and “Perfect” is a Character Witness. 

You will not only make a sale. Your decision will 
bear weight. When a customer says, “I'll leave it to you 
to send the best,” he is going to tell his neighbors all about 
the merits of his selection. Even if you did send ‘“Per- 
fect” Screen Cloth, he will claim the credit for his good 
judgment. Make the sale and let the credit go! 

Your Jobber Carries “Perfect.” 
Su HAUYEVU EVEN TRAHAN 





LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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(Steel Wool in Readi-Form) 


The new self-seller! 


This new Handi-Rolls package puts new life into Steel Wool 
sales! It’s American Steel Wool in its most convenient form. 
Convenient for the consumer, because it gives hand comfort and 
it’s not necessary to pull steel wool apart to get enough to use. 


Just show your customers how these convenient rolls fit the hand 
and fit the work and your sale is made. These rolls are patented and 
are just right forthe many uses for which Steel Wool is employed. 


American Steel Wool Mfg. Co. Inc. 


9-11-13 Desbrosses St., New York, N. Y. 


Write for samples, 
mentioning your 
jobber’s name. 
Display and show 
ecards, electros and 
circulars for 
mailing fur- 
nished free. 


three grades-—fine, 
medium and coarse. 
Packed one dozen in 
container, 


Handi- Rolls come in | 


attractive 


12 dozen to the case, ETA nL 
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“SMOOTHS — 
& POLISHES 











No, 30 
Ice 
Cutter 








Hardware Dealers! 


Look This Over! 


Here’s a line of Ice Scales and Tools you want to sell 
your customers. 


CHATILLON 


Iron-Clad Ice Balance 


Strong, sturdy, compact and durable—built to withstand the 
rough usage, bumps, jars and sudden strains that accompany 
the weighing of large pieces of ice. 

Made to comply with all weights and measure requirements. 
Your sealer will approve them. 


CHATILLON 


Ice Tools 


Made for long and dependable service. In them is_ the 
strength to resist wear and breakage, the strength of excellent 
materials fashioned into improved designs. 


Phese Ice Tools are recognized as the finest tools of the kind. 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street, New York City, N. Y. 





No. 030 » 
Ice Tongs 





No. 61 
Ice 
Pick 
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Representatives: 


George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 
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This is the logical 
time for an attrac- 
tive window or 
floor display of 
MYERS SPRAY 
PUMPS — we are 






MECRaNicay 
AGITAIOR “ 







rial. 





is a 


SPRAY PUMPS 


And Spraying Accessories 


Seasonable and sold wherever fruits and vegetables are 


grown for the market or for home use 


style and size 








willing to help—it will pay you to write us 
immediately for display and advertising mate- 





Myers Spray Pumps provide the utmost in spraying excellence. There 
for every need. 
requirements—perfected to insure economy and high efficiency—built and equipped for 
lasting service—they measure, up to present day standards in the application of spraying 


Developed to solve modern spraying 


mixtures whether the operations be limited or exten- 
sive. 

Spring is approaching—see to it now that your 
stock of Myers Spray Pumps and Spraying Accessories 
is ample to carry you through the season. We are 
ready to send catalog—to give information—to quote 
——to have one of our represen- 
tatives see you-—-and at this 
time, are in position to give 
your orders prompt attention. 

Anticipate. 









The F. E. Myers & Bro. Co. 
ASHLAND, OHIO 
Ashland Pump & Hay Toel Works 
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Permanent Fixtures ~ 
RINGCO BATH-ROOM FIXTURES 


INGCO BRath-Room Fixtures are 


made from the only metal that will give 








long service in the bath-room—heavy 


brass. 


INGCO Fixtures are fixtures, they 
stay put. They are handsome, too—they 
will grace the finest home. 

Write for our Catalog. It describes over 


300 designs, all profitable for you to 
handle. 





AMERICAN RING COMPANY 


Waterbury Connecticut 
BRANCH OFFICES 
New York, 2 Hudson St. Boston, 170 Summer St. 
San Francisco, 116 New Montgomery St. Chicago, 29 E. Madison St. 
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BABCOCK SPRUCE LADDERS 
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[WRITE FOR BOOKLET AND LATEST PRICE LISTS | 
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[_ WE PAY THE FREIGHT | 
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| BABCOCK MEANS 
ITTISAFETYITIT 


W. W. BABCOCK CoO. BATH, N.Y. 
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OU ean sell glass just 
as easily in the Fall as 
in the Spring. Every day 
of every year there is a call 
for glass from builder, car- 
or home owner. 





penter, 
Windows, doors, book- 
cases, china closets and 


picture frames are but a 
few of the places where 
glass is in demand. You 
can probably name a dozen 
more everyday uses with 
little effort. 


Why not meet the steady 
demand by installing a 
glass department? Little 
investment, small space 
and a far wider margin of 
profit than on other hard- 
ware items! It’s an easy 
step to take, but by all 


“She BEST Glass” 


is identified 


by the ‘gl 
oval trade- means do , right rder 
| only “The BEST Glass. 
mark on 
every “The BEST Glass” is per- 
box fectly flat, stronger, freer 


from defects and cuts eas- 
ily on both sides—yet costs 
no more. 


SOLD AND DISTRIBUTED BY 

LEADING JOBBERS IN THE 

PRINCIPAL CITIES OF THE 
UNITED STATES 


wean Winnaw GLASS 
a 
ee 


AMERICAN WINDOW GLASS CQ 


Jd‘s Largest Producer of Window Glas 


GENERAL OFFICES: PITTSBURGH PA. BRANCHES IN PRINCIPAL CITIES 
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45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
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5 Miles 
of Sprayers 
a 
Single Day’s 

Output 


Placed end to end the daily output of 
sprayers from the Lowell Factory would 
make a line 5 miles long. The monthly 
output would reach from Milwaukee to 
Chicago and return. The output for the 
year would reach from Hudson Bay to 
the Gulf of Mexico. 






Lowell is the world’s largest manufac- 
turer of hand and compressed air spray- 
ers. Nine Millions a year—and dealers 
find that not more than one in 15,000 is 
less than perfect. 





Sell the Lowell line—for largest profits 
and 100% satisfied customers. See the 
Lowell jobber in your community or 
write us direct. 


LOWELL 
SPECIALTY CO. 


LOWELL, MICH., U. S. A. 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 





form from which they are made. 
important because of its direct 
driving and setting qualities of 


1. The metal 
This is mighty 
bearing on the 
the rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


‘The largest 
factory in the 
'd devoted 





worl, 
lo the manu~ 
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TUBULAR RIVET 
COMPANY 


BOSTON 
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Bronze ana Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 
part. 

And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 














Spargo Wire Co., 


Rome, N. Y. 
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Card or Label Holders 


—a quality line, for greater profits 


HEN you sell the Grammes line you can 


“bank” on its established reputation in every 
industrial field. It contains over 400 styles of 
Metal Card or Label Holders that cover every re- 
quirement. You are assured also of quality and 


service. Grammes prices speak for themselves. 
4hove is shown a popular style (Brass Polished) 
No 45 Card ‘Size |). x 1%...... Per Gross $3.75 


No 1608 ,-_ as, F- 4.95 
Same style without Pull 
No. 77 Card Size 1, x 1%..... Per Gross $3.40 


14x 2%.. - 4.10 
Prices Are Net FOB. Allentarn, Pa 


Your trade uses them—why not sell them? 
\sk for catalog and prices of other styles. 


345 Union St., Allentown, Pa. 
New York Office—25 West 43rd St. 


Are you handling Grammes Wire Shoe Nails? 
if mot, get our interesting proposition 


No 75 
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Better 
Machine Screws 


for the 


Hardware Trade 


HARVEY HUBBELL® 


MACHINE SCREWS 
BRIDGEPORT CONN. U.S.a. 


SEW YORK. N.v 
se Cast cow ev 
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From Childhood to Womanhood 


When a little girl enters your store 
and asks for a Toy—treat her with 
the same business courtesy that you 
would accord a woman customer. 


For the child of today is the woman 
of tomorrow. Those who are buying 
Toys of you now will be buying 
Floor Mops, Vacuum Cleaners and 
Electric Washing Machines when they 
grow to womanhood. 


As with girls—so with boys. 


Hardware Age. 


239 West 39th St., 


One of the best known manufacturers 
of Soldering Kits offered a prize to 
the boy who made the best soldered 
toy. The plan proved very successful 
and sent many boys to Hardware 
stores for his products. 

Once the Toy Business was a “child” 
in the trade—today it is grown up 
because based on sound merchandising 
principles. 

For the best methods of Toy Retailing 
read HARDWARE AGE. 


New York City 
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SURE SALES 


Who wouldn’t pay 75 cents for a 
set of Donley Screen Door Guards, 
not only to save the cost of a new 
door but also to prevent the unsight- 
ly appearance of a sagging, bulging 
screen. 


Merely to display these guards is 
to sell them, because 


Every home is a prospect for two or 
more sets—a big market for every 
dealer. 


There is no other practical inexpen- 
sive guard of this type on the market. 


They are good looking too. Made in one 
piece of channel steel and finished in attrac- 
tive black enamel. 


Supplied in five standard lengths of 26”, 
28”, 30”, 32” and 36”. Each set of three 
guards is separately wrapped with the nec- 
essary screws, ready to hand to your cus- 
tomer. 


Counter Display 


A counter display 28 inches wide by 14% 
inches high, in three striking colors will move 
your stock quickly. This display furnished 
with your initial order. 


Order Donley Screen Door Guards direct from 
your Jobber. If he cannot supply your needs 
write us direct. 





The Donley Manufacturing Company 
10585 Quincy Ave. Cleveland, Ohio 


Manufacturers of Donley Screen Door Guards and Alsteel 
Hose Reels. 
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We are advertising 
more of an idea 
than a product 





YOU CAN’T BUY IT— 
YOU MUST MAKE IT AT HOME 


In the May issue of“‘Good Housekeep- 
ing,’ issued the latter part of April, we 
are advertising an idea—whipped ice 
cream. The response from this pub- 
licity will only be enjoyed by New 
Standard dealers, as only N.S. Triple 
Whip Freezers can produce this new 
delicacy. These freezers—either all 
metal or wood tub—are popular favor- 
ites. The response to past advertising 
has been big, and this new selling idea 
is bound to appeal. Don’t delay in writ- 
ing for information and quotations. 
together with tie up material for this 
campaign. New Standard Corp., 
Freezer Sales Dept., Mount Joy, Pa. 





No. 600 (wood 
tub). Heavy gal- 
vanized steel bottom 
we » (patented), improved 

gear frame _ with 
latch release, full 
floating drive. 
side crank and 
reserve. ice 
space. Triple action. 
Can rotates one di- 
rection — dasher ro- 
tates the other. 
Spiral dasher whips 
cream up and down. 
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SEND FOR 
CATALOGUE OF 
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TO THRE 
MECHANIC'S NEEDS 


THE [UFKIN fpULE £0. 























TAPLIN 
Double Dasher 


Packed in 
Individual Boxes 
At a Popular Price 


No beater at any price could do better 
work—none equals it at present. The 
speed and ease with which a bowl of 
eggs are beaten to a frothy aerated mass 
is a revelation. 
Centre Drive—Iron Frame and Gears 
—White Sanitary Handles 


Comfortable to grasp—no sharp edges to cut 
the hands. No holes or crevices to hol 
No parts that 
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No. 477A 


decaying food. No soldered parts to come loose. 
bend and cramp the gears. 


Douse it in water to clean—the finish is Rust Proof 


30 Years Experience Behind This Beater, 
Can Openers and Kitchen Tools 


- —_) 
= — 






No. 30 All Steel, Tool 
teel Blade 





No. 96 Stainless Steel, 
No. 33 Oake Turner White Handle 


THE TAPLIN MFG. CO., New Britain, Conn. 


New York Office, 71 West Broadway 





l 
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TAPES, RULES AND TOOLS 





SAGINAW, MICH. 
New York Windsor, Can. 











Ready for Your 
Spring Seed 
Rush? 


Place Reichard 
Weeders on display. Their 
distinctively superior fea- 
tures—especially the Spring 
Tooth—will immediately at- 
tract attention—arouse an 
urge to handle and to get 
the ‘“‘feel.’” Then—the rest 
is easy—the sale is made. 


Magic 


You’ll find housewives and 
ready 


backyard gardeners 
customers 




















F. H. REICHARD MFG. CO. 
BANGOR, PA. 




















YOU CAN 


quick freezers. 





permanent profits for you. 


as well as either the L 
either atyle to satisfy the demand. 


Better get in touch with 
hel in your 
FOR THE ASKING. 





Women are quick to appreciate the 
satisfaction in having clean, pure, 
delicious, wholesome Ice Cream, 
made at home, under their own 
supervision, in our easy running, 


little ice and salt and freeze so 
quickly, it’s really no trouble at all. 
They sell on a 35 year reputation and they stay sold. 


The Blizzard is simpler in construction and a trifie cheaper, but sells 
ightning or Gem and should be ordered with 


our jobber early. Be sure to include sales 
order, or write for these direct to us. THEY ARE FREE 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 


SELL ’EM 


They take very 





This means 
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| No. 232, % In. 








No. 231, %4 In. 





No. 234, 1% in. Special Washer 
This slotted screw Tip has been made principally to satisfy a demand for a rm Buye'S 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent atalog 


the rubber head from pulling off. Write for full information. 
on Page 763 


ELASTIC TIP CO. 370 Atlantic Ave., Boston, Mass. 








DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


yy” Diam. with Eye Ye" Inside 
i” 66 


V4” $6 $6 #6 13%” 
|” $6 $6 #6 1” 


Quick Shipment 


| Salable For All 


General Purposes 


Shops, offices, factories, stores, 
warehouses, motor boats, car 
owners, garages, service sta- 
tions, home owners, and 
“Handy men” all find use 
for the Coes Knife-Handle 
Wrench. 


It’s a staple tool with a steady 
sale. It has the material and 
the construction that insure 
everlasting service. Sizes: 6” 
to 21”. Watch vour stock. 






Your Jobber will supply you. 


Coes Wrench Co. 


Worcester Mass. 


“In business since 1841” 


Oliver Iron and Steel Corp. 


1001 Muriel St. 


Selling Agents PITTSBURGH, PA. 


Sb. ©. Bie e GO Gibco cccces 29 Murray Street, New York 
JOHN H. GRAHAM & CO..... 113 Chambers St., New York ESTABLISHED 1863 - 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 

















Growing demand for 


Ww. prs ips Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., **“"p:.™ 


Selling Agents 
Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back New York 
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IVER JOHNSON 


BICYCLE — VELOCIPEDES 
SHOT GUNS SAFE REVOLVERS 
ALL BIG SELLERS 





Iver Johnson’s Arms & Cycle Works 
332 River St., Fitchburg, Mass. 


151 Chambers St.; Chicago, 108 W. Lake St.; San Francisco, 
717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 


New York, 

















or 


HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


Bells and Bell Toys 
F 


The N. N. HILL BRASS CO. 
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METALCRAFT PLAYONS 


hug. ‘TRACK MARK RES. U.S. PAT. OFR. 


™\5 The Line of Least Resistance 
ALL STEEL—INDESTRUCTIBLE 
Increased production and improved 


shipping facilities in our 
new location, 





Ph 
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Write for Catalog 


METALCRAFT CORP. 


ek deacaie Clayton Ave... ST. LOUIS 
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East Hampton, Conn. 





—————— 


Supremacy of 


Northland Skis 


as contest winners and fast 
sellers makes them the most 


popular ski in America. 


NORTHLAND SKI MFG. CO. 


World’s Largest Ski Manufacturers 


22 Merriam Park 


St. Paul, Minn. 
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Osborne High Grade Punches 






Belt Punches Arch Punches 
Spring Punches Revolving Punches 








Also: Leather 


A varied and attractive line for the Hardware Trade. 
Workers’, Trimmers’ and Upholsterers’ and Piumbers’ Tools of superim 
quality. 


The above tools will please your customers, as well as our famous Rout! 
and Oval Punches. 

Remember we have had $9 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our products. 

We stand back of every tool we make. Try us. 
and Prices. 


Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Write for Catalog 











400 N. Monticello A ve., Chicago, lil. 





Sporting Goods 


Manufacturers # 


How Far Are You 
From Your Goal? 
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Every year sees 
an increase in 
the number of 
hardware deal- 
ers who sell 
sporting goods. 
Successful 
hardware mer- 
chants are push- 
ing this line 
hard—and with 
increasing 
profits. 

Your sales mes- 
sage in Hard- 
ware Age will 
place your prod- 
ucts before the 
eyes of every 
worthwhile 
dealer. To 
‘Buck the Line’”’ 
of competition 
you must do 
more than make 
a good product. 
You’ve got to 
tell the dealers 
how good it is. 
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No. 405 
Gallon Size 

Brewster 
Green Enamel! 





o4 35% 


($4.25 in Denver and Western Territory—$5.00 in Canada) 


Big 1926 advertising campaign starting. New low price 
doubles the market for Aladdins—the original and best. 
Largest sellers because rustproof, wearproof, leakproof 
and sanitary throughout. Sell the genuine! 

“De Luxe” models—No. 410, gal. size, $8.50: No. 208, 
2 qt., $7.50.—50c. more in far west; $2.50 more in 
Canada. All prices quoted are retail. 


Order Now from Your Jobber 
Aladdin Industries, Inc., Dept. P, Chicago 











No. 200-D Assortment 


GENCO 


Stainless Paring Knife 
([t IS Stainless!) 


Sharp, lustrous, 3” 
blade in slim, pol- 
ished handle that 
“fits” the hand. 











Dozen in We claim 
blue and better finish. 
yellow keener edge. 


Display Box. 

Six in cocobola. 
six in imitation 
ebony handles; 
assorted points. 


Order through your wholesaler. 





Made by 
GENEVA CUTLERY CorpP., GENEVA, N. Y. 
“Honest Workmanship on Fine Steel.” 
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BRAND 


ANCHOR 
FLYER 


FOR SPECIAL SALES 





670 PRINCESS 
Also 670S Princess for Square Tubs 
and 670B Princess Bench Wringer 


Ask Your Jobber or Write 
Lovell Manufacturing Co, 


Branch Offices and Warehouses: 


CHICAGO 
62 EK. Lake St. 


Erie, Pa. 


NEW YORK 


BOSTON 
86 Warren St. 


Pearl >t. 


























HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 





There is a little booklet, ““The Heller System of Larger 
Profits,” which will help you. Send coupon today for 
your copy. 


W. C. HELLER & COMPANY 

767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & Co., Montpelier, Ohio 31A 
Please send the new wry “The Heller System of Larger 
Profits.’ 

FREY ince oe bs hed bONRO CCC CeCe SOC CE SOKO OSCE S Cover SeEeos 
PBBIGRD « icc 6 0006 60 ceed swbbeccscccccccesocsecocosote eeee 
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Lawn Mowers and iawn Gotu Trimmers 


GRANITE STATE MOWING MACHINE CO. ¢ 
HINSDALE, NEW HAMPSHIRE 
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Screw Plate Sets 


“The Line That Keeps Moving” 


it takes stearn to make the engine ‘‘Go’’ and it takes more than good 
materials to keep tools moving. 

We've built “‘Go’’ as well as Quality into the complete line of ‘‘Threadwell’’ 
Tools. Get the Catalog. 


The THREADWELL TOOL CO., Greenfield, Mase. 


aoe York City Philadelphia Chicago Cleveland San Fra 


neisco 
396 Broadway 809 *"=rrison 300 aaa 135 St. Clair 604 Mission St. 
Bidg. Bldg Ave. N.E. 











ARE YOU EQUIPPED TO PRINT 


announcements, dis- 
— s, streamers 
and special sale prices? 
If not, you should 
order a NATIONAL 
SH O W CARD 
WRITER today and 
have your own sign- 
shop in which to do 
this work. The sav- 
ings effected by 
printing your own 
cards more than 
off-sets the 
cost of the 
equipment in 
the first thirty 
days. 

Write for illus- 
trated folder 
and prices. 


National Sign Stencil Co. 36% Upiversi Ave 



















QO Russell Jennings 







Two styles 
of shanks,— 

three threads for 
boring all woods 


Russell Jennings. Mfg. Co. 
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Patented bee 


> 





in. 1855. 


Chester, Conn. 





Mr. Russell Jenin. 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow ee 
—the only other kind made. By a Le 
process we increase the density of e — 
around the socket-holes, so that even the smaller 
—— Foy stand = . wl oo the best mate 
wren can app process makes 
deep, perfectly-formed socket-holes—no in 
the bottom. The entire length of the is 
utilized either for solid metal at the point, or depth of socket 
for the werne. All sizes in stock from % in. to 1% in.; 
any len point or thread. Also Socket-Head Cap 
Screws, = Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO.Hin#EoRD Goan: 

















YER CUSHION 


Insure perfect shelf service for any line of merchandise. 
tread steps, properly we with convenient full 
length handholds on both sides of ladder permit mounting 
or descending | ease. Both hands free to remove or 
replace stock without danger of falling. Cushioned Tired 
Trolley and Truck Wheels eliminate noise and prevent 
vibration. Erection as sim _ asA, B,C. Utilize 
ves 


























3 small space. Make top shelves safely available ’ 
ya stock saa One style--neat of 2fMt 
eae gree finished--any . “a ° D. 
in use. we on AN 











When You Order 
Soldering Fluid 


Speco is popular with every- 
one, especially radio fans, be- 
cause it is really non-corro- 
sive. 


Put in a stock of Speco and 
give your customers some- 
thing worth the money. 


Special Chemicals Co. Highland Park, Ill. 























STAY-WET 


Paint and Varnish 
Remover 


IT IS THE QUICKEST 
AND MOST POWERFUL 
VARNISH AND PAINT 
SOFTENER MADE. 

Its widespread popularity and 
big sale carry conviction. 

It is reasonably priced, car- 
ries a good profit and sells 
readily. 


RELIABLE PASTE CO. 


3223-25 Cottage Grove Avenue 
Chicago, Illinois 


Dry Paste—Paint and Varnish Remover—C 
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| GRINDER AND BUFFER 


$19.75, brand new, in original crates 





Full 4% HP., 110 volt, AC, 60 cycle, enclosed dust proof motor. 

BARGAINS in rebuilt motors, ¥% HP., 110 volt, 60 cycle, AC, 
money back guarantee at $8.00 each, with pulley. Largest dealers 
in new and used motors in the Northwest. 


GENERAL DISTRIBUTING CO. 
Security Storage & Van Bidz. Duluth, Minn. 
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TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 











Most convenient wrench made for general use. Com- 
bines Adjustable “S” Wrench with Nut Wrench in a 
*" practical way. 

Gets into and out of places where a Monkey Wrench 
cannot be used. Forged-steel jaw. Malleable handle. 
6 sizes: 4 to 14 in. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 








Every Home Needs 
This Handy Tool Case 


Now you can make 
more money than 
ever on Green Line 2 
Tool Cases. There’s 
a big demand from 
a new market. Fea- 
ture the new Green 
Line Household Tool 
Case. It fills a big, 
recognized need, turns quickly, brings big profits. Con- 
sult your jobber. 


GREEN-CASE, Inc., Racine,. Wis. 


New York Office and Warehouse—89-91 Warren St. 


Tackle Boxes JRe @QIRISIEN Line Fly Books 





Housceholder’s General Case 

















HACK SAW BLADES MACHINES 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 


Sold by Jobbers. 





DIAMOND SAW & STAMPING WORKS 





An EXPANSION SHELL 


With a Sure-Dependable Hold 

Superior advantages: 

(1) It grips at the bottom of the hole by 

(2) Burying its jaws in the sides of the 
hole. 

(3) By Underwriters Laboratory test it 
holds until the bolt or the material, 
into which it is placed breake. 

(4) a properly set it will not come 





(5) Quickly installed. 
Overcomes these disadvantages: 
(1) It is NOT a friction hold. 
(2) No waste from broken or misfitting 
parts. 
(3) Vibration does NOT affect it. 
Made in two types for 15 sizes of bolts. 
Practical in any Solid Material. 
A trial order for testing will soon con- 
vinee you. 


Samples on request -No charge. Send for Bulletin No. 55. 
THE PAINE COMPANY 
2951 Carroll Ave. : 
33 Warren St. 





Chicago, Ill. 
New York City, N. Y. 
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BUFFALO, N. Y. 
Chicago, New York, Boston, 
Denver, Birmingham, Dallas. 
U. 8. Steel Products Co. 
BARBED: Elwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, oat Junior, 
Sele KS, Hot Galvanized 
i oe Gates 
BANNER (formerly Arrow) STEEL POSTS. 
; REINFOR T. 
BALE TIES: Old reliable brands. 
NE WIRE: 
WIRE for every purpose. 


American Steel & Wire 
ZINC INSULATED. FENCES: American, Royal, ye 
- Quick Delivery. Write us for selling plans. 
































Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Il. 
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Classified Opportunities 





Classified Advertising Rates 
Opportunity Exchange Section 





Use the “Opportunity Exchange Section’”’ to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


oe Se OP I coda cocceenued $5.00 
Each additional 50 words or less. 4.00 


Positions Wanted Advertisements 
50% off the above rates 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 





Set Solid, Minimum 50 words..... $3.00 
Each additional word.......... .06 
All Capitals, Minimum 50 words.. 4.00 





Allow Seven Words for Keyed Address 





Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 
ff 


Each additional word........ 08 o 
Remittance Must Accompany Order 


tunities, 239 West 39th St., New 
York City 





HaRDWaRE AGe is published each Thursday 
Forms close Ten Days previous to date of 
publication 


RRA 2 A 














BUSINESS OPPORTUNITIES 


FOR SALE—GENERAL HARDWARE, stoves. paints, etc. Clean, 
up-to-date stock. Live, going business, very prosperous. Fine county 
seat town of 6,000, farming community, little competition. Over 30 
years in this location. Invoice $25,000, can be reduced. Sales $100,000. 
Average earnings over $10,000. Failing health. Wonderful opportunity 
for hustlers. Address Box G-986, care of Harpware Ace, New York. 








FOR SALE—STOCK OF HARDWARE and auto supplies, located 
on the National Highway between Wheeling and Fairmont. Stock will 
invoice about $15,000, aunual average business $40,000. Population of 
town 1,000. Have been in business for 16 years and wish to sell on 
account of poor health. Terms to reliable parties. If interested write 
for further particulars to Box G-997, care of Harpware AGe, New York. 





WANTED TO BUY—Outright small factory making hardware spe- 
cialties of merit or will consider proposition to manufacture any good 
specialty on a royalty basis. Write us with full particulars as to what 
ou have to offer. Address Box G-1000, care of HArpware AGE, 


‘ew Yor : 





EXPERIENCED SELLER OF NOVELTIES, familiar with cutlery, 
would be willing to buy into going manufacturing concern, to the extent 
of about $50,000, making low priced line of flatware, or take over entire 
small plant. Must have good possibilities. Address Box G-976, care of 
HarpWArRE AGE, New York. 





FOR SALE—GENERAL HARDWARE STOCK. Population of town 
3,700. The best location and stock in town. Will inventory about 
$20,000. Will sacrifice for quick sale. For further particulars write 
R. Robinson, Canastota, N. Y. 





RETIRING FROM BUSINESS—We have several old established 
hardware and paint stores on Long Island. All good paying propositions. 
Purchaser must have about $10,000 in cash. No auctioneers. Address 
Box G-984, care of Harpware Ace, New York. 





WANTED TO INVEST from five to fifteen thousand dollars for a 
half working interest in a good hardware business. Preferably in Eastern 
States. Addess Box 34, Clyde Court Apartments, Miami, Florida. 





FOR SALE—MY ENTIRE STOCK of general hardware, paints, house 
furnishings, wall cases, show cards and counters at No. 19 Main St., 


Hempstead, L. L., N. Y 





HELP WANTED 


SALESMEN, who have established trade and are acquainted with lines 
preferred, to sell at wholesale prices to dealers, enameled ware, aluminum 
ware, oil cook stoves, which generate gas; gasoline lamps, lanterns and 
camp stoves; flashlights, radio and flashlight batteries, electric lighting 
fixtures and bulbs, electric ENTERPRISE COMPANY, 


CINCINNATI, OHIO. 





appliances. 





A LIVE AND EXPERIENCED builders’ hardware man wanted, one 
who has a following amongst responsible builders and contractors, to rep- 
resent a local jobber. Good opportunity to make some real money while 
the building boom lasts. Must have A-l references. State full particu- 
lars. Address Box H-9, care of Harpware Acs, New York. 


HELP WANTED 


LUILDERS HARDWARE MAN—We want an experienced, energetic 
man, who understands architect’s plans and specifications for finish hard- 
Must be able to take off quantities and figure costs as well as 





_ 


ware. 
have selling ability. Good salary and splendid opportunity for advance- 
ment. Address Box G-994, care of Harpware Ace, New York. 





POSITIONS WANTED 


SALESMAN—I AM THIRTY-TWO YEARS OLD. Have had three 
years’ retail hardware experience and seven years’ traveling. Am open 
for position with retail hardware jobber or manufacturer at reasonable 
salary to start, but position must have opportunities for the future and 
poet — Address Box H-6, care of Harpware AGE, 
New York. 








SALES EXECUTIVE—Would like to manage office of a hardware 
or tool manufacturer in either Philadelphia, Boston or New York or repre- 
sent the manufacturer in these territories. Have had twenty years ex- 
perience as salesman, sales manager and _ directing head of wholesale 
corporation. Address Box G-998, care of HArpware Ace, New York. 





EDUCATED AMERICAN SALESMAN, successful, aggressive, with 
best of references, now calling on hardware, department store and mill 
supply trade wishes to form sales connection with responsible manufac- 
turer or jobber, either as sales manager or road man. Address Box 
G-983, care of Harpware AGE, New York. 





FACTORY EXECUTIVE WITH 20 YEARS’ wire hardware, wire 
kitchen goods and wire specialties experience as superintendent, production 
engineer, sales and cost, desires position in New England where results 
will mean progress. Small concern preferred. Address Box H-10, care of 
HarpDWARE AGE, New York. 





HARDWARE MAN OF EXPERIENCE desires position in hardware 
store in Boston or vicinity. Experienced in builders’ hardware particularly. 
Would consider a traveling’ position. Best of references. Address Box 
H-1, care of HAarpware AcE, 425 Park Square Bldg., Boston, Mass. 





EXPERIENCED HARDWARE AND HOUSEFURNISHING man, 
married, “esires position. Four years’ experience in retail lines. Address 
Box H-7, care of Harpware Acz, New York. 


SALES ACCOUNTS WANTED 








SUCCESSFUL HARDWARE SALESMAN with wide acquaintance 
best trade in North Carolina, would connect with good manufacturer to 
cover this territory. Tools, builders’ supplies or housefurnishings pre- 
ferred. Would consider any good specialty. Either salary or commission 
basis. Services available on thirty days notice. Gilt edge references. 
Address Box H-11, care of Harpware AcE, New York. 








ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. commission, also full commission on 
repeat orders. Give experience and territor fully in first letter. Address 
Box G-852, care of Hanpwarz Acz, New York. 





goods and 


D—SALESMEN CALLING on retail sportin 
A cee ait CROSS- 


hardware dealers to carry side line of high powered air rifles. 
MAN ARMS CO., Rochester, N. Y 





MERCHANDISER FOR HARDWARE STORE in Western New York. 
Good money for a good man. State your qualifications. Address Box 
G-993, care of Harpware Ace, New York. 





WANTED—EXPERIENCED hardware salesman for nearby territory. 
SICKELS-LODER CO., 56 Murray St., New York City. 





MANUFACTURERS’ REPRESENTATIVES — Sample room and 
warehouse in New York desires an additional non-conflicting line, tools 
or builders hardware. Covers states of New York and New Jersey in- 
cluding Metropolitan District. Well known to the trade. Address Box 
H-!2, care of Harpware Ace, New York. 





FAMILIAR WITH GENERAL and builders’ hardware and furniture 
trade in Texas. Want line, either as main or side line. Must stand acid 
test and be repeater. Address Box H-8, care of Harpware Ace, New 


York. . 


WANTED—BY SALESMAN of fifteen years’ experience, hardware or 
kindred lines, to sell in Mississippi on commission. Lines that run into 
volume most desired. Address Box H-2, care of HArpware AGE, New 


York. 











Let US Help You Word Your “Want.” 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 





A LARGE MANUFACTURING CONCERN making an_ extensive 
variety of standard items called for by hardware, tool and ng gag 
trade is contemplating extending their present sales efforts by means 0 
commission salesmen, having a well established trade and with reputable 
lines and calling on the trade at regular intervals. They will receive ap- 
plications from salesmen qualified as above who must in applying give 
full ‘details of routine and territory, together with lines carried and class of 
trade solicited. Address Box G-989, care of HArpware Ace, New York. 





SALESMEN OR SALES AGENCY, to sell a $5.00 Radio Set com- 
plete, to hardware and department stores. All territories open. Live 
wires only. Give full particulars in first letter. Write to MR. A. LYMAN, 
Sales anager, JONE RADIO RECEIVER CORP., 65 West 


Houston St., New York City. 





EASTERN MANUFACTURER OF BUILDERS 
several territories open for representation. In first 
carried, exact territory covered and houses represented. 
H-13, care of Harpware Ace, New York. 


HARDWARE has 
letter state lines 


Address Box 





SALESMEN CALLING ON tthe retail har*ware trade in the New 
England States, the Northwest, and the Pacific Coast to carry as a 
sideline of high grade pocket knives on commission. Address Box H-16, 
care of HARDWARE AGE, New York. 





SALES REPRESENTATIVE TO CARRY as a side line, for the city 
of Chicago and one for the state of Michigan, a household specialty now 
on the market. Address Box H-15, care of HArpwaAre Ace, New York. 





SALES REPRESENTATIVES WANTED 





WELL KNOWN FIRM DESIRES REPRESENTATIVE PACIFIC 
COAST STATES TO T SH ERY 


LI} [UT ¥ 
Y SALES EXPERIENCE ‘ESSENTIAL. MUST DE- 
VOTE ‘ENTIRE TIME TO OUR LINES. AN OPPORTUNITY TO 
BUILD UP PAYING BUSINESS. PERMANENT CONNECTION. 
ADDRESS BOX H-4, CARE OF HARDWARE AGE, NEW YORK. 





SALESMEN WANTED—For most all states, by manufacturer in busi- 





ness fifteen years, now specializing on but two hardware items. Address 
Box G-999, care of Harpwarge Ace, New York. 

SALESMEN WANTED TO SELL Mephisto tools, for the States of 
Indiana, Mussouri, Wisconsin, Tennessee, Mississippi, Alabama, Georgia. 


Address Box G-982, care of HARDWARE Ace, New York. 





WANTED—EXPERIENCED SPECIALTY SALESMAN to sell a line 
of high grade lawn mowers for coming season and next on commission 
basis. Address Box H-5, care of HArpware Acz, New York. 


PROMINENT STOVE MANUFACTURER of 7" known trade-mark 








line is launching national expansion program on most complete, best de- 
veloped and priced line of Heat Circulators on the market. Line also 
includes heaters and ranges of all types and fuels. Strong gas line. 


Straight commission compensation. Big money making opportunity. Your 
territory may be still open. Want to hear only from big producers with 
established territories. State in detail territory covered and sales volume 
Address Box H-14 care of HArpware Ace, New York. 








FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, 
expeditious than chisel, gouge, scroll-saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, 


- TORRINGTON, CONN., U.S.A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


leaving a true polished surface. It is preferable and more 


ribbon moulding and mortising, etc. 














Tungsten Lamps is shown by 20,000 re-. 
tailers and 500 jobbers who sell them. 
Censolidated Electric 
Lamp Co. 

DanVers, Mass. 


‘*Licensed under the General Electric 
Company’s Incandescent Lamp patents. 

















Get an ‘‘Edge’’ on Sales! 


Dealers are doing it with the Dazey 
““Sharpit.”” It puts a keen edge on any- 
thing——knives, scissors, sickles, tools. A 
quick and ready seller—and a profit 


producer 
DAZEY CHURN & 
MFG, CO. 
4301 Warne Ave. 
St. Louts, Mo. 
























Lao 


Catalog No. 8 AB Matled Gratis 
BUFFALO WIRE WORKS COMPANY, Inc. 


(Formerly Scheeler’s Sons) 





518 TERRACE BUFFALO, N. Y. 


? 








58 YEARS AGO 


Prest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 
need no introduction. 
They sell on their cutting 
quality. 

American Shearer Mfg. Company 
Nashua, N. H. 


























New Catalog of Stone Working 
Tools and Supplies—just off the 
press—free on request. Send for 
it today. 
Trow & Holden Company 
Barre, Vermont 











American Can Company 


LUMBER 


CRAYONS | 
STANDARD CRAYON CO. 




















Seythes sinee 1912. Axes since 1880, 


RIXFORD MitiStineatave 


Jj. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS=— 


Y= —SCt*é‘«éiECCLVTTORRS 
DUMBWAITERS 
Write for our catalog 


Energy Elevator Co. 
211 New St. | er «Sd. Wow Mt. FUReEeeNs 


Danvers, Mass. 
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TH€ STEWART IRON Works Co. 


CINCINNATI. OHIO 





225 Stewart BLOcK 








WINSLOW'S 
Skates 


The Samuel Winsiew Skate Mfg. Company 
Wercester, Mass. 





| 








Shok-Pruf-Lox | 


Trade Mark 


WM. B. BOLLES ANTI-PANIC LOCK CO. 


11@ Clinton St., Milwaukee, Wis. 








PeeCrse eres 





Pat’d April 5. 1910—July 15, 1924 


“2 OSS Se <P 


Bit Holders Bit Braces 
ALLEN & CO., INC., New Haven, Conn., U. S. A. 


Extension 








Robertson Horse Shoe’ Magnet Hammers 


Permanent magnet which holds 2 wae 
the tack in position for driv- -__§_— 
ing. Awarded the Silver Medal - 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. 

Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 





BARROWS 


gg 


Catalog 


qin 


MILWAUKEE 
WISCONSIN 














NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 


The New Britain Machine Company 
New Britain Connecticut 








Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 
Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mans. U. 8S. A. 
New York wflliee - - - = 
Chicago -Office - = = «= 





350 Broadway 
189 West Madison St. 








EC ——— 


Wright’s Jennings Auger & Car Bits 
High Grade 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 











The Mark of 
Dependability 
on Good Tools 


ARMSTRONG BROS. TOOL CO. 


314 No. Francisco Ave. CHICAGO, U. S. A. 











corRrecr 

O€ES'GN 
SvuPER 

Quauty 


“The Toots in Lhe Pui Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


MACK SAWS - BAND SAWS —- SCREW ORIVERS - GLASS CUTTERS 








ascrew "T_ Fi NOX” orivers § 
z it onceo 


THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plast ef 
BUFFALO, NM. Y 

















Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 














BROWN @© SHARPE 
bar: 
Niade Be 

They Gis mipict tisfaction 


TRADE MAAK atalog o 


BROWN & SHARPE MFG 


( ) Pre \ Lcift i< ¢ 





™ BLAIR 


‘LAWN MOV MOWERS 














Plain or enameled in 


STRATTO a 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 





STRATTON MFG. CO. Stratton, Maine 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published = & convenience and 
all 


not as a part of the advertising contract. 
made for errors or Selene to insert. 


Every care will be taken to index eorrectly. 





Ps 
ee as hain knead 0k keé Rea 47 
Akron Barrow Co.............. sieadtisen 12 
Aladdin Industries, Inc................... 133 
pe 138 
Alfom Mfg. Co... cccccrcccccccccssecees 134 
Se i cnc cdescédsncbcesweeus 135 
Aluminum Goods Mfg. Co................ 85 
Aluminum Products Co.................. 103 
ee 137 
American Chain Co.............ccccceees 107 
American Enameled Products Co......... 115 
American Fork & Hoe Co................ 45 
American Gas Machine Co............... 42 
I EE Si vd Ketccexccecccccoce 125 
American Saw & Mfg. Co................ 138 
Americam Gefow Cer. ..cccccccccccccccces 34 
American Shearer Mfg. Co............... 137 
American Steel & Wire Co............... 135 
American Steel Wool Mfg. Co............ 123 
American Window Glass Co.............. 126 
American Wire Fabrics Corp............. 28 
Ee 117 
Armstrong Bros. Tool Company.......... 138 
ae ME in. a rec eccccccoececcecs 52 
Auto Vehicle Parts Co................00.. 121 
B 
Babess: Co, The We. Weis. ccccccccececs 125 
ee Te Ma Cwiecddcccdccecccccessses 119 
i: tee esteadedeadesitesdetans 97 
BURG, BE. Gein ccc ccccccccccccccecs $1 
aa eins ceneevseedeeseeeud 138 
Bolles Anti-Panic Lock Son Ws Bk sKwee 138 
Bridgeport Serew Co.............cccccees 124 
Brown & Sharpe Mfg. Co......... tha bie 138 
Buffalo Wire Works Co., Inc............. 137 
ee re 47 
I, SE Ss os oes a Wb ads epee eiete's os 37 
C 
ee Ge TE I wo cb cc cweeicdees se 140 
Chatillon & Sons, John.................. 123 
Chicago Roller Skate Co.................. 46 
Cleveland Tractor Co...........cccece0-> 17 
Coburn Trolley Track Mfg. Co........... 95 
i ss cece e gh heeseubeedy 131 
Coldwell Lawn Mower Co................ 50 
ee Ge Gn crew evtvcudesses 89 
Columbia Tire & Rubber Co.............. 49 
Connecticut Valley Mfg. Co.............. 138 
Consolidated Electric Lamp Co........... 137 
Continental Wood Screw Co.............. 121 
ey CE, gc owes edeceeedosede 138 
ee ee wc deewecdevseeve tes os 116 
D 
Dazey Churn & Mfg. Co................. 137 
Diamond Saw & Stamping Co............ 135 
Diener Mfg. Co., Geo. W................. 132 
a, UE ie cease hopes eded be 'n.b'e ahs © 105 
RS is, ins 5.0 ob a 660.00 epee eds 129 
DuPont de Nemours & Co., E. I......... 14-15 
E 
ry Pe Ti. o scccveseéueeceusgageeake 119 
es eee nes bee AGS OC CERAM 131 
ns nt ee ebetcete Ceadedne oes 109 
iow Bwed Bis Giicc ccccccsccccceses 141 


Bere TOVOGSR Giics cccccdcscecvciovess 137 


eee eeoeeeee eevee eaeeeeeeewneaeevneene 


Fowler & Union Horsenail Co 


General Distributing Co 


eeeeveeeeeeeeeneeeaee eee 


@vseevevreveeevneeeeveeee 


Glidden Co., The... 
Globe Stove & Range Co 
Gold Medal Camp Furniture Co 
Grammes & Sons, Inc., L. F. 
Granite State Mowing Machine Co 
Greenlee Bros. & Co 
Griffin Mfg. Coe. 


eoeeereeevneeveeaeeeeaewneeveee 


eeeereeeneeeeeeneeeeeeee 


eeeeeweeereeeeeeeevreereevneeeenee 


Hart & Cooley Co., The 
Heller & Co., W. C 
Hill Brass Co., N. N 


eee eoeeeereeereeerevee 
@eeeevevevreeeeeeevreeeeeeeveee 
@eeneeroeeeeneeeeeeeeeee 
*eeeeeeeeeeeneeeee 

mweeeecesg ge Ceaeeeeoeee eee 8 @ 
@eeseeereveeveeveeeeee er eeeenene 


Hubbell, Harvey, Inc 


Indiana Steel & Wire Co 
International Silver Co 


Johnson, Iver, Arms & Cycle Works 


Keystone Steel & Wire Co 
Kokomo Stamped Metal Co 


Libbey Glass Mfg. 
Lovell Mfg. Co. 
Lowell Specialty Co 
Ludlow-Saylor Wire Co 


@eeeeevneeeeneeeeen eee eeneaneenee 


@eweevreeeeeeeneeeeeenree 
e*eeeevnveeervreveeeeveeveeeneeeeeee 
e@reeeeeeeteteneeneeeeennreee 


@erevreevreeeeeveeeeeene 


McKinney Mfg. Co. 


@eerereveeeeveeveeeveeneeveneeeerenen® 


Meisselbach Mfg. Co., A. T 


eeoeereree ee eeeeewrereeeeaee 


Millers Falls Company 
Mueller Brass Co 


eereveeaeeveaeveeeeeeeee 


Seeeereeeeeeeeeeer een enewnneee 


National Sign Stencil Co 
National Tire & Rubber Co 
New Britain Machine Co 
New Standard Corporation 
New York Wire Cloth Co 
Nicholson File Company 
North Bros. Mfg. Co 
Northland Ski Mfg. Co 


@eseeeneveeeeenve ee eneee 


“erewvneenenvneeenenennne 


eevee eeveeaeeeeewneeeaeneeenee 


@eeeveevneeneevne een eenee 








O 
EE ee ia ee 
Oliver Iron & Steel Company............ 131 
Osborne & Company, C. S................ 132 
ESE ETE 4-8 

P 
EE TO 135 
Perfection Gtewe Ce, EmGs....cccccccccces 91 
ee GN. Ca st cicenceccocsdeces 40 
Popular Science Monthly................ 6 
ee Ga NE Mc vice scncdeceoeesess's 122 
Pe ee SE PIR co vccoctcesscoseese 93 
Progressive Mfg. Company............... 137 
EE eS ee 112 

R 
ES ee A 13@ 
i eee bk eheseene eke 134 
Remington Arms Company, Inc.......... 142 
Richards-Wilcox Mfg. Co.............55:5 87 
eT eee ee 137 
ey Se, SD Ge ccs advesesedoceus 121 
Ree BOTED Ties esc cccccccccvcecees 138 
ee Re SD Gin cc cc cccecccccccces 23 
Rese & Brotheora, Wihc...ccccccccccccccs 133 
I Si, I 6 aso co'c cnn ctccncosndes 101 


Russell, Burdsall & Ward Bolt & Nut Ce. 306 


S 
Samson Cordage Works............... . 136 
Shake Proof Lock Washer Co......... a> ae 
Simonds Saw & Steel Co................. 16 
I Ro decccscccccoccses« ... 128 
Special Chemicals Co...........00e2.00-: 134 
Standard Crayon Mfg. Co............. . Se 
Peeen: Gi Gis Te Gee ccccccess maaan es 111 
Sterling Wheelbarrow Co............. ... 138 
Stewart Iron Works Company....... ooo ae 
Stratton & Terstegge Co............ jam 
i Me 6 wesc eeeeeenseceses 138 
Superior Ladder Co............... -oeee Oe 
T 
Ee cccccesccceoesseseeecs 136 
Taylor, Frank F, Co., Imc..........--...-- +4 
Thomson Mfg. Compseny, Judson L....... 137 
Threadwell Tool Cg., The..........-..-.. 134 
Timken Roller Bearing Co............... 99 
Trow & Holden Co.. 9 oe ae tne gee 
Tubular Rivet & Stud ah. eee boas 
U 
Union Hardware Company............... is 
Union Steel Products Co................. 61 
Oy, Gi Ge a I Gls cc ec cccs 26 
V 
ee a, icckccrmetecsccse OF 
WwW 
es Ce, (TE, Qa cdacedctccccioncse @ 
Whiting-Adams Company ............... 36 
EE OO ee eee eee ee 32 
Wickwire Spencer Steel Co............... 28 
CESS i 10 
Winslow Skate Mfg. Co., Samuel......... 138 
Wolverine Supply & Mfg. Co............. 46 











140 HARDWARE AGE March 11, 1926 


“This is the day of the complete house”’ 


says GEORGE B. BAER 


*‘There are no two ways about it— people 
want completeness in the houses they buy 
nowadays,’ says George B. Baer, prominent 
Cleveland building contractor. ‘‘And this 
applies just as much to workingmen’s homes 
as to others. They want their houses to 
contain advantages undreamed of a few 
years ago. 


“For example, in one block of 27 houses I 
recently built—and sold-—the kitchens were 
equipped with modern ice boxes, built-in 
cabinets and other convenient features. 


“People today are better judges of house 
values, too. They want durability——first, 
last, and all the time. For my row of 27 
houses on Grafield Avenue, I selected a com- 
position shingle roofing, because this roof is 
lighter in weight and far more durable than 
any other kind of roof. The people who 
bought those homes will have no roofing re- 
pairs for many, many years. I remember a 
composition roof I put on some fifteen years 
ago—and it is as good today as the day I put 





it on.”’ 

om * ™~ ” 7 
Carey Asfaltslate Shingles give you the most for PHOTOGRAPH BY FRANK MOORE STUDIO 
your money in weather-tight, repair-free roofing. 
And because they are ~ much easier to handle, George B. Baer, President of The Homebuilders’ Exchange, 
they are preferred by builders every where. Packed - organization ee agg agg various branches of the 
. : . ome building industry in Cleveland. Mr. Baer is alsoa 
in convenient bundles that weigh only half as much Director in the East Cleveland Saving & Loan Co. For 21 
as the usual bundle of composition shingles. A years he has been active in building, real estate and in- 
knife or hatchet cuts the binder rope in a flash. No vestment field in Cleveland. 


bother with metal bands. 
Easy to distribute the 
shingles over the roof. 


It costs us more to pack 
in this way—but when 
you see how easy it makes 
handling, you'll under- 
stand why we doit. Write 
for full details about this 
better shingle. The 
Philip Carey Company, 
Lockland, Cincinnati, O. 


A group of 27 modern Cleveland 
homes, built and sold by Mr. 
Baer, in which his idea of *“‘com- 
pleteness’’ were carried out. Every 
one of these houses is covered with 
a Big Size Asfaltslate Shingle 
roof. 














The bisé size 
Carey Asftaltslate 
Shingle measures 
10” x15%". Goes 
on quicker and 
easier. 
















ASFALTSLATE 


SHINGLES 


SPR RLS te 
nae tee mer erp as 
EOS eB A Teh 
- ~ as: ie 
~ ee @f' 
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oO. "= 
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THE SHINGLE THAT NEVER CURLS 
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“Constructed with a 
real understanding of 
their use’”—that is why 
Empire Levels are so 
tremendously popular 
with the workman. 


There is an Empire 
Level for every purpose 





in this complete line. 

New Catalog will be 

f gladly sent on request. 
“ 


EMPIRE LEVEL MFG.CO. 


-- MILWAUKEE WIS. -- 
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(2. £02 Ji 
LOAD . . 
i ee t: : 
° So, ~~," “*- ih 
KD S&S rai WN 
Ae. a4Z ’ yS 
bcc : ‘D 
Se. emington 5 c or 
H. fe 
Hear DUCK LoaD . 
Setebiefor AE Remington Game Loads were the 
YACK RABBiy bos largest selling shotgun shells last 
LONG RANGE ig4y Se. year.Sportsmen everywhere endorse 
| — them on account of their remarkably 
= 80 CLUB Wetp oo uniform shooting qualities. Thou 


— “a4 : sands of dealers who simplified their 

line by concentrating on Remington 

Game Loads have clean shelves today and extra profits in the bank. Deal- 

ers who feature them in 1926 will be even better off, because the shooters 

have learned of the superiority of Remington Game ‘Loads, and every year 

gives them a stronger following. Place your order now with your jobber’s 
salesman or the Remington Representative. 
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